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SHEET METAL is becoming a major fac- 


tor in architecture. Two examples are 


decorative wall applications above 3 an 1 
(see page 70), and removable curtain — 


walls for buildings designed for future : j 


expansion (page 68) 
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“Don't forget 

this 

Field Control, lad. 
No heating plant 
works its best 
without 


one” 





= 
You have put your faith in field more than 15,000,000 times 


(# “*.\ FIELD CONTROL DIVISION of H. D. CONKEY & COMPANY, MENDOTA, ILLINOIS 
ALLE Alfiliates: CONCO BUILDING PRODUCTS, INC. * Brick, Tile, Stone CONCO MATERIALS HANDLING DIVISION © Cranes, Hoists 


REPRESENTED IN CANADA BY ONTOR LABORATORY LTD 111 TYCOS DRIVE. TORONTO 10. ONTARIO 
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when you put this filter in 


You sell a lot more than solid satisfaction in 
PLIOTRON installations. Rare are the profit- 
eating “call-backs” for adjustment. Almost 
invariably you'll be in for some repeat busi- 
ness. And the way satisfied customers tell 
others about these super-filters, you'll often 
collect from some of their friends as well. 


For filter-users really appreciate the way 
PLIOTRON units outperform ordinary air 
filters. Because they’re not just surface 
loaders—but depth-loaders—they capture up 
to 5 times as many fine dirt particles as 
ordinary filters. They serve far longer before 


.) 


they’re loaded. Even then, a quick bath 
restores them to full efficiency. 


Standout performance like this—eliminating 
filter troubles long common in many homes, 
offices, stores and plants—has meant a rap- 
idly growing popularity for PLIoTRON filters. 
And naturally, a lot of this popularity rubs 
off on the men who have these filters to install. 


So make sure you collect in full—and keep 
collecting — on every new-filter job. Just 
recommend and install PLiotron filters — 
every time. For details, write Goodyear, 


P.O. Box 288, Akron, Ohio. 
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GO00D,/ YEAR 


THE GREATEST NAME IN RUBBER 


Pliotron —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Standards Presentation Outsells Price Pitch 
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Direct mail helps overcome 
mid-winter selling slumps 


Mueller Climatrol offers wide array 
of sales-prompting mail-out pieces 


Now is the time to start people thinking about and buy- 
ing heating and cooling equipment for their homes .. . 
and Mueller Climatrol direct mail does just that! It’s a 
sure way to keep sales humming during these winter 
months when business usually slacks off. 


Low-cost attention-getter 


Effectiveness of direct mail is a well-known fact. Normal 
curiosity causes the average person to check his mail 
with considerable interest. This gives every selling story 
dropped in the mail a chance to win a sale. And a well- 
planned direct mail campaign produces sales at lower 
cost than any other promotion medium. 


Complete selling package 

Mueller Climatrol provides everything needed for a 
hard-hitting campaign — imprinted postcards, envelope 
stuffers, suggested personal letters which can be run off 
on dealer’s own stationery, self-mailers and product 
folders. All these items are delivered folded and sealed 

. ready for addressing and mailing. 

Your Mueller Climatrol representative will let you 
see samples of Mueller Climatrol direct mail pieces, 
or you can write direct. 


Prospect selection and timing are keys 
to successful direct mail programs 


FIRST MAILING — Postcard deal- 
ing with heating and/or cooling in 
general. 


SECOND MAILING — Folder ex- 
plaining in detail the benefits and 
features of good heating and/or 
cooling equipment 


THIRD MAILING — A personal 
type letter with an envelope stuffer. 


FOURTH MAILING — Another per- x 
sonal letter asking for a specific x 2 
appointment to make oa survey. 


te ipe las [Ss | wea 


pant 4371 NW 


Because your selling message has to reach 
actual prospects to produce results, a good 
mailing list is a must. A check of your heat- 
ing customers will uncover likely cooling 
equipment prospects. Lists of homeowner 
names can also be obtained from the city 
directory, club rosters and mailing list brokers. 
Correct timing of individual mailings is also 
important. They should be spaced five or six 
days apart for best remembrance value. 





Mueller Climatrol units make up America’s most complete line 
of heating and cooling equipment . . . backed by 100 years’ 
reputation for quality. 


Mueller Climatrol 


Division of Worthington Corp. 
2030 W. Oklahoma Ave. ® Milwaukee 1, Wisconsin 
In Canada: 2490 Bloor Street ® Toronto 9, Ontario 
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Thumbing Through 
This Month's Artisan 


note that 
in an age of constant expan- 


we 


sion of plant and warehouse | 
facilities of all types of man- | 


ufacturers, the Re-Use Fea- 
ture Sells Curtain Walls over 
other less versatile construc- 
tion media. We find that the 
advantages of curtain walls 

in cost, maintenance, appear- 
ance, insulation, etc.—are be- 
coming known to manufac- 


turers and are adding up to a | 


big future for metal panels. 
We St. 


house follow 


visit a Louis ware- 


and the erec- 


tion procedures employed by | 


metal contractor 
procedures which will be ap- 
plicable to similar jobs by 
other contractors. 


the sheet 


Show 


. and we find 
out how to Use Standards ¢o 
Create Excitement at the 
Next Home Show, which is 


visited by huge crowds of | 
interested prospects. We find 


the standards to be a natural 


solution to the problem of | 


competing with the glamor- 


ous displays of fancy kitchen, 


furniture fix- 
the standards 
will appeal to the home own- 
We 
for 


bathroom and 


tures, because 


er’s desire for comfort. 


note some suggestions 


setting up an 


interesting 


booth built around the stand- | 


ards theme and for following 
up the leads which are de- 
velope d 


Psychrometrics 


we investigate | 


the basic air 
concept of changing the tem- 
perature and 


moisture con- 


tent of air as S.W. Reid sug- 
gests, Let’s Make a Psychro- | 


metric Chart, and proceeds to | 


demonstrate by 


examples, 


conditioning | 











Now You Can Have 


Absolute Air Control 


UP... DOWN 
LEFT... RIGHT 








AIR CONDITIONING GRILLE 


With Detachable Volume Control 


Here’s the perfect grille for air conditioning! Specially de- 
signed, extruded aluminum louvers reduce air friction to 
minimum. Available in four styles — vertical, horizontal 
or a combination with either deflection for face bank of 
bars. 


Tamper-proo}f Adjustment 


Louver bars are mounted in frame and mullion by patented 
process. Positive setting with hand tool. Can not be moved 
by tampering or air pressure after system is balanced. 
Mechanism is completely enclosed by double frame. Avail- 
able with — or without metering damper described below. 








Controls Air from a 
Whisper ... to a Blast! 
A-J 
OPPOSED BLADE DAMPER 


This detachable damper allows engineer to balance 
the system to most exacting demands. Blades op- 
perate in opposite directions simultaneously from 
fully opened (90°) to closed (32°). Distributes air 
evenly over entire face of grille. 


Positive Gear Drive Mechanism 
Drive operator consists of gear, gear track and 


non-metallic clutch. Works easily, locks in any 
position. Adjusts with Phillips screw driver. 


























FREE 
CATALOG 
1000 


sizes 
and 





Lists over 
types and 
of grilles 
registers 

Write for it! 


Dept. A-12 
3601 East 18th St. 








Kansas City, Mo. 
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and illustrations 
|how a usable chart is devel- 
oped and how it is employed 
in producing properly-func- 
tioning cooling systems. As 
each point about volume, 
| temperature and humidity is 
discussed, it 1S applied to the 
development of the chart, 
and the end result is not only 


analogies 


a useful air conditioning de- 

sign tool but also a thorough 

understanding of the reasons 
| for behavior patterns of air 


Bypass 


. we follow the 
| NWAHACA field investiga- 
}tion unit on a survey which 
finds that a Two Zone Sys- 
| tem in Small Home Provides 
| Good Balance 
| with four extended plenums 
supplying warm 
| perimeter 


Teé m pe ralure 


air to ll 
| diffusers in the 
main floor zone and five ceil- 
ing diffusers in the basement 
|zone. We find in each zone 
that face and bypass dampers 
| controlled by a thermostat ef- 
fectively regulate the temper 
ature of supply air according 
|to outdoor with- 
out changing the rate of air 
We find 
room-to-room and room level 
temperature 


conditions 


flow satisfactory 
balance in a 
lightly-insulated 
thermostats 


home with 


set unusually 
low. 


| California Dealers 
Promote New Word 


| PEOPLE in southern Califor 
nia are learning to use a new 
lword. It’s 


meaning to: 


“comfortize’’, 
“equip a home 
with a year round air condi- 
tioning system engineered 
| for correct human comfort in 
| summer or winter.” 

The use of the word has 
been promoted by the Insti- 
tute Heating Air 
Conditioning Industries in 


of and 


| its public relations program 
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THE LOCKFORMER ye 
4615 West Roosevelt Road, C 


Please send me free, 
Flanger story. 


go 5O, Illinois 


the complete Auto-Guide 


ea ene ee een 


ADDRESS —— 


{ CITY 
Le ee ee ee i 


es a 


STATE J 


First GET THE FACTS about 


the LOCKFORMER Auto-Guide Flanger 


Send the coupon... you'll get back the complete 
story about the new Auto-Guide. You'll see how, 
with this amazing, time-saving machine, you 
merely turn up a starting flange, start the material 
in the machine AND LET GO! The Auto-Guide 


») 
a 
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will follow inner or outer radii, irregular edges, 
straight edge or any edge—automatically. You'll 
find out why hundreds of shops have replaced 
other time-consuming and costly methods with 
the Auto-Guide. 


. Then get PRooF of the 


MONEY-SAVING ADVANTAGES 


of the Auto-Guide 


One of the quickest ways to prove the claims we 
make is to ask the men now using the Auto-Guide. 
We invite you to check with one of the shops in 
your area equipped with the Auto-Guide. Ask the 
owner how it has cut his labor costs and does 
not tie up expensive men...how the Auto-Guide 
eliminates spoilage, turns out perfect flanges 
every time. The results will be proof enough that 
the Auto-Guide will save you money too. 


Manufactured by 


The Lockformer Co. 
4615 W. ROOSEVELT ROAD 
CHICAGO SO, ILLINOIS 


One man with a Lockformer makes more Pittsburgh Locks 
than 16 men with 8 brakes 
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and shows initiative toward 
making the public more con 
scious of the benefits of our 
industry. 


Urges Dealers Use 
Christmas Promotion 


IN REVIEWING a recent news 
release from the Gas Ap 
pliance Manufacturers Asso 
ciation relative to the giving 
of domestic hot water heaters 
for Christmas presents, I 
came up with the thought 
that dealers could up their 
sales during the Christmas 
season if they played up in 
their showrooms and display 
windows such equipment as 
hot water heaters, incinera 
tors, filters, and many other 
items. People are in a buying 
mood during the holiday sea- 
son and with just a little 
effort a dealer can attract 
some of the money being 
spent to the services he of- 
fers. Try it and watch De- 


cember sales go up 


Pricing Your Equipment 
By Modern Standards? 


SALARY levels are continuing 
to increase in every industry 
Are you pricing your equip 
ment to keep up with the 
trend—so that your increase 
may be above that of salaried 
employees? According to the 
American Management Asso 
ciation, salary levels of engi 
neering, scientific, and ad 
ministrative employees in 
American industry rose an 
average of 5.9 percent be 
tween June 1956 and June 
1957. , 

This increase is apprecia- 
bly lower than the 8.6 per 
cent average salary rise re 
ported for the same group 
for the year ended in June 
1956. 

The study, the fourth an- 
nual survey, covered rates 
and ranges of pay for 33,797 
employees engaged in 58 
Major engineering and ad- 


like Mu Way 
oil burners 


You can depend on any Nu-Way oil burner 
to carry the ball for you for a long, 
long time. 

Housings are sand-cast aluminum alloy ... 
hold motor and pump in close alignment. . . 
resist any tendency to warp or twist 
with heat or age. 

Ignition conductors are solid brass — 
won't sag, won't deteriorate. And 
transformers used are extra heavy, too. 

As proof of Nu-Way’s ruggedness and 
durability, we find our customers wear well, 
too. Be one. Write Nu-Way Corporation, 


Dept. AA-127, Rock Island, Illinois, 
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ministrative activities in 263 
companies located through- 
out the United States 


Better Wiring Promotion 
Brings New Prospects 


MANY of you have heard 
about the program to pro 
mote better electrical wiring 
in buildings. This campaign 
has been effectively used in a 
number of ways. The success 
of this program opens a way 
for heating and cooling deal- 
ers to achieve similar results 
in their sales promotion pro 
grams. It is interesting to 
note that the material was 
distributed as tollows 

37 percent by direct sales 
approach 

7 percent through direct 
mail 


> 


27 percent through meet 


9 percent through home 
shows 

Fully 25 percent of the 
electrical contractors said 
they had reached new pros- 
pects through use of the ma- 
terial. Opinion as to its ef- 
fectiveness was about evenly 
divided among the various 


sales aids used. 


Wholesaler Uses Novel 
Promotion Stunt 


AS PART of a sales promo 
tion program, Allen Funt, 
radio and television person- 
ality, arranged a series of 
candid interviews with heat 
ing dealers at Sid Harvey's, 
a Valley Stream, N. Y 
wholesaler. This was done 
by Mr. Funt by the use of a 
hidden microphone and a 
moving picture camera at the 
store counter. 

Mr. Funt posed as a sales- 
man and asked the dealers 
what they thought about a 
specific brand of heating 
controls without the dealers 
knowing that the program 
was being recorded. At the 
end of the interview the 
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STANDARD 600 SERIES \ STANDARD CEILING AIR DIFFUSERS 
WALL AND BASEBOARD 
REGISTERS 


STANDARD B SERIES 
PERIMETER 


BASEBOARD DIFFUSERS 


4 
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STANDARD 551 


STANDARD PH SERIES : 4 PERIMETER WALL AND 
‘. BASEBOARD REGISTERS 
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PERIMETER FLOOR REGISTERS 


5 ways to guarantee comfort in two-way systems! 


* easy installation eos 
e trouble-free operation INDOOR COMFORT 
¢ the right air distribution for every conditioned space oe PPro 
¢ for residential, commercial, and industrial buildings oe 


complete line 
¢ no blasts, no hot spots, no cold corners catalog! 


STANDARD STAMPING 
& PERFORATING CO. aa 127 
3131 W. 49th Place, Chicago 372, Ill. 

Please send me your new free catalog. 


REGISTERS & GRILLES oo 


Company 
. comfort pius style at attractive prices! 


Address 


Lobwhabeens 
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dealers were told that their | 
had 


corded and were 


conversation been re- 


asked 


commer- 


per- 


mission to use it 


cially. 


Reader Profits From 
Artisan Reprint Books 


IN A RECENT letter received 
from Joseph A. 
Sheet 
Heating Co., St. 
this 
ot 


Andrews, 
Metal & 
Mis 
well 
Mr 


Andrews 


Louis, 


sour, was very 


stated point VIEW 
Andrews said 
“Enclosed is a money or 
books 
I have marked from Ameri- 


can Artisan’s publication list. 


der to cover cost of 


We have enjoyed your maga 
zine very much and feel we 
can profit not only in dollars 
and cents the 


booklets, knowledge 
also 


from reprint 


but in 


Foreign Readers, Too, 
Use Artisan Reprints 


ANOTHER 
cently indicated the informa 


letter received re- 


tion made available through 


American Artisan’s pages is 
helping to improve overseas 


air conditioning installations 


This letter, from Rheem In- | 


ternational, states 
“We 

check 

the 


are enclosing 
the cost 


booklets 


heating and air conditioning 


our 
to 
SIX 


cover 


reprint on | 


already sent to us, and our 


new order for three 


tional copies of Volume 1 
Air Conditioning Fundamen- 


We 


books to be very valuable and 


tals have found these 
have distributed them to our 


key pe rsonnel 
How Much Can Public 
Afford to ‘Save’? 


SOME of the 
lated to the 


problems re 
increase in con- 
sumer credit are illustrated in 
the story the 


who was trying 


ot salesman 


sell a 


dish 


to 


housewife an _ electric 


washer 





of | 


addi- | 





Wow to WIN Customers 


and INCREASE 
PROFITS! 


ilo fle [0 


Fits Every 
Furnace, 
Every Type 


Bonnet 


AUTOMATIC HUMIDIFIER 


Feature and Sell the New 


| lo fle 160° 


AUTOMATIC HUMIDIFIER 


with the Revolutionary New 
and Unbreakable Glass Fiber . . 


EVAPORATOR PLATES 


Absolutely unbreakable . 


water faster 
water 
prevent drip. 


- + pick up 
evaporate more 
ee 
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He said, ‘Madam, if you 
buy this dishwasher it will 
help you to save the cost of 
a maid. You will be saving 
money every month.’ 

The replied, 


Well, I am not so sure we 


housewife 
can buy it. We bought an 
automobile to save bus fare 
Then we bought a television 
set to 


save and 


ex pense 


movie en- 
Last 


auto- 


tertainment 
week 
matic clothes washer in order 
bills. You 
know, mister, I think we are 


saving about as much now as 


we 


we bought an 


to 


save laundry 


can afford 


Answer to Those Who 
‘Can't Stand Cooling’ 


I WAS 


interested in the re 





cent 
ter ¢ 


Dr. Wal- 
Alvarez, who writes a 
medical 


comments of 


column in 
Dr 

Many persons complain that 
they 


a daily 
newspaper Alvarez said, 


cannot stand summer 
air conditioned rooms. They 
promptly get colds or arthri 
tis or backaches or whatnot 
These persons are 


cally all of them 


practi 
overly 
sensitive to all stimuli 
ot 


joints, 


Some 


them can feel in their 


or their abdomen, a 


storm coming a 


hundred 
of them 
will get a swelling of their 
face if they take an aspirin 
tablet. Many of 
feel they 


miles away. Some 


those who 


are getting a cold 
go 


conditioned store are prob 


when they into an air 
ably having in their nose only 
the reaction of a cold allergy 
This is transient 
thing like 
It should feared. | 


think these people should try 


and some 
a mild hay fever 


not be 


hard to accustom themselves 
to air conditioning in sum- 
mer. It is here to stay, and it 
really is a wonderfully help- 
ful health 
ing as it the 
efficiency of 


measure, 
doe Ss 


increas- 
comfort 
workers. 
At night it enables people 
{.0 sleep comfortably when, 


ind 
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You’ve got the PLACE... 
We’ve got the PLAN! 








Silent Salesman Display 
Stand Brings You Extra 





Profits Selling 


Replacement 
Motors 


Just a few square feet of floor space ...and you’re in 
the motor business . . . right now! This handsome, 
sturdy display stand will help you add profit without 
additional work. It’s FREE with the first assortment 
of Century Performance-Rated Motors. 


There’s a growing demand for replacement motors. 
Take advantage of this increasing demand for such 
applications as blowers, pumps, compressors, and other 
types of equipment! It’s easy to supply your customers 
with precisely the right motors for their needs. . . be- 
cause you can select from Century’s complete range of 
sizes, types, speeds, frame and torque characteristics. 


Your nearby Century Authorized Distributor will be 
glad to help provide you with fast, efficient service 
and the necessary stock to meet your needs. 


CENTURY ELECTRIC COMPANY, 18th and Pine Sts., St. Lovis 3, Mo. 


ee Send me all the facts about Century's Display Stand Motor Selling Plan. 


Name 


MAIL EHES Company 
coupon today  séres 
for full details ‘“” Zone... State 


© 
P erformance-Rated 


MOTORS CENTURY ELECTRIC COMPANY 


1/20 to 400 HP 


18th and Pine Sts. ¢ St. Louis 3, Missouri © Offices and Stock Points In Principal Cities 
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otherwise, they might lic 


awake.”’ 
Here IS 


more ammunition 


for your sales presentation 


that 
summer air conditioning will 


when there is a_ fear 
not provide the comfort pros 


pec ts hear about 


Crack Around Window 
Makes Brick Size Hole 


I RECENTLY received a re 
port from the Weatherstrip 
Research that pro- 
accumulated 


Institute 
\ ided data 


through a number of tests 
conducted by the institute on 
a typical five-room, well-in- 
sulated home. These tests 
show that air leakage, or in 
filtration, can account for 37 
percent of the total loss of 
heat in a house. By weather- 
stripping windows, a saving 
of 24 percent of winter fuel 
bills can be realized 

At least a 1/16 in 


usually 


crack 
around win 
On an 


age sized window, this crack 


exists 
dows and doors aver- 
adds up to a hole the size of 
a brick 

This is an_ interesting 
point to make when service 
customers complain about 
what they feel may be ex 
Otten 


pay 


cessive fuel bills on 
season's 
the cost of 


stripping 


Savings Can 


metal 


Noteworthy Quotes 
From AC Symposium 


HERE ARE a 
comments 
heard at the Government- 
Industry Symposium on Air 


few random 


from officials 


Conditioning in Washington, 
se ae. 

AIR CONDITIONING, I guess, 
isn’t very new but for a man 
as old as I am, it’s compara- 
tively new. And I think it 
has a great 
greater future. It 


present and a 
seems to 
me the time is coming when 
it'll be as necessary to cool a 


house in the summer as it is 


for | 


weather | 


REGISTERS 


the new 
KRUEGER 
DESIGN-AIR 
LINE 


#300 — MULTI-LOUVER 
SIDEWALL REGISTER 


GIVES YOU 
BIGGER PROFITS 


Successful dealers everywhere are using our 
products now. The new Krueger Design-Air Line 
is a complete, high-quality line, and it's the big- 
gest profit line on the market today . . . because 

. it's priced right to give you bigger profits. 


GRILLES 


Write or DIFFUSERS 


for 


wire 
and 
address of your 
nearest 


name 


#200 ROUND 
Meunger CEILING DIFFUSER 
jobber and our 

new 


36 page 
catalog. 


6" to 14” SIZES 
BUTTERFLY DAMPER & 
INSTALLATION RINGS 


KRUEGER 


Air Conditioning Corp. 
19 E. RILLITO > TUCSON, ARIZONA 


“Design-Air" is 
a complete line 
of Grilles and 
Diffusers for the 
Residential Field 
plus Double-De- 
flection Registers 
and Diffusers for 
the Commercial 
and Air Condi- 


2880 O. B. D 
tioning Fields. 


4-WAY DEFLECTION 
WITH OPP. BLADE 
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to heat a house in the win 
The Honorable Sin 
Weeks, Se retary of 


Commerce of the U. S 


ter 


( lair 


THE HOUSES we make loans 
for quite often are air condi 


And I think that 


within a few years practically 


tione d 


every house that has a central 


heating plant will have a 


|central air conditioning 
John G Jewett, 
President, Prudential 


of America 


plant 
| Vic € 


Insurance Co 


the 
various climate 


IN ANALYZING unit 


costs of con 
| trol systems proposed by con 
sulting engineers and archi 
tects, we have discovered un 
| usual For 


Variations exam 


ple, not many designers to 
day would recommend a fire 
place or space heater in every 
room, but we still find some 
who suggest cooling equip 


This 


leads me to believe that more 


ment in each room 


emphasis is necessary on 
placing in the hands of ar 
chitects and consulting eng 
the 
substantial gains made in the 


art of 


necrs inftOrmation on 
in the 
Floyd 2 
Bryant, Assistant Secretary ol 
Det ense 


climate control 


past dozen years. 


WHAT 
and operate air conditioning ? 
About the 
tormer Commissioner ot 
Public Buildings, Mr. W. E 
Reynolds, 


which 


does it cost to own 


five years ago, 


made a 
that if 
minutes 


study 
showed em 
ployees save seven 
of effective 


total of 


time out of a 


i80 minutes in a 
work day, the employer can 
break even on air condition- 
ing. Incidentally, seven min 
utes is about two trips to the 
| Cloud Wam 
| pler, Chairman of the Board, 
Carrier Corp 


EDITOR 


| water cooler 
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surely not ; 


. ». when you justify your actual 
overhead and your real net profit! 
So... in order to successfully 
close your sale you must justify 
the difference in price 

to your prospect. 


AVICTORY 
Dealers Ane Domg The... 


THE 
FURNACE Yes .. . we can prove to you that VICTOR dealers are 


WITH THE doing just this! They close more sales . . . at bigger profits. 

HEAT RADIATING BECAUSE .. . they are handling a line famous for quality, 

FI N S with patented fuel-saving FINS which give the owner more 

real heating comfort at a 20% to 30% saving in fuel. Other 

ou features of genuine merit, plus a 15-year warranty, clinch 
ET] | sales. Get out of the competitive class with VICTOR! 


— 





HALL-NEAL FURNACE CO. 
1322-42 N. CAPITOL AVE., INDIANAPOLIS 7, INDIANA 


Please give me details at once of VICTOR Gas, Oil and Coal line, and 
the extra profits | can make with an EXCLUSIVE VICTOR franchise. 


NAME____ 





FIRM__ — 





CITY 





STATE 





ele ink a ES ie 
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\ 


©» Model 101-J 
(For single 
joist space) 


Model 102-J Y Model 103-J 
(For double y 


(For triple joist space) 
joist space) 


to match 
the famous 


- 7 
79 
UER PERFUSAIRE... 


only 18” long, but with capacity of 4 to 8-foot diffusers. 


4 





The new AUER RETURN AIR INTAKE series shown } 

above is now available in three convenient lengths | b cnaee’ Height 
to accommodate either 1, 2 or 3 joist spaces, with | | 
mounting holes for fastening to studs on 16” centers ea oe 
providing fast, easy installation. 37 . ; | & 


— — 


The RETURN AIR INTAKES 414" height matches | 
perfectly the height of the “Perfusaire” and is ideal 


for use in situations where a low baseboard intake 11 } 50” AV" 
is required. 


Return Air Intakes are available in these standard 


finishes: GREY PRIME, BUFFTONE, and DURATONE. THE AUER REGISTER co. 
: : “REGISTERS AND GRIL 
Other finishes are available at extra cost. FOR EVERY HEATING AND COOLING NEED" 
For complete details and prices see your Auer Register 3 Miittiii tm 6002 CLEMENT AVENUE + CLEVELAND 5, OHIO 
Distributor or write for Bulletin PR-57 ond GRILLES In Canada: Superway Products, Tilbury, Ontario 


— 








} 
= } 
| 

| 


74 34” | Ay," 
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Dealers 
7 Who KNOW 
4“ Heating and Cooling 
Recognize 


Liataine builds EXCELLENCE into Every 


Unit And the Complete Line is Priced to 
Make Every Installation Profitable 


If you select a furnace or air conditioner solely on the merits 
of rugged construction, efficient operation and attractive 
styling, you will choose Luxaire. Luxaire Heating and Air 
Conditioning Units are unsurpassed for sturdier construc- 
tion, have an enviable record for trouble-free performance 
and provide unmatched eye appeal. 

But Luxaire gives you an additional competitive advan- 
tage. Because Luxaire products feature sound construction 
and uncomplicated design — and because Luxaire manufac- 
turing plants are completely modern in both tooling and 
you can buy Luxaire Units for less than you pay 
for most other makes of comparable quality. 


methods — 


You enjoy a real profit advantage with Luxaire! 


If you want to sell excellence, but find it necessary to 
compete with price, you will find that the most profitable 
solution is to install Luxaire. 


See your Luxaire jobber, today! 


THE 
° 


C. A. OLSEN MANUFACTURING COMPANY... 


Basement Type 
Winter Air 
Conditioner. 


a Oil o¢ Gos Fired. Horizontal Furnace. 


4 Oil Models. 
4 Gas Models. 


-- 

“MY 

< 
Gravity Gas 
Furnace. Conversion 


Gas or Burner. 


Oil Fired. 


Bf 


Gas Fired 
Unit Heater. 
5 Sizes. 


Utility or 
Counterflow 
Winter Air 
Conditioner. 
Gas or 
Oil Fired. 


| 
f 
/ 


Add-On Water 
Cooled 3 or 5 Ton 
Summer Air 
Conditioner. 


Gas Duct 
Furnace. 
4 Sizes. 


wl 


Year ‘Round 
Air Conditioner. 

2,3 0r 5 H.P 

Air or Water 

Cooled. Gas 

or Oil Fired. 


Add-On Air Cooled 
2, 3 or 5 H.P. Summer 
Air Conditioner. 
(Compressor- 
Condenser wiser dV) 
available with Duct 
or Plenum Type 
Cooling Coil.) 


Winter Air 
Conditioner, 


with matching 
_| Enameled Return 
Air Cabinet 
installed 
(An Accessory.) 
Oil Winter 
Air Conditioner 
with front 
panels removed 
to show 
ae installed 


Oil Burner 


The New = sates Furnaces 
Feature Heavy Construction 


Completely assembled and wired at 
the factory, the new Luxaire Gas Fired 
and Oil Fired Winter Air Conditioners 
have 16-gauge steel heating elements 
(14-gauge in the larger oil models) 
The 21-gauge cabinets combine unusual 
compactness with exceptional good 
looks. This is superiority that you can 
see and feel! 


Gas Counterflow 
Unit with front 
panels removed to 
show complete 
factory assembly 
and wiring. 


Winter Air 
Conditioner with 
V-type Cooling 
Coil. Blower 
capacity can be 
added as 
needed 


Winter Air Conditioners and Counterflow 
Units — Gas Fired: 75,000, 100,000, 125,000 
and 150,000 Btu Input — Oil Fired: 78,400 
and 112,000 Btu Output. 


ELYRIA, OHIO 


HEATING & AIR CONDITIONING UNITS 


December 1957 





Registers and Grilles are 
tested and approved by 


ANEMOSTAT. 


Laboratories 


This smoke test picture, 
illustrating the exhausting of 
room air through Waterloo 
style 3H Return Air Grille, was 
taken in the Anemostat 
Laboratories in Hartford, 
Connecticut. It is one of a 
series of tests conducted by 
Anemostat research engineers 
to insure Maximum efficiency 
of Waterloo equipment. In 
installations throughout the 
country, Waterloo registers and 
grilles are used with 
Anemostat air diffusers —a 
combination that results in top- 


quality performance. 


Waterloo supply registers and grilles feature the 
exclusive silent flow ‘tear drop’ louvre design. They are 
manufactured in a modern plant using the most efficient 
techniques, and every Waterloo unit is backed by 56 years 
of experience in air conditioning, heating and 
ventilating applications. @ These, plus Waterloo’s 
wide range line and fast service on specials, are REGISTER CO., INC. 
good reasons why it pays to install Waterloo 
units in your next job. 





WATERLOO, IOWA 


Write for Waterloo Catalog, containing complete data. 
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AIRTEMP'’S QUALITY FURNACES 


HELP DEALERS BUILD 


Airtemp furnaces are easier 
to sell because people know 
and respect the Chrysler 
name. Your customers know 
it means exceptional value 
and trouble-free operation at 
a moderate price. And in 
addition— 


Every Airtemp furnace is 
warranted for one year—the 
heat exchanger for ten 
years! 

Every Airtemp furnace has 
an over-sized blower, belt- 
driven for quiet, efficient 
operation. 


SALES! 


For fast installation, furnaces 
are delivered assembled, pre- 
wired and tested. Big and 
small dealers can count on 
the same fair treatment. That 
means honest pricing... 
sales help... prompt delivery 
...and flexible credit. 


For information on an Airtemp franchise, write to 
Airtemp Division, Chrysler Corp., Dayton 1, Ohio 
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Nick Hart 
Hart Sheet Metal 
95th and Schlagle 
Lenexa, Kansas 





Nick Hart gives you more reasons why... 


“You can stake your reputation 


a Milcor 


“It’s a real pleasure to open a carton of 
Milcor Furnace Pipe and Fittings because 
they always look so clean and new — and 
we know that they will fit together perfectly. 
When you’re through with a job, the cus- 
tomer has something that will stand up for 
a good long time. 

“We know that Milcor products have 
helped us make lots of friends in Lenexa 


Standardized Fittings 


ATLANTA@BALTIMORE® OeCH 


INLAND STEEL PRODUCTS COMPANY, 0.«::. x. 4023 west surnham Street + Milwaukee 1, Wiscons 





ANDe®DALLA 


installation!” 


for more than eight years. And by using 
standardized fittings on our heating jobs, 
we’ve made longer profits!” 

With contractor after contractor, it’s the 
same story — it pays to use Milcor prod- 
ucts. Make Milcor standard in your shop. 


Contact your jobber, or our nearest 
branch for prices. (See list below.) 


Offset End Boot No. 738 
For a better fit 
close to a wall. 


NVER@®DETROIT@KANSASCI 


NEW YORKeST. LOUIS, 
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Join HIC Program, 
Local Dealers Urged 


New York Ciry Local level par- 
ticipation in the Home Improvement 
Council’s extensive 1958 promotion 
program can increase modernization 
sales by heating-cooling dealers, Don 
Moore, HIC executive director, de- 
clared. 

He pointed out that the cost of 
participating is actually less than 
the cost of HIC’s services and promo- 
tion materials. Dealers who become 
members will be sent display, point- 
of-purchase and advertising materials 
at no additional charge. 

These materials will help the deal- 
er identify himself as a member of 
this national movement and identify 
his place of business as “home im- 
provement headquarters.” They will 
also help the dealer to establish his 
firm as “contest headquarters” for 
the $125.000 homeowners contest to 
be launched Jan. 1. 

Participation costs are $25 or $50 
depending upon the type of business. 
Further information can be obtained 
from HIC, 2 East 54th St.. New 
York 22, N.Y. 


Air Control to Be Future 
Necessity, Harkens Says 


Los ANGELES The rising national 
age curve and increasing air pollu- 
tion are factors which will make 
complete environmental control a so- 
cial necessity in less than a decade, 
R. E. Harkens, managing director 
of the Institute of Heating and Air 
Conditioning, said recently. 

Mr. Harkens pointed to the recent 
deaths of the aged in European heat 
waves as a demonstration of the 
severe impact of high temperatures 
on older body mechanisms. He also 
cited a recently published warning 
that man is converting the sky into 
a “sewage system” and studies made 
by the Los Angeles County Medical 
Association showing the effects of 


smog pollution on health. 
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Forecasters Are Cautious 
In Predictions for 1958 


New York City The men who 
are paid to study the nation’s econ- 
omy and predict its future trends are 
being very cautious in their esti- 
mates for 1958. The coming year is 
seen as one of cross currents and 
continued inflation, a survey of lead- 
ing economists made by F. W. Dodge 
Corp. reveals. 

Most of the interviews were made 
before the full impact of Russia’s 
satellites was apparent. But one of 
the latecomers saw the event putting 
steam back into the federal budget. 
In this case. he said, most estimates 
would be too conservative. 

Defense spending will undoubtedly 
be boosted with $1 billion as the 
most mentioned figure. However, the 
administration has indicated cuts 
may be made in other sections of 


the federal budget to offset this boost. 


Directory Section In 
Next Month's Issue 


AMERICAN ARTISAN’S Directory of 
Residential Air Conditioning, Warm 
Air Heating and Sheet Metal Prod- 
ucts—completely revised and brought 
up to date—will appear in the Janu- 
ary issue. 

To obtain information on what 
products will be available during 
1958, listing sheets were mailed to 
thousands of firms throughout the 
country that manufacture the hun- 
dreds of items used in residential air 
conditioning, heating and sheet met- 
al work. The information is carefully 
classified and includes complete 
street addresses and trade names. 

The January issue also contains 
its regular quota of timely and in- 
formative articles on technical, mer- 
chandising, management and news 
subjects. A review of the popular 
Standards for Rating Heating Sys- 
tems will be featured. 


Tax cuts seem to be increasingly 
doubtful. 

Adding up all of the comments, 
four main predictions stand out: 1) 
The gross national product in dollars 
will rise slightly. 2) Hourly wage 
rates will continue to go up. 3) The 
cost of living will maintain its rise. 
1) Real output (the Federal Reserve 
index of industrial production) will 
dip in the first half of the year and 
then rise slightly in the last six 
months. 

Even though the various numerical 
indicators of economic health are 
seen as reaching new highs in 1958. 
none of the comments by the econ- 
omists express real optimism for the 
immediate future. The rise in dollar 
indicators next year will be due 
mainly to inflation, explained Dodge 
vice president George Cline Smith. 

Dr. Smith said that “in real terms 
we may what several 
economists referred to as a ‘sidewise 
movement’.”” 


experience 


An economist for a large manu- 
facturer said, “Pressure on corporate 
profits will result in a reduction of 
expenditures for plant and equip- 
ment. Consumers will probably keep 
on spending for most soft goods and 
for new houses.” Many of the econ- 
omists viewed housing (even at the 
relatively low rate of only a million 
nonfarm starts a year) as an element 
of strength. 

The seasonally adjusted annual 
rate of privately financed nonfarm 
housing starts in the first half of 
1957 averaged 957,000. The median 
forecast of the economists for the 
second half is 975,000. For both 
halves of 1958 the economists’ 
median forecast was one million, al- 
though some saw an upturn in store. 

One public utility economist 
warned against trying to apply na- 
tional predictions on the local level. 
He foresees greater regional differ- 
ences in the coming year. 
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Find Majority of AC Users 
Set Units at 76 F or Below 


Mitwaukere, Wis.—The 


which owners of air 


manner in 
conditioning 
equipme nt operate their systems is of 
vital importance to the industry. But 
this has been a question which has 
To find 


some answers Mueller Climatrol, Di- 


long puzzled manutacturers. 


vision of Worthington Corp., has re- 
cently analyzed the results of a letter 
survey conducted among owners of 
the company’s air conditioning units. 

The survey sought to discover op- 
erating habits. average indoor tem- 
peratures desired, and patterns of op- 
eration in different sections of the 
country. In response to 1760 ques- 
tionnaires mailed, 778 replies were 
received, an unusually high return. 

Of prime importance is the fact 
that results of the survey indicate that 
the majority of air conditioning users 
in all climate zones set thermostats at 
76 F or lower. This is in direct con- 
trast to industry recommendations 
that air conditioning systems be de- 
signed for an indoor temperature of 
80 F. More than 90 percent of the 
respondents stated that their thermo- 
stats were set at less than 80 F with 
two out of three setting them at 76 f 
or less, 

A check by year of installation in- 
dicated that the older the installation 
the greater the tendency for lowe1 
thermostat settings. Results also in- 
dicate that one out of three users alter 
the thermostat settings when outside 
temperatures change. 


More than 


answering let the thermostat operate 


two-thirds of those 


the air conditioner automatically 
throughout the cooling season. But 
significantly, 29 percent wait until 
the house becomes warm before start- 
ing the conditioner manually 

Even though most people know that 
closed windows and doors improve 
operating efhciency. one out of five 
of the users responding did not close 
openings until outside temperatures 


exe eeded 85 I . 


One important conclusion drawn 
from the survey is that satisfactory 
environment for the average con- 
sumer in the summertime closely ap 
proaches what he considers a satis- 
factory environment in the winter- 
time. This indicates that there is one 
optimum level for comfort. not two. 

\ second major trend that should 
be noted is the concern shown by 
many users for operating costs. This 
is perhaps indicated in the large num- 
ber who operate their equipment 
manually, in the significant numbet 
who leave storm windows in place 
permanently, and in the number who 
turn off their air conditioners when 
opening windows at night. 

No compensation Was offered for 
responding to the questionnaire, so it 
is felt that the large response to the 
survey is perhaps an indication of a 
much higher degree of awareness of 
air conditioning and a pride of own- 
ership that has not been evidenced 
in heating equipment in similar type 
homes. 

{ company spokesman said that 
from the results of the survey it 
would seem that major changes in 
the sizing of air conditioning sys- 
tems must be considered in the im- 
mediate future. Also a greater effort 
must be made to inform the con- 
sumer as to how to obtain the best 


results from his air conditioning unit. 


Establish News Bureau 
For Oil Heat Industry 


BaLTimore, Mb. The establish- 
ment of an Oil Heat Industry News 
Bureau here has been announced by 
the Oil Heat Institute of 
Part of OHTs 


program. the 


America. 
public information 
bureau will issue 
periodic releases and feature articles 
to the nation’s press, radio and tele- 
vision. News items will also be sup- 


plied to local chapters. 


Study Ducts, Slabs 
For FHA Standards 


WasHincton, D. C. Several new 
studies to aid the Federal Housing 
Administration in the development of 
Minimum Property Standards have 
been announced by the Building Re- 
Institute. The studies, con- 
ducted by the Building Research Ad- 


visory Board, will include problems 


search 


of slab construction and use of ducts 
for heating and cooling. 

One study will seek to determine 
conditions under which a moisture 
barrier is needed for a_ slab-on- 
ground above grade level, and con- 
ditions under which the barrier may 
be located on lop of a slab. It will 
also cover the moisture protection 
needed for both slab and walls of 
habitable spaces below grade. 

A second study will determine cri- 
teria for proper design and construc- 
tion of heated and unheated slabs- 
on-ground to insure structural sound- 
ness, 

Phe physical and thermal proper- 
ties that should be required of prod- 
ucts proposed for use as warm ail 
heating and air conditioning ducts 
for exposed low ations will be explored 
in a third study, as well as proper 


design and installation techniques. 


Uniform Building Code 
Now Includes Plastics 


SAN FRANCISCO 


Plastics are now 


covered in the Uniform Building 
Code of the International Conference 
of Building Officials after 


taken at the organization’s annual 


achion 


convention here. 

The provisions incorporated in the 
code are those developed by the So- 
ciety of the Plastics Industry and the 
Manufacturing Chemists Association 
and reviewed by the Building Re- 
search Institute. 

Basic provisions of the same code 
were also adopted by the Southern 
Building Code Congress. 


(More news on page 23) 
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Perimeter DIFFUSERS and INTAKES 


ACHIEVE OUTSTANDING SUCCESS IN 1957 


NO. 410 DIFFUSER FLOOR REGISTER : 
Designed for Perfect Perimeter Performance. The 5 Degree grad- For Floor Diffuser 
vated setting of bars — from 0° in center to 45° at each end — develops 
Systems where Floor 


TEL EER Diffusion is Preferable 
| (Aecmmman Enh | 


to Base or Sidewall 








the Greatest Air Spread for Blanketing Windows and Outside Walls . . 
for Warming and Cooling Air Conditioning 

The Parallel Valve Control is designed to Control not only the Vol- 
ume of Air Output but ALSO GIVE the DESIRED DEFLECTION away 
from Walls and Windows to prevent curtain or drape movement 
and wall soilage. Get the Best — the No. 410 U. S. Base Diffuser 








The LITTLE GIANT of SIDEWALL 
PERIMETER DIFFUSERS — 


That Really DIFFUSES the AIR a FULL 180 —— Where You Want it. 


The No. 106 Base DIFFUSER (Out-of-Wall) Performs with the Same No. 105 U.S. DIFFUSER SIDEWALL REGISTER 
Diffusion. 


(U.S. Patent Number 176,926) 
Write for the complete U.S. Catalog No. 556-R 





Patented U.S. No. 
Des. 178052 


—the leader of all 
base diffusers! 


No. 2000 U.S. PERIMETER BASE INTAKES to MATCH. 


WRITE FOR THE COMPLETE U. S. CATALOG No. 556-R 


UNITED STATES REGISTER COMPANY 
BATTLE CREEK, MICHIGAN 
MINNEAPOLIS +¢ KANSAS CITY +¢ ALBANY 
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136,000 pounds of Sheet Copper protect 
new Naval Academy Field House 


Long-range economy. Copper has proved its ability to stand up 
through the years. Its long service makes sheet copper one of the 
most economical roofing materials. 








Minimum maintenance. Copper, in aging, acquires an attractive 
patina; it requires no special care or attention. A copper roof is 
lasting, weather-tight ... needs no expensive maintenance, 


FREE BOOK. “Modern Sheet Copper Practices,” published by The 
American Brass Company, was designed for the architect, speci- 
fication writer, and sheet metal contractor. It is a practical guide, 
with clear, brief suggestions and drawings to help meet everyday 
problems. For your copy, address: The American Brass Com: 


pany, Waterbury 20, Conn, sit 


Permanently Tight Joints. No other commercial metal solders 
like copper. Cross joints in the roof pans at the crown are clinch 
locked, soldered. Ends of pans are pre-tinned. 


Freedom of design. Copper is so easy to bend, form, and fasten 
that it can be adapted easily to any type of building. Techniques 
have been developed to meet modern structural problems. 


ANACONDA 


SHEET COPPER 


A PRODUCT OF TI AN AN ASS COMPANY 
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Almost 30 Million 
Homes Needed 
In Next 20 Years 


By 1975 the 


nation will require a minimum of 


SAN FRANCISCO 
nearly 30 million new homes, ac- 
cording to an_ estimate 
Nathaniel economist for the 
National Association of Home 
Builders. Mr. Rogg spoke at the Na- 


made by 


Rogge. 


Centers First Ex- 
ecutive Marketing Conference held 


here. 


tional Housing 


He saw a need for 12 to 1214 mil- 
lion new homes up to 1965 and 16 
million more in the following decade. 
These figures, he said, are the min- 
imum requirements for standing still. 
They are based only on population 
growth and do not make allowance 
for accelerated modernization or im- 
provement in housing requirements. 

“If this industry is content to be 
basically a minimum shelter indus- 
try.” Mr. Rogg declared. “content to 
respond merely to the needs of our 
people for four walls and a roof, then 
the people of this industry have lost 
out on the greatest potential market 
opportunity this nation has ever seen. 
and the American people have been 
short-changed on their opportunities 


for better living.” 


Short Course to Explore 
Residence Construction 


CHAMPAIGN, ILL. Guidelines for 
building homes in 1958 will be pre- 
sented at the University of Illinois 
Small Homes Council’s 13th annual 
short course in residential construc- 
tion Jan. 15-16. 

The two-day session is held annual- 
ly on the campus for builders, archi- 
tects, contractors and others inter- 
ested. Presentation of Council re- 
search findings highlights the course. 
Air conditioning and insulation are 
among the many topics to be cov- 


ered. 
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See New House Starts Up 
By 6 Percent Next Year 


New York City The number of 
nonfarm dwelling unit starts in 1958 
is estimated at 1,075,000 by the F. 
W. Dodge Corp. This would be an 
increase of 6 percent over the esti- 
mated 1957 total of 1.010.000. 
The same report predicts an in- 
crease in the dollar volume of resi- 
dential building contracts by 8 per- 
cent to a total of $13,760,000,000. 
Total floor area involved, however, 
is likely to increase by only 5 per- 
cent, reflecting the probability of a 
slightly smaller average dwelling unit 
next year. This will in part reflect 
an anticipated gain in the number 
of houses financed with FHA-insured 


Dealers Must Have 


Noise Control Skill 


Another new. skill is 


working its way 


CHICAGO 
into the heating- 
cooling industry. According to H. C. 
Hardy. Howard C. Hardy and Asso- 
ciates. who addressed the Illinois 
chapter of the American Society of 
Heating and Air-Conditioning Engi- 
neers in November, “Noise is fast 
becoming one of the elements peeple 
want controlled.” 

Heating-cooling dealers will soon 
be required, he said. to conduct 
sound measurement tests on every 
job before it can be turned over to 
the purchaser as complete. Dr. Hardy 
noted that acceptable sound levels 
can be judged only by experience 
and customer preference. 

The preparation of a standard for 
measuring the sound output of air 
conditioning equipment has been un- 
dertaken by a joint committee of 
ASHAE and the American Society 
of Refrigeration Engineers. The new 
standard will take into consideration 
overall sound levels and their fre- 
quency distribution. 


mortgages which are customarily 
smaller than conventionally financed 
homes. 

The forecast also looks for moder- 
ate decline in construction of com- 
mercial, manufacturing and _ public 
buildings. On the other hand, in- 
creases are seen in educational build- 
ings, hospitals, and religious build- 
ings. Overall, the Dodge report sees 
a mild improvement in the construc- 
tion picture as a whole. 

At the same time the firm reported 
that contracts for all future construc- 
tion in September had risen in dol- 
lar volume by 2 percent over Septem- 
ber 1956. Dollar volume of residen- 
tial contracts, however, was up 10 
percent over last year. 

Residential contracts for the first 
nine months of the year at $10.2 
billion were practically unchanged 
from the year before. However, the 
cumulative number of dwelling units 
was 6 percent below 1956. 

The Labor Department reported 
that an unusually large volume of 
public housing in October pushed the 
annual rate during that month back 
to the one million mark. The depart- 
ment said 87.000 private units were 
started during the month, down from 
the 88,000 in September. Figures so 
far indicate that the total starts for 
the year may be 980,000, a figure 
30.000 below the Dodge estimate. 


TABLE 1 — ESTIMATED PHYSICAL 
VOLUME of buildings for 1957 and 
1958 predicts 2 percent increase in total 





Millions of sq ft 

BUILDING YEAR 1957 YEAR 1958 
CLASSIFICATION ESTIMATE* ESTIMATE 
Commercial 245 23 
Manufacturing 180 
Educational and Science 208 
Hospital and Institutions 40 
Public “ 26 
Religious ‘ 51 
Social and Recreational 29 
Miscellaneous Nonresidential .. 33 

Total Nonresidential 812 
Residential ‘ . .1163 

Total Building 1975 
*Eieht months actual. last four months estimated. 
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New Non-farm Dwelling 


Unit Starts 1,010,000 1.075.000 





(More news on page 27) 









JALZINC is Jones & Laughlin’s 
new trade name for its high quality 
zinc coated steel sheet and coiled 
product. JALZINC answers your 
toughest forming, rolling and 
drawing problems. 

Produced by the proven Send- 
zimir process, JALZINC hasa tight, 
uniform coating that resists crack- 
ing and flaking. The high lustre 
finish greatly improves the ap- 
pearance of your end product. 
JALZINC is available in a wide 
range of gages and widths in both 
cut lengths and coils. 

Users are enthusiastic about 
JALZINC’S uniform ductility, flat- 
ness and surface finish. Write to- 
day for complete details. 


Jones & Laughlin Steel Corporation 
Dept. 512, 3 Gateway Center 
Pittsburgh 30, Pa 


Please send literature on JALZINC 


Please have J&L representative call 


Name 


Company 
Address 


City Zone 


~ STEEL Jones & Laughlin 


Have you tried Jal’s superior quality 





*Registration applied for. 


J&L inspector examines a roll of 18 
gage JALZINC as itis coiled on a reel of 
the new Sendzimir continuous line. 


? 


STEEL CORPORATION: PITTSBURGH 
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new clean-sweep styling and modern power 
features open the way to new production peaks 


NIAGARA pr 


HERE'S MEANINGFUL STREAMLINING ... and at its very 
best! Everything's inboard: Motor, belts, flywheel, 
clutch, brake and gears. . 


pitmans and ram adjustment mechanism. Nothing 
protrudes! 


Resourceful designing has made it possible to pro- 


. yes, even the connections, 


vide heavier, deeper uprights with relatively no 
increase in floor space. Net result: A 50% deeper 
throat for larger work. 

HERE'S PERFORMANCE that can’t be matched! These 
all-new Niagara Press Brakes have a smoothness of 
action all their own. Niagara Power Features ... 
Power Clutch, Power Brake, Power Treadle . . . assure 
easy, instant response to every command. The ram can 
be micro-jogged smoothly and softly to a layout line, 
or stopped on a dime at full speed! 

Proved on mighty Niagara Presses, Niagara’s 
Electro-Pneumatic Friction Clutch engages in a frac- 
tion of a second, disengages even faster, and fails safe! 
Featuring simplified construction, it’s a low inertia, 
heavy duty unit that’s designed to outperform and 
outlast any other press brake clutch. Friction plates 


automatically compensate for wear ...no adjustment 
required. 


30 AND 50 TON * 


ESS BRAKES 


Spring applied, Niagara’s powerful Air Releasing 

Brake can’t fail for it does not depend on energy (air 
or electricity) to bring the machine to an immediate 
halt. 
HERE'S RUGGEDNESS to take extreme loads in stride! 
Niagara’s solid, all-welded steel one-piece frame with 
integral wrap-around crown provides maximum re- 
sistance to deflection. There’s nothing to work loose! 
Utmost strength and rigidity are assured. 

Straddle mounted between anti-friction bearings, 
hardened steel gears run in a sealed oil bath. Central- 
ized pressure lubrication delivers oil to all main bear- 
ings, connection bearings and gibs with a single shot. 


PREVIEW THESE ULTRA-NEW MACHINES 


Find out what they can do for you by 


writing for Niagara’s new, illustrated 
Bulletin 90 today. 


NIAGARA MACHINE & TOOL WORKS - BUFFALO 11, N. Y. 
DISTRICT OFFICES 
Boston * Buffalo * Cleveland * Detroit * Indianapolis * New York « Philadelphia 


Distributors in principal U. S. cities and major foreign countries 


America's most complete line of presses, press brakes, shears, other machines and tools for plate and sheet metal work 


*Patented and Patents Pending 








pver-size and actual size... the dustproof, trouble-free, never-fail mercury switch of the famous Honeywell Round. 





Ends 67% of your thermostat service 


calls because it’s 100% dustproof! 


Sad truth : 67%* of all thermostat service calls are caused by dust and dirt 
insulating the electrical contacts. You often make nighttime 
trips on these trouble calls . . . but you never make profit on them, 


Happy truth: The mercury switch of the Honeywell Round is 100% 
dust and dirt proof, with electrical contacts completely sealed 
inside a glass tube. Why settle for anything less? 


*Source—leading Midwest utility survey. 


The HONEYWELL ROUND 


Keeps trouble away from your door. 











WHAT'S HAPPENING .... including Washington Letter 





Issue ARI Standard 
On Air Conditioning 


Wasuinctron, D.C. A new stand- 


ard for unitary air conditioning 
equipment has been published by 
the Air-Conditioning and Refrigera- 
tion Institute. The National Warm 
Air Heating and Air Conditioning 
Association cooperated in the prep- 
aration of the new standard, which 
is numbered 210-57. 

The new standard supersedes ARI 
Standard 2-10 (Self-Contained Air 
Conditioners) and ARI Standard 
620-56 (Published Rating for Resi- 
dential Air Conditioners). 

Standard 210-57 applies to factory 
made residential, commercial and in- 
dustrial air conditioners or matched 
assemblies as defined in the standard, 
and includes performance and safety 
standards and methods of rating and 
testing. It does not include standards 
for heating equipment, for the heat- 
ing function of unitary air condition- 
ing equipment, for heat pumps or for 
room units. 


Business Pace 
But Maintains 


WasHincton, D.C. Although the 
pace of business activity appears to 
be slackening with soft spots becom- 
ing more obvious, it is expected that 
a high over-all level will be main- 
tained through year-end. 

The dollar volume of goods and 
services produced this year was up 
6 percent, however actual physical 
output was increased only slightly. 
Most of this difference is due to high- 
er prices and increased inflation. An- 
other important factor has been in- 
creased consumer spending on serv- 
ices as opposed to goods. 

Although federal 


peared to be tapering off through the 


spending ap- 
year, the increased emphasis on de- 


fense spending in the last month will 


no doubt reverse this trend. 
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February Starting Date for 
1958 Apprenticeship Contest 


CHICAGO The 1958 national ap- 
prenticeship contest will begin Feb. 
1 and close Mar. 15, it was an- 
nounced by Joseph J. Kaberlein, sec- 
retary of the National Joint Appren- 
ticeship and Training Committee for 
the Sheet Metal Industry. 

There will be different projects, 
one each for the four years of classi- 
fication. This permits apprentices to 
compete with others who have the 
same range of training and ability. 

A cash prize and a certificate will 
be awarded to first, second and third 
place winners in each of the four 
classifications. The cash prize for 
first place will be $125, $50 for sec- 
ond, and $25 for third. 

In addition, a certificate of merit 
will be presented to each school with 
a winning contestant to give recog- 
nition to the instructor. 

Local joint committees are to re- 
quest 


contest materials from Mr. 


Slackens Off 
High Level 


Total purchases of goods and serv- 
ices by consumers, governments and 
business in the third quarter in- 
creased to an annual rate | percent 
above the second quarter and 6 per- 
cent above last year’s total. 

Construction expenditures rose to 
a record annual rate in September, 
| percent above the same month a 
vear ago. Contributing to the rise 
were increased outlays by public util- 
ities and the rise in building by 
state and local governments, includ- 
ing schools, highways and sewer and 
water projects. 

The usual rise in bank loans did 
not appear this fall. After the Sep- 
tember peak for income tax pay- 
ments, the total of outstanding loans 
dropped. 


Kaberlein and then conduct their 
own local contest. The local winner 
will then be entered in the national 
contest. 

To obtain contest materials, write 
to Mr. Kaberlein at 6543 Nokomis 
Ave., Lincolnwood 30, Ill. Be sure 
to state the number of apprentices 
interested in entering the contest in 
These 


should be submitted as soon as pos- 


each classification. requests 


sible. Contest materials will be 
mailed shortly after the first of the 
year to local committees who make 
the request. 

A plaque will be awarded to the 
local joint apprenticeship committee 
which makes the greatest progress in 


promoting the apprentice program. 


NHAW Urges Support 
For Wholesaler Program 


CoLumsus, On10 — The reorganiza- 
tion program announced by the Na- 
tional Association of Wholesalers will 
greatly benefit the heating and air 
Wilbur R. 
Bull, executive director of the Na- 
tional Heating and Airconditioning 


conditioning industry, 


Wholesalers association said recent- 
ly. Mr. Bull is a trustee of NAW of 
which NHAW is a member. 

The new program will broaden the 
base and widen the scope of NAW 
operations. One feature will be a 
public relations program to educate 
the public on the vital role of the 
wholesaler in the economy. 

“It is time,” Mr. Bull said, “we 
took a step aside from our service 
efforts to correct a misleading im- 
pression of the role of the wholesaler 
as the unseen, grasping middleman 
who reaps unconscionable profits in 
the process of moving goods from the 
producer to consumer.” He pointed 
out that according to Department of 
Commerce figures wholesalers’ profit 


averages less than 3 percent. 





WHAT'S HAPPENING .... including Washington Letter 





U.S. Copper-Brass Industries 
Hurt By Imports, Help Asked 


New York City Immediate re- 
lief for essential industries now being 
severely hurt by imports has been 
urged by T. E. Veltfort, managing 
director, Copper and Brass Research 
Association. Speaking on behalf of 
the brass mill industry in particular. 
relief 


should be over and above the present 


he suggested that measures 
means for redress now available un- 
der the trade agreements extension 
act. such as the so-called “escape 
clause” and appeal to the Office of 
Defense Mobilization. 

He emphasized that neither brass 
mill operators nor those in other 
essential industries would fear com- 
petition with foreign producers if 
their wage levels were comparable 
to our own. 

Mr. Veltfort cited figures showing 
these wage levels are far apart. 
Furthermore, the brass mill industry, 
employing about 30,000, has been 
hampered by loss of certain markets 
during periods of wartime copper 
restrictions. He pointed out that the 
brass mill industry has ample capac- 
ity to meet all foreseeable domestic 
demand. 

For immediate relief. Mr. Veltfort 
called for interim quotas, pending 
more exhaustive investigation into 
the claims of all concerned. If the 
situation proves to be as alleged, per- 
manent relief could be considered. 
Possible means of permanent relief 
suggested include: 1) a wage-cost 
equalization import tax, 2) increased 
tariffs, and 3 ) quotas. 

He noted that this year 100 mil- 
lion pounds of brass mill products 
will be imported into the country. 
He said that this is the equivalent of 
the annual output of 1500 men. 

The proposed wage-cost equaliza- 
tion tax would involve the develop- 
ment of formulas for specific prod- 
ucts to reflect relative real wages and 
their proportion to total cost. Such 


a tax. he said. would act as an in- 


28 


centive for an increase in foreign 
wages. 

Mr. Veltfort said that any tariff 
increase would have to be substantial 
to be effective. As for quotas, he said 
that they are generally not desirable 
because in certain cases they may 
discriminate against individual ex- 
porters or importers. This makes it 
difficult to set them at a fair level. 

As an example of the inroads that 
imports of certain products have 
made in the domestic brass mill in- 
dustry. he cited the case with seam- 
less brass tube. Imports of this prod- 
uct totaled 0.96 percent of the total 
1950. For the 
first six months of 1957. however, the 


domestic market in 


import of this important type of tube 
reached about 16 percent of the U.S. 
market. 

During the 1950-57 period, the im- 
port of copper sheet jumped from 4.3 
percent to 8.9 percent of the domestic 
market. At the same time exports of 
copper mill products dropped from 
2.91 percent to 0.79 percent of do- 
mestic brass mill shipments. 

The average wage rate in domesti: 
brass mills in 1956 was $2.12 per 


hour, without 


supplementary com- 
pensation or fringe benefits. This is 
considerably higher than those of 
competitor Interna- 


tional Labor Office wage rate table 


countries. An 


for 1955 indicates an hourly figure 
of 66 cents for the United Kingdom: 
Germany. 47 France, 40 


Sweden, 90 cents: Japan, 22 


cents: 
cents: 
cents. The U.S. figure on this table is 
$1.88. 

Mr. Veltfort emphasized that lower 
wages abroad are by no means offset 
by lower productivity. Foreign brass 
mill productivity, he said, in many 
cases is essentially up to that of the 
U. S. Thus, foreign producers have 
been able to sell their products here 
for 5 percent to more than 25 per- 


cent below domestic prices. 


(Continuued from page 27) 


Breneman Namedto 
SMACNA Position 


WasHincton, D.C. The appoint- 
ment of Claude R. Breneman as an 
assistant secretary of the Sheet Metal 
and Air Contractors 


National offices 


here has been announced. Mr. Brene- 


Conditioning 


Association with 


man is secretary of the local chapter 
and will, for the present, devote part 
of his time to national business. 

As his assignments, Mr. 
Breneman will represent SMACNA 
on all jurisdictional matters and will 
contact with the Sheet 
Metal Workers International Associa- 


tion on labor matters. Paul Strom- 


major 
maintain 


berg will continue as the association's 
labor relations committee liaison rep- 
resentative in Washington. However. 
Mr. Breneman will relieve him of 


as much detail as possible. 


Conference to Discuss 
Reinforced Plastics 


CHICAGO A three-day conference 
sponsored by the reinforced plastics 
division of the So iety of the Plastics 
Industry will be held here Feb. 4-6 
at the Edgewater Beach Hotel. Ses- 
sions will he devoted to materials 
and their performance, product de- 
sign and application. 

\ session on processing will cover 
the latest developments on how to 
make products, 


providing information on completely 


reinforced plastic 


new processes and describing the 
manufacturing techniques and meth- 
ods for products not previously fab- 
ricated successfully with these ma- 
terials. 


School Bond Sales 
Up by 50 Percent 


WasHincton. D.C. 


Booming 
school construction was signaled by 
a 50 percent increase in the sale of 
bonds for classroom building in the 
12-month 
u. 3. 


period ending Sept. 30 
Chamber of Commerce re- 


ported. 


AMERICAN ARTISAN, DECEMBER 1957 





THE MARK OF QUALITY 


BARBER 
COLMAN 


ENGINEERED AIR 
DISTRIBUTION 


UNI-FLO MODEL ED GRILLE 
Rugged construction with 
frame for both sides of door. 
Telescoping design shown 
below permits use with doors 
from 17/5” to 2” thick. 





SIGHT-TITE CORE ONLY 

In specific sizes to meet in- 
dividual requirements, and 
convenient stock sizes which 
may be custom-cut by the 
contractor, 

UNI-FLO MODEL AF GRILLE, 
below, has simple U-Mould- 
ing. 











\ A 


». 


Sight-Tite Light-Tite 


Core cross section at left 
shows Uni-Flo Sight-Tite 
Grille. Cross section at right 
shows Light-Tite installation 
for photographic darkrooms 
and laboratories. 
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visionproof, inconspicuous 


Cight-Tite Door Grilles 


to complement contemporary interiors 


a i ee ae ee ee 


Handsome and strong Uni-Flo Sight-Tite Door 

Grilles provide free air movement for offices, dressing rooms, 
locker rooms, school rooms, and other areas, without unsightly 
“see-through” gaps. Because of their inherent extra strength, 
Uni-Flo Sight-Tite Door Grilles withstand scuffing and kicking. 
Rattleproof construction also contributes to a finer installation. 
Available with six standard baked enamel and electroplated 
finishes, or special baked enamel finishes to match any color. 
With frame, or as core alone, in wide range of sizes to 

meet your job requirements. See your nearest 

Barber-Colman Field Office, or write for catalog. 


BARBER-COLMAN COMPANY 
Dept. X, 1106 Rock Street, Rockford, Illinois 





Captain Gus Mortson of the Chicago 
Blackhawks examines sheet of TI-CO after 
driving frozen puck into it. Plenty of dents 
but no evidence of flaking. 


Gus Mortson, Captain of the famous 
Chicago Blackhawks, used his hardest 
driving shot in slamming a frozen 
puck into a sheet of Inland TI-CO 
galvanized steel. Time after time, at 
speeds up to 100 m.p.h., the puck 
banged into the sheet but the zinc 
coating on TI-CO stayed put .. . not 
a sign of flaking. This brutal test illus- 


trates how TI-CO can take it—even 
when subjected to far rougher treat- 
ment than encountered in normal use. 
Further proof that TI-CO can with- 
stand even the most severe fabricating 
operations or the toughest handling and 


still retain its protective zinc coating. 
No chance for rust to get a foothold. 
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For the Big Jobs Where Material and Labor Costs 
Run High, Sheet Metal Shops are Switching to Inland TI-CO! 


More and more sheet metal contractors are finding that they 
can realize important savings in labor and materials by using 
Inland TI-CO Galvanized Sheets . . . especially on the big jobs. 

TI-CO’s non-flaking quality becomes increasingly important 
as the runs of fabricated components get longer. Many man- 
hours, both in the shop and on the job, are lost when the 


zine coating on ordinary pot galvanized sheets flakes off in the 


il 


| 


WT 


PRY 


ay 


which TI-CO was used is the new western 
headquarters building of the America Fore Insurance 
Group recently completed in Chicago. Over 63 tons 

of TI-CO went into the ductwork for this modern, 


lock-seamer and forming presses, or while the part is being 
installed. With TI-CO, made by the patented continuous 
process of galvanizing, the zine coating stays put even under 
the most severe fabricating operations. Down-time due to 
zine clogging of machines and lost labor caused by splitting 
of the base metal or failure of the coating, necessitating costly 


**make-overs,”” is eliminated. 


—_ 
we 
\ IN 


Xx 


15 story office building. Jim Mraz, Supt. of Narowetz Heating & Ventilating Company, 
sheet metal contractor on the job, is very enthusiastic about the way TI-CO 

performs both in the shop and on the site. "With TI-CO sheets we keep shop time down 
to a minimum and end up with a better looking, longer lasting installation,” he said, 
“because the zine coating on TI-CO just doesn’t flake.” 


\ good example of a specialty sheet metal job involving long produc- 


handled by the Bloomer Heating & 
Ventilating Company, Chicago, Illinois, for the Ford 
Phe job consisted of 8,000 special insulating panels made by 
riveting sheets of 


ri-co 


These panels, packed 


tion runs is a project recently 


Aircraft Engine 
Plant 


galvanized steel to both sides of a steel 


framework with a heavy insulating material, 
were used to soundpri I ur ce 


300 tons of TI-CO used for tl 


lls where jet engines are tested. The 


le project provided a durable, corrosion 





ais 

TI-CO Galvanized Sheets are Readily Available! 
The terrific demand for this high quality sheet has kept TI-CO in short 
supply since its development. Now, additional production facilities 
have been completed making greater quantities available. 

T1-CO is available in cut sheets or coils, in gages 8 to 30 inclusive 
and widths as great as 60 inches. TI-CO comes with dry, oiled or 
chemically treated surfaces. Consult your local steel distributor or 
Inland represe ntative for your needs. 


INLAND STEEL COMPANY 


38 South Dearbarn Street * Chicago 3, Illinois 


Milwaukee © St. Paul « 
* Indianapolis * Detroit « 











Sales Offices: 
St. Louis *¢ 


Ch cago ° 


Davenport 
Kansas City 


New York 
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resistant surface for the panels that made painting unnecessary. Shop 
Superintendent, Ernest Ellis, in expressing complete satisfaction with 
rI-CO, said, ‘Its non-flaking quality paid off on our production line. 
The coating stayed put even under tough ireatment by our auto- 
matic riveting machines.” 

Make certain you're getting maximum profit out of every sheet 
metal job you do, large or small. Look for the brand of non-flaking 


Inland TI-CO on every shipment of galvanized you receive. 


ALI 


LEANN 


t=O 


Look for this brand— 
your assurance of 
non-flaking performance 





7 WAYS BETTER 


MORRISON 


END SUPPORTED WHEEL 


MAXIMUM UTILIZATION 


Under unrestricted inlet conditions the aerodynamic 
center and the exact geometric center are the same 
in both Morrison End Supported wheels and center plate wheels 


BUT when one inlet of the blower is MORE restricted than the 
other, the aerodynamic center only in an end supported wheel 
moves toward the restricted side to permit greater use of the 
unrestricted side. Center supported wheels, however, starve the 
restricted side of the blower, and the unrestricted side cannot 
compensate for it. 
AERODYNAMIC 
CENTER 





aT ARALLARE™ 
' 


+t aa RESTRICTION Ho SS RESTRICTION 
| z ~ 


PER SIDE PER SIDE 











™ 





STABLE SUPPORT 


Morrison End Supported Wheels are mounted stably 
on the shaft, eliminating rocking action that causes 
wheel wobble. 


EASY MAINTENANCE 


The Morrison End Supported Wheel offers easy oiling. 
Oil one end; then reach through the wheel to oil the 
other end. You need no complicated and costly oil tube extension. 


| yy 


ACCESS FROM ONE SIDE ONLY 


7 | 











MORRISON PRODUCTS INC. 16816 Waterloo Rd. 


MINIMUM SHAFT LOADING 


Morrison End Support- 
ed Wheels carry load ] ' 
directly to bearings, relieving 
strain and eliminating shaft whip 
Center plate wheels put added 


strain on the shaft, causing bend- Y Z, 





LOAD 
CARRIED 
DIRECT TO 
BEARING 











ing, and shaft whip and req 
uiring larger shafting. 


SHEAR DIAGRAM 


UNIFORM DISTRIBUTION 


(for twin blowers) 


Uniform load distribution per- 
mits using smaller shafting 
. prevents shaft whip... 
allows longer blower life . . . \ 
minimizes maintenance costs. T 


SHEAR DIAGRAM 








LOADING 





STRONGER FRAME 


Sturdy end rings directly support 

impact on the ends of the Morri- ( 
son End Supported Wheel and aid safe ship- 
ment. Impact on end of center plate wheel 
lacks sturdiness; distortion results. 


EXTRA WHEEL ADVANTAGE 


AAddd bbdd® 
= 
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ee 


In special applications 

of two wheels for wide 
air distribution, the Morrison End 
Supported Wheel makes possible = 
the greater distribution of air. : 























, Cleveland 10, Ohio 
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HERE'S MORE TO STAINLESS STEEL SERVICE THAN DELIVERY 


The services offered by your Republic ENDURO 
Stainless Steel Distributor go far beyond his 
ability to fill rush orders. As a regular member of 
your supplier team, he can save you time and 
trouble—and deliver the stainless you need at 
minimum ready-to-use cost. 

Many distributors have facilities and equipment 
for cutting and shearing stainless to the sizes you 
need. This means you devote less space to han- 


dling inventory—you spend less time getting the 
material into production—you use your plant 
space, equipment and manpower more efficiently. 

Your ENDURO distributor also provides expert 
advice on fabricating and metallurgy. Republic 
specialists in these fields are available to you 
through him. Your ENDURO Stainless Steel Dis- 
tributor—your Steel Service Center—is listed 
below. A phone call will bring immediate service. 


B®) REPUBLIC STEEL 
Walls Whidext- Rage ” Standard, Slrols avd, SC, Produ 





ALABAMA 


GEORGIA (Cont.) MISSOURI 
Reynolds Aluminum H 


Reynolds Aluminum Supply Company mm 
A , 


Hubbell Meta 


+3 
Marsh Steel Cor 


North Kansas City 16 


NEW HAMPSHIRE 


ILLINOIS aay Sao 
Chicago Steel Service p a 
CALIFORNIA Chicago 32 NEW JERSEY 
Duc Atlas Stee 
INDIANA 
Mubbell Metals, Inc 
3 olis 2 
y Hardware & Roofing 
np 
sville, 
KANSAS 
Marsh Steel Corporat 
Wichita 
KENTUCKY 
Reyno 


CALL YOUR REPUBLIC ENDURO’ STAINLESS STEEL DISTRIBUTOR 


nd Sheet Meta! C 





NORTH CAROLINA 
Metal Service Corporation 
Charlotte Inc 


RHODE ISLAND 
Edgcomb Stee! of § 
Powtucket 
Reynolds Aluminum Supply Company 
Raleigh TENNESSEE 
Sais; Sinan iis Clete Hubbell Metals, Inc., 
h 4 _—, Memphis, 
Charlotte, 
OHIO 


The hio Meta 


Cc 


& Manufacturing 


Reaten 2 


Vorys Brothers, Inc 


Cc bus 8, 


Williams and Company, Ir 
Cc d 14 


OKLAHOMA 
E. M. Jorgensen Company, 
Tulsa 


ait ske Cit 


OREGON 


an Steel Warehouse 


ZCMI Wholesale Distributors, 
t Lake City 





ville 
ams and Company, inc 
Lovisville 3 
LOUISIANA 
Marsh Steel Corporation, 
Boton Rouge 


MARYLAND 
Hill-Chase Steel Company 
Maryland 
Baltimore 3 


MASSACHUSETTS 
Howkridge Brothers Company, 
Boston | 
MICHIGAN 
Huron Steel Company, 


Detroit 1 


5. Meta 
Long Island City 
Metal Purchasing Company, Inc., 
New York 1, 


d 14, 


¢ Metal Company, 
nd 9 


PENNSYLVANIA 

Hill-Chase and Company, Inc 
Philadelphia 34 

Potts-Farrington Company, 
Philadelphia 29, 

Horace T. Potts Company, 
Philadelphia 34 

The Warren Company, 
rie, 

Williams and Company, Inc., 
Pittsburgh 33, 


VIRGINIA 
c aien C 


Reynolds A 
Richmond 
WASHINGTON 
Pacific Metal 
Seattle 
CANADA 
Drum nd M 
itd 
Toronto, O 
Montrea 


, Quebec 


vert and Metal 


minum Supply Company, 


Company, 


Call and Company, 


intario 
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Darling may be growing older, with silver 
threads among the gold, but many an ancient 
couple is still doing a powerful lot of day-to- 


day living. 


And Copelametic units installed nearly 20 


years ago are today giving new-compressor 


performance. That’s because they’re engi- 


neered and built for trouble-free service over 


a long period of time. There are no belts, seals 





SINCE 1978 





or manual oiling to run up servicing time. 


Name the kind of air conditioning and re- 
frigeration installation you're interested in, 
and we'll provide precisely the Copelametic 
model to make it give complete customer 


satisfaction. 


CORPORATION, Sidney, 








Copelametic 


A e Hermetics 


You can get to direct 
drive Copelametic 
motor-compressors ef 
fortlessly in a jiffy 
No belts or seals, no 
manual giling. 90% of 
service costs eliminat 
ed. For use with air 
cooled or water-cooled 
condensers Vy HP 
through 10 H.P 
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the quality tells...the quality sells 
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about g)2e'3Ron gas-fired 
UNIT HEATERS 


Because of their versatility and effi- 
ciency, combined with low cost, 
Janitrol unit heaters can be installed 
to advantage in most every commer- 
cial or industrial building. 

They are installed easily, without 
sacrifice of floor space, and without 
expensive duct work. They are com- 
pletely automatic. They direct heat 
where it’s needed, and only when it’s 

needed—important for operating economy. They offer versatile 
“dual fuel” performance—use natural or LP gas; may be switched 
from one fuel to the other automatically. As for durability and low 
maintenance, let this fact guide you. Janitrol’s exclusive Multi- 
Thermex heat exchanger is so enduring that replacements for any 
cause have been less than '4 of 1% in over two million heat ex- 
changer tubes produced since 1940! 

Whether for heating a factory with acres of floor area, or a modest 
neighborhood store, Janitrol gas-fired unit heaters meet every require- 
ment... well within the building budget. Use them on your next job. 


FAMOUS J ARITROL 


MULTI-THERMEX HEATING HEART... 
with Multi-Thermex heat exchanger 
and Ampli-Fire Ribbon Flame Burners 


Virtually indestructible! Corru- 


gated metal walls—aided by 


internal baflles—speed heat from 


d 


heat exchangers into air stream. 


Resist corrosion and cracking. 


mvpvnnn 


Ampli-Fire ribbon flame burner 


is specially designed and_posi- 


TD 
i") 


tioned to prevent direct contact 


of flame on metal. Assures free- 


' 


WAN 
\ Hrvecereceececeee. ent 


dom from damaging “hot spots” 
and internal stresses. Only 
Janitrol gas heaters have this 


time-proved feature! 


There’s a gj)a='tRo 


for every commerical and 
industrial heating need 


GAS-FIiRED 
UUCT FURNAC 


Designed for installation in a duct 
where the air is circulated by a 
remote blower. Especially adapt- 
able to heating applications for 
industrial proce sing and for heat- 
ing in combination with cooling. Low in cost, 
saves installation time and labor. Five sizes: 
Rated input from 85,000 to 450,000 Btu hr. 


BLOWER-TYPE UNIT HEATER 


Allows air delivery from 

greater heights and against 

greater static resistances, 

permitting use with ducts. 

Provides effective heating 

over a wider range when 
outlet nozzle area is reduced, and blower adjusted 
to increase outlet air velocity. Use with extensive 
supply and return duct systems. Six sizes: Rated 
input from 85,000 to 450,000 Btu/hr. 


Cold air drawn from floor level is 
heated, filtered and discharged hori- 
zontally overhead. Quiet, clean, care- 
free—ideal for ofhees, restaurants, 
stores, labs, etce., requiring a compact 
unit. May also be connected to a duct 
system. Six sizes: Rated input from 
60.000 to 180,000 Btu hr. 


HEAVY DUTY BLOWER HEATERS 


For unit heating, central 
heating and air con- 
ditioning. Wide range of 
standard blowers and 
motors assures correct 
air delivery and tem- 
perature rise in each 
application. Factory 
assembled and _ tested. 
Capacities from 250,000 
Btu to 1,750,000 
Btu/hr. input. 


ARCHITECTS, ENGINEERS AND CONTRACTORS 
INFORMATION SERVICE. Write today for com- 
plete A.1.A. tiles on heating with gas in buildings of 
every type, and for Janitrol spec ifications service. 
There’s no obligation. 


HEATING & AIR 
CONDITIONING DIVISION, SUFACE COMBUS- 
Bele), Mele). i-10). 7 wale), haere) m0). 1-1 5m re) 1) 
In Canada: Moffat Heating & Air Conditioning Division 
a Moffats, Ltd., Toronto, 15 
Also Makers of Surface Industrial Furnaces, Kathabar Humidity 
Conditioning, Janitrol Residential Heating and Cooling Equipment 








TOOL MAKING 


Upon completion of our first half century 

of dedicated service to the craftsmen of the free 
world, we wish to thank our millions of 
customers and thousands of distributors and 
dealers for the vital part they have played. 
From the original wrench of 1907, 

the Crescent line has grown to include 
hundreds of the most widely used hand tools. 
We pledge that the quality-of-product 

which has brought us thus far will be our 


criteria for future standards. 


CRESCENT TOOLS — 
Give Wings fo Work mm? 


other tools. Sold by leading distributors and retailers everywhere and made only by 


JAMESTOWN, NEW YORK 
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All from one source 
...and fast 


YY More than 20 kinds of sheets 


A single sheet or a truckload. Pattern sizes or cut-to-order. You get 
what you want—on time—when you order from your nearby Ryerson 
plant. 

Ryerson offers an unusually wide range of gauges and patterns in 
more than 20 kinds of sheets, including: tight-coat galvanized you can 
form without fear of flaking or peeling . . . bright-finished stainless in 
time-tested Allegheny metal... hot and cold rolled carbon steel... 
Ryex Expanded Metal, standard, flattened and grating. Ryerson also 
offers bars and band iron, tubing, angles, channels, etc. 

In addition, Ryerson can supply machinery and tools to meet every 
requirement of the sheet metal shop. 

For all your steel requirements, it pays to call Ryerson. 


S RYERSON STEEL 


Principal products in Stock: Carbon, alloy and stainless steel — bars, structurals, plates, sheets, tubing — industrial plastics, metal working machinery, etc. 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK + BOSTON + WALLINGFORD, CONN. « PHILADELPHIA * CHARLOTTE * CINCINNATI « CLEVELAND 


DETROIT * PITTSBURGH + BUFFALO + INDIANAPOLIS * CHICAGO + MILWAUKEE © ST, LOUIS » LOS ANGELES * SAN FRANCISCO + SPOKANE « SEATTLE 
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{merican Artisan’s editors, 


staff and authors wish you 
all a Merry Christmas and 


a Happy New Year 
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Join the Modernization March 


TEN MILLION PROSPECTS for winter air conditioning systems certainly 
sounds like finding a uranium deposit, but this is the conservative figure 
quoted by industry market research people. Recent investigations indicate 
that this market is growing rapidly each year. For the aggressive dealer, it 
is certainly a market that can help cut — or entirely eliminate — any slide 
toward lower profits. 


The U. S. Department of Commerce estimates that by 1960 the mod- 
ernization market will be adding over 14 million new prospects annually. 
The estimate jumps to 650,000 in 1961, and to 784,000 in 1962, reaching 
well over 1 million annually by 1968. When seen from this point of view, 
the modernization market has an even brighter future, well beyond its pres- 
ent not-to-be-sneezed-at 10 million or more prospects. 


American Artisan has long been planning a special issue devoted to 
this important subject. Articles have been written and are now being ex- 
amined by a 32-member panel of dealer consultants. When these dealers 
have completed their analyses of the articles and special features, they will 
be published as a comprehensive presentation in the March 1958 Artisan. 


Among the subjects to be treated in this complete issue are: 
Why Promote Replacement and Remodeling Work? 
What Are the Major Problems of Modernization Work? 
How to Advertise for Modernization Work 

Selling Modernization 

How to Pay Salesmen 

How to Find Salesmen 

How to Train Salesmen 

Increasing Sales by Using the Service Department 

How to Bid Modernization Jobs 

How to Install Modernization Jobs 


In addition, dealers will be provided with three pre-tested check-lists 
that can be used to encourage home owners to survey their property. Home- 
owners will be asked to return the check-lists to the dealer who can supply 


his sales staff with sales aids to develop the modernization prospect into a 
new customer. 


American Artisan extends an invitation to all in the industry to get 
behind the modernization theme and direct their efforts toward aiding 
dealers in developing local markets. 


We welcome, too, the activity of a prominent manufacturer who has 
recently announced to the trade an extensive program designed to stimulate 
the modernization market (see page 48). This program also has been 
planned for public announcement in March. 


Armed with the valuable information that will soon be forthcoming, 
dealers and contractors can now plan to direct their sales promotion pro- 
grams to reach modernization prospects with increased effectiveness. 





Use the Standards 


To Create Excitement 


At the Next Home Show 


By featuring the standards in his home show booth, a dealer can stir 


up the interest of home owners and buyers and overcome compe- 


tition from glamorous kitchens and other displays 


HoME sHows have become a major 
merchandising medium in the new 
home field. In many cities they are 
also being used to promote the mod- 
ernization market. They always at- 
tract huge crowds of potential home 
buyers. These are people who are of 
great importance to nearly every 
heating-cooling dealer. 

But some dealers have been reluc- 
tant to take part in local home shows. 
They have felt that it is too difh- 
cult to compete with the glamour of 
gadget-filled kitchens, 


rooms and dream houses. 


fancy bath- 
The problem of creating excite- 
ment for something as plain and 


practical as a_ heating system is 
solved with the introduction of the 
heating comfort standards. The ex- 
perience of dealers all over the coun- 
try shows that the public is highly 
receptive to the standards story. 
Home owners and buyers are eager 


(Note: See Jal) 


pecial Section 
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to find a simple way to judge the 
performance of a _ heating system. 
And the standards offer just that. 

The standards present a natural 
theme for a home show booth for an 
individual dealer or for a cooperative 
effort by a local dealers’ association. 
William Virshup, Virsal Oil Co., New 
Haven, Conn., ordered 1000 copies 
of the Standards for Rating Heating 
Systems card to use as a_ handout 
during the recent home show there. 
They were imprinted with his com- 
know 
that his firm adheres to the stand- 
ards. 


pany name to let the public 


As with any promotion technique. 
the best results from participating in 
a home show are achieved through 
careful planning. The first step is to 
set up a budget and determine the 
size of your booth. Decide how much 
space you will need for your displays. 
Then find out the cost of the var- 
ious booth sizes. You may wish to 


check the size booths your compet- 


itors are using, but don’t delay too 
long or you will miss out on the best 
locations. You will probably want as 
large a booth as you can afford, but 
even a small booth can be made 
highly 


ning. 


effective with careful plan- 


Booth Must Attract Attention 


Once you have determined the 
size, you will need to plan your dis- 
play. Your prime objective in de- 
signing your booth should be to at- 
tract attention. If you have a small 
booth in a poor location, you'll need 
to take extra effort to overcome this 
drawback. But even a large booth in 
a good location will need something 
special to awaken interest. 

Your booth will be competing with 
hundreds of others for the eye of 
the passer-by. Most people do not 
have enough time to visit every 
booth. To make them stop at yours 


you will need a central feature with 
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KEEP YOUR BOOTH adequately manned so that pros- 


pects will have their questions answered without waiting. tion cards or 


Otherwise, they may wander away 


maximum impact. Don’t try to crowd 


too many display items into your 
space. Keep the central feature pre- 
dominant. 

In promoting the standards this 
central feature could be a large sign 
warm and 


{ nder- 


could be a greatly en- 


asking, “Is your family 
comfortable all winter long?” 
neath there 
Artisan’s Standards 


for Rating Heating Systems card. At 


larged ( Opy of 


one side a sign could suggest. “This 
card will tell you how to buy a heat- 
ing system that will give your family 
genuine comfort.” On the other side 
a sign could suggest. “Stop and ask 
for your free copy of this guide to 


home comfort.” 


Mount Furnace on Pedestal 


Another idea would be to have a 
furnace mounted on a high pedestal. 
tied with a big ribbon and a fancy 
bow and bathed in colored lights. A 
sign nearby could read, “Give your 
family the finest gift of all—complete 
Another sign could 
tell the public, “We only install heat- 
ing systems which meet the highest 
A third sign 
could suggest, “Stop and get your 
free copy of the Standards for Rat- 


ing Heating Systems—your guide to 


home comfort.” 


standards of comfort.” 


buying a heating system.” 
Make your 


pe yssible, 


booth as colorful as 
but keep it from appearing 
cluttered. Try to leave some open 


area in the center to encourage 


people to enter. Have some chairs so 
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promptly 


that vou can sit down and talk to 


weary prospects, Action is a sood 
eye-catcher. An easy way to get it is 
through the use of balloons, pen- 
nants or streamers which flutter. A 
fan in the background will make 
them dance. 

The standards card imprinted 


with your address is an_ excellent 


handout. However, if your budget 
permits you may wish to use addi- 
tional give-away items, such as ther- 
mometers, calendars, 


books. etc, 


pencils, note- 


People May Wander Away 


If you are successful in attracting 
attention you will have many people 
visiting your display. But unless 
there is someone handy to talk to 
they may wander away. It is im- 
portant to have enough salesmen or 
others on hand to take care of vis- 
itors. Find out from the exhibit man- 
ager when the peak crowds are ex- 
pected. Put your staff on a regular 
schedule to make certain that your 
booth is properly manned at the 
right times. 

You can hardly expect to close 
many sales in the booth; therefore it 
is important to work out a technique 
for getting the name and address of 
everyone who demonstrates interest 


booth. Have 


salesmen fill out prospect cards or 


by stopping at your 


use registration books. Several books 
are necessary because you cannot ex- 


pect people to stand in line to regis- 


GET THE NAMES of all visitors by the use of registra- 
books. Then follow 


up all prospects 


ter. Don’t give out standards cards 
or souvenirs unless the person reg- 
isters. 

Keep a good supply of manufac- 
turers’ literature and other sales aids 
on hand to back up the standards 
story. Before-and-after pictures and 
testimonial letters can show how the 
standards have made others pleased 


with the finest in home comfort. 


Follow Up Promptly 


Call on all prospects as soon as 


possible after the show. Prospect 


cards can be marked to indicate 
those who seem to have an immedi- 
ate interest. These immediate pros- 
pects should be followed up first and 
after- 
ward. By the time you call most of 
them will have studied the standards 


card. Your sales presentation should 


the remainder immediately 


aim at explaining how the “Good” 
classification will be met. 

If you do business with builders 
who feature quality heating, you may 
want to approach them on tying in 
some standards promotion with their 
exhibit. This would be a good idea 
even if you have an exhibit of your 
own. 

Unless you take the time and 
spend the money to make your home 
show booth outstanding, it will prob- 
ably be lost in the multitude of dis- 
plays. Your promotion money in that 
case might be better spent telling the 
standards story through direct mail, 
newspaper ads, or some other media. 
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“The Standards 


Card Helps Me Sell 
For the Full Price” 





Most DEALERS sincerely seek to provide a top quality 
heating system, and they try to get the full fair price that 
they deserve for this service. But it has become more and 
more difficult to do so. Competition is intense. 

On one side is the cut-the-price dealer who relies on 
consumer ignorance to sell poor quality heating systems 
at a ridiculously low price. On the other side is the high 
pressure salesman who gets a good price but fails to de- 
liver the quality that the customer has paid for. Both 
thrive on the home owners’ ignorance of good heating. 

Artisan’s Standards for Rating Heating Systems were 
developed to help the skilled and qualified dealer to meet 
this competition by giving the public a means whereby 
they may wisely select the dealer to install the kind of 
heating system they want. 

Dealers and their salesmen who have used the stand- 
ards in their sales presentations report excellent results. 
The experience of J. L. (Len) Miller, sales engineer with 
Austin Sheet Metal Works, Inc., Chicago, is a good 
example. 

Mr. Miller says, “I have always used every sales tool 
that I could find to help me present the case for quality 
heating. The Standards for Rating Heating Systems are 
the best sales clinchers that I have used.” 

On every sales call Mr. Miller carries a plastic covered 
standards card. Above it is this slogan, “We have no 


quarrel with those who sell for less they know what 


their jobs are worth.” 


. . . this sales engineer reports. He loses only 


fort, not price 
















“THE STANDARDS are a top sales clincher,” says Len 
Miller 


11 percent of his prospects to lower bidders. The 
Standards for Rating Heating Systems help him 


convince home owners to buy on the basis of com- 


He has also clipped from the September Artisan the 
reproduction of the two-page newspaper advertisement 
featuring the standards which was sponsored by the Mil- 
waukee dealers’ association. He sometimes shows this ad 
to a prospect as a means of pointing up the importance 
of the standards. 

Another sales tool which he has found useful is the 
booklet, “How to Enjoy Comfort Heating.” 


by the Cleveland Better Business Bureau. It contains a 


published 


section which is based upon the standards and other 


good information for the heating system prospect. 


Standards Fit Sales Presentation 


Like many salesmen Mr. Miller has developed a set 
sales presentation. He uses the same basic approach on 
every call, varying it to meet any special circumstances 
that he finds. His first step on every modernization call 
is to make a complete survey of the existing heating sys- 
tem. He also sketches the floor plan of the house with all 
necessary details. Even though the prospect has only 
expressed interest in a fuel conversion, Mr. Miller ex- 
plains that the survey is necessary so that the best rec- 
ommendation can be made. Often he finds the present 
heating system so antiquated that a fuel conversion 
would only provide further discomfort. 

The surveys are always made during the day. This 


gives Mr. Miller a chance to do some pre-selling with the 
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SALES CALLS during the day give Mr. Miller a chance 
to make a heating survey and prepare a detailed proposal 
for the second call 


housewife. While making the measurements and sketch- 
ing the floor plan, Mr. Miller explains why such care is 
taken. He tells her that even the best furnace poorly in- 
stalled will fail to keep a home comfortable. At this 
point he introduces the standards card, pointing out the 
difference in the comfort provided by a good, fair and 
a poor system. 

In this first step he has gathered the information 
needed to draw up the proposal. He has planted some im- 
portant ideas in the mind of the housewife. He has given 
her some things to think about if another dealer should 


be called in for an estimate. 


Proposal Prepared at Office 


Upon returning to the office, Mr. Miller makes all the 
necessary calculations, determines the best solution to 
the heating problem involved and prepares his proposal. 

The second call at the home is made in the evening 
when the husband and wife are both present. Mr. Miller 
begins by explaining to the husband how the survey 
was made and why it was required. He then brings out 
the standards card to put over the point that only through 
careful design can a dealer create a heating system that 
will meet the standards outlined under the “good” clas- 
sification. 

Mr. Miller warns that selecting a dealer on the basis 
of price alone is risky, unless the prospect first makes 
certain that this dealer will provide a system that will 
meet the top quality standards as listed on the card. He 
points out again that the quality of the furnace selected 
is secondary to the manner in which it is installed. 

Then he notes that Austin Sheet Metal has been in 
business for 41 years and that the firm has always prided 
itself on quality and service. If work has been done for 
neighbors, these installations are called to the attention of 
the prospect. Mr. Miller states in his conversation that 
during the years that his company has been in business, 


many firms have failed because they did not consistently 
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TO PRE-SELL the housewife, Mr. Miller gives her the 


standards card to look at while he is busy sketching the 
floor plan 


provide customer satisfaction. Customer satisfaction, he 
declares, is the reason why Austin Sheet Metal has been 
so successful for so long. 

After paving the way in this manner, Mr. Miller intro- 
duces the proposal. He shows exactly what is provided 
and how the equipment and the design of the air dis- 
tribution system will enable the installation to meet the 
“sood” classification on the standards card. He then 
quotes the price. 


Standards Argue Against Lower Price 


If the prospect brings up a lower price from another 
dealer, Mr. Miller refers back to the standards card. He 
again points out the difference between the three classifi- 
cations. He explains again how the job has been care- 
fully designed and the cost carefully estimated to meet 
the requirements of the “good” classification. 

He reminds the prospect that the purchase of a heat- 
ing system is entirely different from the purchase of a 


television set or a refrigerator. When buying an appli- 


ance, the consumer may be safe in choosing the lowest 
price for the same model. But a heating system must be 
custom designed. There are dozens of ways for a dealer 
to cut corners to gain a lower price. But these cut corners 
invariably end up with poor performance. Unless the 
competitive dealer will guarantee that his installation 
will meet the requirements of the “good” classification. 
the prospect must assume that the lower price is based 
upon poorer quality. 

He explains that his company bases its reputation on 
quality work, and that they would rather lose the job to 
a competitor than put in a job that would provide only 
fair or poor performance. Naturally, Mr. Miller does lose 
some sales. But in recent months he has lost only 11 
percent to lower bidders. He feels that this is an excellent 
record under today’s competitive conditions. He gives 
considerable credit to the standards for making this sales 
record possible. 





Two-Zone System in Small Home 


Provides Good Temperature Balance 


Four extended plenums supply 4 in. feeder ducts 


for upstairs and basement zones in which face and 


bypass dampers regulate the temperature of supply 


air according to outdoor conditions 


DEVELOPMENT OF AIR distribution 
systems to provide better tempera- 
ture distribution between floor and 
ceiling of a room and between rooms 
is the consistent objective of indus- 
try engineers and the National Warm 
Air Heating and Air Conditioning 
Association. To obtain reliable data 
on the use of small diameter duct 
systems in cold climates and the ex- 
tent bypass and zone control sys- 
tems have in reaching the objec- 
tives, the field investigation commit- 
tee of NWAHACA tested six such 
installations. The committee’s find- 


ings are summarized here. 


Two Zone System Used 


This second report describes a two 
zone, forced warm air heating sys- 
tem with four extended plenums sup- 
plying 4 in. diameter round ducts 
which lead to 11 perimeter floor reg- 
isters beneath the windows on _ the 
main floor, and five ceiling diffusers 
in the basement. Each of the two 
zones has two extended plenums. The 
entire main floor comprises one zone 
and the basement rooms are in the 
second zone. Each zone is equipped 
with face and bypass dampers, con- 
trolled by a thermostat, that vary the 
temperature of the air supplied to the 
zone without changing the air flow 
rate. 

The house, a single story frame 
and stucco structure with a full base- 
ment, is located in a cold climate. It 
was constructed in 1953 for $12,600. 
This price includes the land but not 


I *> oarace 
the farage. 


w 


Outside 


and wire mesh on 1 in. 


walls are 7. in. stucco 
thick fir 
sheathing and building paper. Wall 
insulation consists of one layer of 
single ply aluminum foil between the 
2 X 4 in. studs. The inside surfaces 
of the walls and ceilings are drywall. 
The ceiling has a black roofing paper 
vapor barrier covered with a 2 in. 
layer of fiber insulation. 

The gable type pitched roof is 
covered with red and gray roofing 
paper. There is no insulation under 
or between the rafters. The attic has 
maximum headroom of approximate- 
ly 5 ft. It is ventilated by louvered 
openings with about 1 sq ft of free 
area in the north and south gables. 
There is no floor in the attic. 

All first floor windows are double 
hung wood sash except the 76 * 54 
in. picture window in the living 
room, which is fixed. All windows in 
the basement and the first floor have 
storm sash. Both doors are wood and 
have storm doors. 

Design heat loss is 51.391 Btuh for 
16.611 for the 
basement, making a total heat loss 
for the structure of 68.002 Btuh. 
With a floor area of 950 sq ft, the 
main floor heat loss per sq ft of floor 


the first floor and 


area is 54.1 Btuh. The design tem- 
perature is 20 F. Degree days 


averaged about 8000 for the year. 


Supply Air Is Tempered 


This is a well designed, well in- 
stalled, extended plenum and 4 in. 
diameter duct system. There are 1] 


perimeter floor registers on the main 


floor along 129 ft of exposed walls, 
an average distance between reigsters 
of about 11.7 ft. The furnace has a 
built-in bypass with face and bypass 
dampers located in the plenum. This 
arrangement permits controlling the 
quantity of recirculated air and 
heated air to provide an air tempera- 
ture which is suitable to heat the 
house. The tempered air is supplied 
to each of the two zones. The fur- 
nace is a gas-fired lowboy unit with 
an input rating of 90,000 Btuh and 
an output rating at the bonnet of 
72.000 Btuh. 

Each zone has a room thermostat 
and a damper actuator to control the 
face and bypass dampers controlling 
the air flow to it. The duct system is 
so arranged that all the supply reg- 
isters in each of the two zones are 
trunk 
tends back to the furnace. 


supplied from a which  ex- 


Small Ducts Feed 11 Registers 


The warm air supply ducts for the 
main floor zone consist of two 12 
8 in. extended plenums, one approxi- 
mately 25 ft long, the other 11 ft. 
which are connected to eleven 4 in. 
diameter round ducts, each leading 
to a separate register. There are also 
two extended plenums for the base- 
ment zone. One is 7 
ft long; 


8 ft long. Five 4 in. 


8 in. and 23 
the other is 8 X 8 in. and 
round branch 
ducts lead to five ceiling registers 
in the basement. On the main floor, 
21, X 14 in. perimeter diffusers are 
located in the floor beneath windows. 
Those in the ceiling of the basement 
are 6 in. diameter round ceiling dif- 
fusers. 

The return air duct system, com- 
mon to both zones. consists of one 
9 X 9 in. duct extending to the 
north end of the house and another, 

7 in. to the south end. Four 


12 X 6 in. and one 14 X 6 in. re- 
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turn air intakes from zone 1 are con- 
nected to the return ducts. These in- 
takes are in the baseboards of in- 
side walls except for one in the liv- 
ing room which is on an _ outside 
wall near an outside door. Each of 
the three bedrooms has its own re- 
turn air intake. 

There are two 14 & 6 in. return 
air intakes from zone 2, both located 
in the baseboard at the floor level 
in the recreation area. 

A 314 X 7 in. outdoor air intake 
on the east side of the house, ap- 
proximately 18 in. above the ground, 
is connected to the return air trunk 
with a 5 in. diameter round duct. 

In addition to the customary fan 
switch, limit control, gas valve, and 
automatic pilot on the furnace. this 
system has two sets of modulating 
zone controls and a special control 
for operating the burner according 
to a combination of outdoor and 
bonnet temperatures. 


Air Flow Unchanged 


Each zone has a room thermostat. 
a modulating damper actuator, and 
a set of face and bypass dampers in 
the warm air plenum. The damper 
actuator positions the face and by- 
pass dampers to vary the tempera- 
ture of the air entering the zone 
trunk duct. This. of course, is accom- 
plished by changing the mixture of 
heated air through the heating sec- 
tion of the furnace and recirculated 
air from the bypass section as re- 
quired by the room thermostat to 
offset the heat losses of the zone. 
While the temperature of the air is 
varied as required, the total air flow 
rate remains essentially unchanged. 
Air in the plenum above the heat 
exchanger is maintained at a con- 
stant temperature, as long as the mix- 
ing dampers indicate a need for 
heated air. The damper actuators 
are equipped with an end switch that 
stops the operation of the burner 
when the dampers over the heating 
section have reached a_ predeter- 
mined, near-closed position. 

Plenum temperatures in the heat- 
ing section of the furnace and un- 
der the damper assembly are con- 


trolled by an outdoor control with 
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FACE AND BYPASS DAMPERS in furnace plenum mix heated air with re- 


circulated air to required temperature level. Tempered air is supplied to each 


of the two zones 





two remote bulbs. one outdoors to 
measure outdoor temperatures and 
the other in the heat exchanger com- 
partment near the limit control. It 
operates the burner to maintain a 
constant plenum temperature, the 
level of which is determined by the 
outdoor temperature. The control has 
a one-to-one reset ratio by which the 
bonnet temperature is increased one 
degree for each one degree drop in 
outdoor tmperature, the increase be- 
ing additive to the temperature dial 
setting of the control. Thus, with a 
scale setting of 100 F with 70 F out- 
door temperature as a base, the bon- 
net temperatures would be main- 
tained at 120 F 


temperature drops 20 deg. Since the 


when the outdoor 


bonnet temperatures change with 


fluctuations in outdoor temperature, 


the mixing dampers usually remain 


in about the half-open position and 
admit approximately equal quantities 
of heated and recirculated air. 
Control settings at the time of the 
test were: 
Zone 1 thermostat 70 F 
Zone 2 thermostat 57 F 
95 F 
on at 105 F, off at 


Outdoor control 

Fan switch 
95 F 

Limit control 
F differential 


The cost of the heating system to 


off at 200 F, 25 


the owner was about $1300. includ- 


ing the control system. 


Temperatures Below Freezing 


The weather was foggy and 


cloudy, and a misty rain fell during 


the first 214 days of the four day test 
period from December 20-23, 1954. 
Temperatures ranged from 22 to 32 
F. Most of the room data was col- 
lected on December 22 when outside 
temperatures ranged from 24 F at 
7 a.m. to 26 F at 5 p.m. A high of 
30 F was recorded from 11 a.m. to 
2 p.m. The wind was mild and south- 
easterly. 

The house is occupied by a mid- 
dle aged couple and one teenaged 
child. They expressed complete satis- 
faction with the system and consid- 
ered it superior to the performance 
of a hot water system in their former 
home because of more even heat, 
warmer floors, and the absence of 
radiators. The operating costs are 
considered entirely satisfactory. 


Thermostats Set Low 


The occupants prefer a cool house, 
claiming that they are not com- 
fortable in a house over 70 F. For 
that reason the thermostat for the 
first floor is set at 70 F or lower. 
For the same reason, the basement 
thermostat is set at 57 F. 

Table 1 summarizes recorded first 
floor room air temperatures and tem- 
perature differentials found when the 
outside temperature was 30 F and 
the thermostat setting was 70 F. 


Differentials Are Low 


Temperatures between rooms on 
the first floor are in good balance, 
varying from 66.6 to 67.9 F at the 
30 in. level, or only 1.3 deg. More- 


45 





TABLE 1 — ROOM AIR TEMPERATURE DIFFERENTIALS on main floor (zone 
1) reflect favorable balance when outdoor temperature was 30 F and the thermostat 
setting was 70 F. Sun intensity was about 50 percent of maximum and wind velocity 
was 8 mph 





Bedroom 
Kitchen No. 3 
67.8 7.1 
5 
Differentials Between 
Ceiling-floor 
40 in. level-floor 


Surtace 


or surtace 


Temperatures 





TABLE 2 — BASEMENT AIR TEMPERATURE differentials are larger than in zone 
1, a reflection of unheated floors and use of ceiling diffusers. Bypassed air is obvious- 
ly being supplied to the basement. Outdoor air temperature was 30 F and the ther- 
mostat setting was 57 F. Sun intensity was again about 50 percent and wind velocity 
was 8 mph 





Basement Basement Basement 
om North Sout Work Rm 
n, below ceiling 8.4 
40 in level 65.8 
4 in. above floor 2 
Differentials Between Leve 
Ceiling-floor 
30 in. level-floor 
Floor surface 
Floor air to 
floor surface 


Temperatures 





TABLE 3 — FLOOR SURFACE TEMPERATURES on the main floor and in the 
basement appear low, but actually are not far out of line with room air temperatures 
which were kept low by occupants. Outdoor air temperature was 30 F, sun intensity 
was about 50 percent and the wind velocity 8 mph. The thermostats were set at 70 F 
on main floor and 57 F in the basement 





Room 

First Floor 
Living Room 
Bathroom 
Bedroom #1 
Bedroom #2 
Bedroom #3 
Kitchen 

Basement 
Recreation-north 

reation-south 


Rec 
Work room 


Temperatures 





over, room air temperatures did not faces on the main floor are warmer 


vary more than about 0.7 deg dur- than air 3 in. above the floor in the 
Very little 
heating of the floor surfaces can be 


ing a cycle of burner operation. centers of the rooms. 

The air temperature differentials 
in bedroom 1 are considerably larger attributed to the heated basement. 
than those in the other rooms of the 
house. This is difficult to explain 
since operating conditions are slash Basement Differentials Larger 


lar to those in bedroom 2, yet the In the basement zone the tempera- 


results are poorer. Even so. and in- ture differentials from floor to ceil- 
cluding the data for bedroom 1 in ing are much larger than in the main 
the averages, the ceiling to floor dif.- floor rooms. Here the heat is intro- 


ferential of 1.8 deg amounts to only 
0.48 deg for each change of 10 dee 


duced into the rooms through ceiling 
diffusers. The lack of heat in the 
Similarly. floor itself, and introduction of the 
the differential of 1.4 deg from the heat into the room through ceiling 
floor to the 30 in. 


in outdoor temperature. 


level amounts to diffusers, may be partly responsible 
only 0.38 deg for each 10 deg change for the differ- 


agreement with 


wider temperature 


in outdoor temperature. ences. This is in 


With one exception the floor sur- previous observations. 


Table 2 summarizes recorded base- 
ment room air temperatures and tem- 
differentials 


outside air was 30 F and the ther- 


perature found when 


mostat setting was 57 F. 


Basement Gets Bypassed Air 


The temperature level maintained 
at the 30 in. level in the basement 
was substantially higher than the 
thermostat setting of 57 F at the time 
of the test. Warm air register tem- 
peratures were within a few degrees 
of the temperature of the return air 
entering the furnace (about 72 F). 
Probably the face and bypass damp- 
ers were positioned to circulate only 
bypassed air to the basement zone. 
The bypassed air gains some heat in 
passing through the furnace due to 
the warm barrier wall between the by- 
pass section and the heat exchanger 
compartment, and through the leak- 
age that oécurs around damper 
edges. The temperature level main- 
tained in the basement (zone 2) 
would then be dependent on the tem- 
perature of the return air leaving the 
bypass section of the furnace plus 


the gain from casing and duct losses. 


Register Air Is 79 F 


The supply 


register air tempera- 
tures in zone 1 averaged about 79 F 
with very small variations between 
operations of the burner. This low 
register temperature resulted from 
the modulating action of the face 
and bypass dampers under the con 
trol of the room thermostat. These 
results seem to indicate that with 
more severe weather, the average 
temperature of the air delivered to 
the zone would have been corre 
spondingly higher. 

During the period when the above 
register air temperatures were taken 
the bonnet temperature in the warm 
air plenum supplying zone 1 varied 


from 76 to 83 F. 


Plenum Temperature Estimated 


We can only speculate on the tem- 
peratures in the plenum above the 
heat exchanger which are controlled 
by the 


outdoor thermostat. This 
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thermostat had a scale setting of 95 
F, which would be the bonnet tem- 
perature maintained at 70 F out- 
doors. Since the control operated al 
a l-to-] ratio the control point would 
be increased 40 deg at an outdoor 
temperature of 30 F (70 F minus 30 
F). giving a theoretical bonnet con- 
trol temperature of 135 F. 

The register air temperatures were 
about the same at all outlets and 
seemed little affected by the distance 


of the register from the furnace. 


Three Recirculations per Hour 


The adjusted 742 cfm air flow rate 
on the supply side and the 623 cfm 
return air flow rate are in reasonable 
agreement with the 754 cfm _ esti- 
mated from the furnace heat bal- 
ance. Based upon the 754 cfm air 
flow rate, there were approximately 
three air recirculations per hou 
through the entire house. The out- 
door air supply amounted to about 
& percent of the total volume. 

Table 3 is a summary of floor sur- 
face temperatures recorded when the 
outdoor air temperature was 30 F, 
the first floor thermostat setting was 
70 F and the basement thermostat 


setting was 57 | 


Floors Are Cool 


Floor surface te mperatures in zone 


1 averaged about 66.3 F in the 
centers of the rooms and 60 F in the 
exposed corners. They ranged from 
60 to 67 F along the exposed walls. 
6 in. in from the wall. While these 
temperatures appear low, the room 
air temperature at the 30 in. level 
was about 67 F. within 1 deg of the 
floor surface temperatures in the 
centers of the rooms. Moreover, the 
ceiling air temperatures in the base- 
ment averaged only about 68.3 F: 
consequently there was little if any 
reason for the floors to be much 
warmer. 

The floor surface temperatures in 
the basement averaged about 63 F 
in the centers of several areas and 
about 60 F along the exposed walls. 
These temperatures are low but uni- 
form, and not unexpected, since the 


area was heated with ceiling diffusers 
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and the temperature differences from 
floor to ceiling averaged 5.9 deg. The 


average air temperature 3 in. above 


the floor was 62.4 F when the out- 


door temperature was 30 F. 


Glass Temperatures Measured 


Observations of wall and glass sur- 
face temperatures were confined to 
the rooms on the first floor. One win- 
dow and two wall surfaces were se- 
lected as representative. 

The window, on the west wall of 
the living room, has a double glass 
pane with dead air space between 
panes, and a west exposure. Tem- 
perature readings of the inside glass 
surface were taken about 30 in. from 
the floor. The air discharge tempera- 
ture from a floor diffuser beneath 
the window, a little north from the 
center, was about 80 F. The sun 
emerged about noon and its full 
effect on the glass surface caused a 
jump from 63 F at 1 p.m. to 77 F at 
> p.m. As the sun intensity decreased 
so did the glass surface temperature. 
The reading at 4 p.m. was 65 F and 


at 5 p.m. was 56 F. 


Note Wall Temperature Rise 


The outside walls in the kitchen 
and bedroom :. which were selected 
for temperature measurements, are 
frame and stucco, insulated by a 
single ply of aluminum foil. The cal- 
culated heat loss factor for a 90 deg 
temperature difference is 20.2 for 
this type of construction. Tempera- 
ture measurements were made on the 
east wall of the kitchen. about 30 in. 
from the floor and near the northeast 
corner of the room. The day was 
cloudy and foggy. The inside wall 
surface temperature increased 6 deg 
at 1 p.m. while outdoor temperature 
rose 5 deg and indoor room tempera- 
ture increased 4 deg. 

The wall surface temperature in 
bedroom 1 was measured in the 
southwest corner about 30 in. from 
the floor. By l p-m. the sun was 
shining brightly on the west wall 
and continued to bathe this wall and 
much of the south wall. on which the 
measurements were taken. The inside 


surface of the wall increased 8 deg 





THIS IS THE SECOND 
... ina series of six ar- 
ticles on extended ple- 
num, small duct heating 
systems using zone con- 
trol or bypass arrange- 
ments 











while the indoor temperature at the 


0 in. level rose 7 deg by 3 p.m. 


Compare Temperature Levels 


Room-to-room temperatures were 


level. The 


differences 


compared at the 30 in. 
maximum temperature 
between rooms on the first floor were 
1.2 deg. The basement temperature 
differences were even less. as was 
expected, since the basement area is 
more open. 

The average temperatures in the 
two exposed corners that were meas- 
ured are only about 1.1 deg lower 
than in the centers of the rooms. 
Along the exposed walls in the liv- 
ing room, they are only about 0.2 
deg lower. These ratios are most 
favorable. 

Data obtained on blower and 
burner operating characteristics indi- 
cated a total duct static pressure of 
0.19 in. water, which is close to de- 
sign conditions, and in view of the 
substantial air flow rate was in good 


agreement with design values. 


Burner Operates Half of Time 


The burner input rate was not 
large. The burner operated short 
periods under the control of the out- 
door thermostat, which for an out- 
door temperature of 30.5 F was 20.6 
percent of the time. Extrapolation 
of the data to design temperatures 
indicates that the burner would op- 
erate about 52 percent of the time, 
giving a reserve capacity of about 
18 percent. This is rather large and 
indicates that a reduction of burner 
input could be made. 

A third small duct, bypass system 


will be discussed next month. 
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A NATIONWIDE MODERNIZATION sales 
promotion program centered around 
a checkup of home heating systems 
got underway in November. This 
program is being launched by Min- 
neapolis-Honeywell Regulator Co. All 
the nation’s heating dealers have 
been invited to participate in the 
campaign, which will reach its peak 
in March °58. 

Support has been solicited from 
original equipment manufacturers, 
wholesalers, manufacturers’ repre- 
sentatives, heating utility companies 
and heating trade associations. 

The program will be announced to 
homeowners in March. The announce- 
ment will contain a provocative quiz 
by which home owners can rate their 
heating systems as “Lovable,” “Liv- 
able.” or “a Liability.” The quiz gives 
clues which help tell whether “every- 
body at home feels at home.” The 
clues are based on home _ heating 
standards. 


Service Offer Is Lead 


Via a coupon, homeowners will 
send the result of their quiz to a 
participating dealer. He, in turn, will 
give the homeowner a “$15 checkup” 
without cost. This service will con- 
sist of: 

1) Checking the burner for proper 
adjustment and optimum operation; 
2) inspecting the pilot and pilot safety 


control (gas): 3) checking electrodes 


Warm Hearted House Promotion 


Huge program launched last month is designed to 


consumers to add up their comfort scores— to 


for safe and proper ignition (oil); 
1) lubricating the blower or circula- 
tor; 5) checking belts and couplings; 
6) checking filter: 7) checking the 
circulation and distribution system. 

Names of dealers who participate 
will be listed in the nationwide an- 
nouncement. They must agree to re- 
deem the coupons. Deadline for deal- 
er entry is December 27. 


Goal Is Inspiration 


“The program is aimed at benefit- 
ing everyone in the heating industry 
by awakening homeowners to the 
shortcomings of their present heating 
equipment and inspiring them to 
says K. L. Wil- 


son, vice president in charge of 


want to improve 


Honeywell's Residential Division. 
The program has been announced 
to dealers and contractors in a spe- 
cial mailing. Participants will receive 
free promotion and merchandising 
aids. Original equipment manufac- 
turers, who also received copies of 
the announcement, are being urged 
to promote the program and to en- 


courage their dealers to participate. 


Personalize Heating System 


The homeowner quiz is designed 
toward humanizing the residential 
heating system and creating for it a 
new image associated with comfort. 
hospitality and pleasant living. 

“Are you the owner of a warm 
hearted house?” the announcement 
asks, referring to a properly fune- 
tioning heating system as being the 
home’s “warm heart.” The quiz. 
based on home heating standards 
which could be translated as “good.” 
“fair,” or “poor,” uses the terms “lov- 
able.” “livable.” or “liability” to 
help the homeowner determine if his 
system provides comfort, if it is 
“polite” (clean and odorless), and 
if it is easy on his pocketbook. 


Comfort Clues... 
Check your heating system’s 
pulse! Are registers or radia- 
tors warm continuously? 
LovaBLeE—Even when outside tem- 
perature is around 40 F, registers 
or radiators are continuously warm. 
4 good thermostat never lets tem- 
perature drop more than | deg be- 
fore starting burner. 
LivaBLe—At 40 F outside, burner 
on-off cycles tend to lag. Thermo- 
stat allows 2 deg drop in tempera- 
ture. 
A Liasitity—“Chill and fever” 
heating. Radiators or registers are 
intermittently cold and hot. Ther- 
mostat allows more than 2 deg 
drop in temperature. 
Score your floor! Check floor 
temperature with a thermom- 
eter! 
LovABLE—With thermostat set at 


Is Your 
How clean is it? Wall smudges 
around radiators and _ reg- 
isters? 
LovABLE—An_ occasional dusting 
keeps your furniture and wood- 
work clean. No wall smudges. 
LivABLE—You must dust every- 
day or two. Faint wall smudges. 
A Liapitiry—Dusting is a never- 
ending chore and walls seem to 
need washing every few months— 
more frequently above radiators or 
registers. 
Does it make you a “thermo- 
stat jiggler”’? 


Is It Easy 
Does it promise a long life? 
LovABLE—Heating equipment 
guaranteed —no repairs, other than 
normal service in past five years. 
LivABLE—No guarantee, but only 
one major repair in past five years. 
A LIABILITY—No guarantee; more 
than one major repair in past 
five years. 
Getting the most from your 
fuel—or don’t you know? 
LovABLE—You have burner 
checked for combustion efficiency 
every year—and get economical 
operation. 


LiIVABLE—You have burner 
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Aimed at Nation’s Home Owners 


personalize the heating system and encourage 


the benefit of participating heating dealers 





Ways To Tell If Everybody at Home Feels at Home 


72 F, floors are within 4 deg of 
thermostat setting both in the cen- 
ter of the room and at outside 
walls. 

LivABLE—Floors within 8 deg of 
the thermostat setting in room’s 
center, or along outside walls. 

A LiaBiLiry—More than 8 deg dif- 
ference between floors and thermo- 
stat setting in average winter 
weather. 

Rate silting-standing 
zone—ankle level to top of 
head. 


LovaABLE—When outside tempera- 


your 


ture is around 40 F, temperatures 
between floor and top of head vary 
less than 2 deg. 

LivaBLeE—At 40 F outside, indoor 
temperature between floor and top 
of head varies 3 deg. 

A LiaBpitiry—At 40 F outside, in- 
System Polite? 
LovVABLE—You never have to raise 
the thermostat setting even in ex- 
tremely cold weather. 


LivABLE—You 


raise the setting to stay comfort- 


occasionally must 
able. 

4 LiaBILiry—You'’re always “‘jig- 
gling” the thermostat, searching 
for comfort. 

Does it ever “offend” ... give 
off unpleasant odors? 


LovABLE—Never even a light odor 
of burning or fuel noticeable in 
the house. 


LiIvABLE—You may notice a slight 


On Your Pocket Book? 


checked only when and if you 
think of it. Probably some waste. 
4 LiaBpitiry—Burner is 


checked; may 


never 
have dollars going 
up your chimney from substantial 
fuel waste. 

How’s your ceiling feeline? 
Are you 
there? 
LovABLE—At about 40 F outside 
and your thermostat set at 72 F 


wasting heat up 


there’s less than 3 deg difference 
between ankle height and ceiling: 
no wasted heat. 

LiIvABLE—A 
tween ankle height and ceiling un- 


5 deg difference be- 


AMERICAN ARTISAN, DecemMBerR 1957 


door temperature in sitting-stand- 
ing zone varies more than 3 deg. 
Every 


room’s a_ pleasant 


room! Or is it? Compare tem- 
peratures. 
LovaBLE—The temperature dif- 
ference between rooms is no more 
than 2 or 3 deg. 
LivABLE—Temperature differences 
between 3 and 5 deg. 

A LiaBitiry—More than 5 deg dif- 
ference in temperature. Could need 
two thermostats. 

What about humidity? 
LOVABLE—No discomfort from ex- 
cess moisture or dryness. 
LivABLE—Generally good humid- 
ity conditions, except for some dis- 
comfort in extremely cold weather. 
4 Liaspitiry—You find yourself 
boiling a teakettle on the stove to 
make the house livable. 


odor of burning fuel when burner 
starts or stops. 
A Liaspitiry—Gives off an “over- 
heated” smell or objectionable fuel 
smells frequently. 

Is it noisy? 

LovVABLE—No noise from blower, 
circulator or burner. No expansion 
or contraction noises from ducts or 
pipes. 

LivABLE—Slight noise when burner 
starts but not objectionable. 

4 LiaBiLiry—tThis system kicks up 
a ruckus frequently. Pipes or ducts 
groan. Burner “‘wooshes” on. 


der the same conditions; some heat 
is wasted at the ceiling. 

A LiaBbitiry—A difference of more 
than 5 deg under the given condi- 
tions: great waste of heat at ceil- 
ing height. 

Is your system the right size 
for your house? 
LovABLE—Comfortable 
coldest weather, with 
most of the time. 


even in 
burner on 


LIVABLE—Some discomfort in ex- 
treme cold; burner is on less than 
75 percent of the time. 
A LIiaBiLiry—You’re 
chilly in cold weather. 


definitely 
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Heating 
System 


Check-up 


Free! 


What your dealer will do: 
*When you present this 
scorecard to a participating 
dealer, here's what he'll do 
Check burner for proper adjusiment and 

optimum operation 
- Inspect pilot and pilor safery control (gas) 


. Check electrodes for safe and proper ignition 
(ou) 


. Lubricate blower or circulator 
. Check belts aad couplings 


Check flier 


7. Check circulation and distribution system 


NOTE—IMPORTANT. Offer does not inctude 

eplacement, of needed. This scorecard enutles you 
the dealer wh: 
area and whose same us listed on this 


This offer good only through May 1, 1958 
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give this $15 heating system check- 
up free 


Count the number of 


HOW TO SCORE 


“lovables” 


“livables”’ and “liabilities” you've 
checked and place them in the 


brackets: 


( ) Lovables (7 points each) 
( ) Livables (5 points each) 
{ ) Liabilities (3 points each) 
— Total score 


if you scored 90 or more, relax; 
you’re in a warm-hearted house. A 


SCORE 


CARD-COUPON, 


filled 


out by home owner, will bring lo- 
heating dealer to the house 
his modernization message. 


cal 
with 





Here’s a Heating Code with Teeth 


A statewide code, designed to assure the public of 


THIS SERIES of articles, under 
the general heading, 
‘* ‘TRAINING PROGRAM’... 
in Print,’’ is designed to help 
dealers train their engineer- 
ing, service, managerial and 
sales personnel in all phases 
of their operations. These 
articles are selected for their 
informative value and are 
presented as reference ma- 
terial for developing know- 
how among employees in sit- 
vations which are likely to 
arise. Some of the previous 
articles in this series have 
discussed: 

electrical problems 
humidity control 
management techniques 
air distribution 

sales presentations 

school heating 

promotion ideas 

attic fans 

selling builders 

attention to details 
installation procedures 
fume removal 

job estimating 

outside air intakes 
classroom heating 
modernization ideas 

scrap salvage 
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quality heating installations and eliminate price- 


cutting, is only as good as its enforcement. In 


Georgia, dealers’ close adherence to a realistic 


code is accomplishing these objectives 


How EFFECTIVE ARE statewide heat- 
ing codes? Are they strong enough 
to assure that each installation meets 
minimum requirements? Can_ they 
be adequately enforced? These and 
many more questions of the same 
nature are being answered — in 
Georgia where a state heating code 
has been in effect since 1949. 

The code is conducted under the 
direction of a board of warm air 
heating dealers representing each sec- 
tion of the state, engineers and mem- 
bers of the state administration. The 
board consists of John G. Mauldin, 
Atlanta, chairman; William H. Wil- 
liams, Atlanta; W. L. Mingledorff, 
Savannah; E. M. Copeland, Jr.. Me- 
Donough; and W. H. Raymond, Jr.. 
Columbus. C. L. Clifton, Atlanta. is 
joint secretary for all state examin- 


ing boards. 


Code Requires Know-How 


Mr. Mauldin, who is a warm air 
heating dealer, has this to say: 
“Good installations are accomplished 
when a dealer and all his employees 
have the know-how required. The 
failure of a system to perform prop- 
erly invariably can be traced to 
lack of skill of men undertaking a job 
they are not qualified to handle. The 
code we have prepared is designed 
to meet all minimum requirements 
and is written more as an instruction 
book than as a legal document.” 

A new edition of the publication 
containing the code is available for 
$4 from C. L. Clifton, State Examin- 
ing Boards, State Capitol, Atlanta. 
Mr. Mauldin. as chairman of the 


board, plans to publish new editions 


of the code periodically as industry 
changes take place. 

The code requires each dealer or 
contractor, or an employee of his 
company, to be registered with the 
state board if he does business in a 
county with a population of 28,000 
or more. The law is summarized on 
the facing page. 


Seal Identifies Dealers 


Each registered dealer is issued a 
license number which is incorpo- 
rated in an official seal bearing the 
registrants name and showing he is 
a registered warm air heating con- 
tractor in Georgia. 

Approximately 100 contractors 
and employees are registered, rep- 
resenting over 300 companies. The 
ability to follow code specifications 
and the willingness to adjust viola- 
tions has minimized legal action to 
revoke licenses. Only six contractors 
have been prosecuted for violations 


since 1949. All six were convicted. 


Clearances Often Overlooked 


The most frequent violation is the 
failure to provide adequate vent 
clearances with combustible mate- 
rials and passages through walls. 
floors and roofs. The code provides: 

“Vents shall be installed with a 
clearance to combustible material or 
construction whether plastered or un- 
plastered of not less than 1 in., pro- 
vided that such clearance shall be 
not less than 3 in. for a distance of 
not less than 3 ft from the outlet of 
the draft hood, measured along the 
center of the vent piping. 
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“Suitable 


quired, shall be made to prevent me- 


provision, where re- 
chanical injury of vents where they 
extend through walls, floors or roofs. 
“Flues passing through areas used 
or intended to be used for storage 
of combustible materials shall be en- 
closed. 
“Lateral gas vent connectors shall 
be installed so as to maintain a mini- 
mum pitch or rise from the draft 
hood to the flue of at least 14 in. 
to the foot unless otherwise approved. 
Lateral vent connectors shall be free 


from any dips or sags. 


Connections Checked Closely 


“Gas vent connectors. shall be 
tightly connected to flues so as to 
prevent infiltration of air into such 
flues. 

“Gas vent connectors and gas flue 
pipes shall be securely supported in 
an approved manner by means of 
substantial hangers at intervals of 
not more than 8 ft. The joints in any 
vent pipe shall be made secure in an 
approved manner. 

“In entering the side of a masonry 
flue, the gas vent pipe connection 
shall be not less than one diameter 
of the gas vent pipe above the ex- 
treme bottom of the flue to avoid 
falling 


stance. Gas vent pipes shall terminate 


stoppage by foreign sub- 
approximately flush with the inside 
of the flue to prevent restricting the 
effective area of the vent. A thimble 


or slip joint through a masonry wall 
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GOVERNOR OF GEORGIA Marvin Griffin 
(right) thanks John G. Mauldin for an ef- 
fective statewide heating code. In center is 
T. H. Poppell, chief inspector for MacIntosh 


county 








HERE’S THE GIST OF THE 
STATE CODE LAW 


“A State Board of Exam- 
iners of Warm Air Heating 
Contractors is hereby created 
to determine the fitness of 
warm air heating contractors 
to engage in said vocation in 
all counties in this state hav- 
ing a population of 28,000 in- 
habitants or more by the U. S. 
census in order to safeguard 
home and other property 
owners and tenants against 
faulty, inadequate. inefficient 
or unsafe warm air heating 
installations and to protect 
the life, health and property 
of said owners and tenants in 
said counties. 

“A warm air heating con- 
tractor is defined as an in- 
dividual, partnership or cor- 
poration engaged in the de- 
sign of warm air heating sys- 
tems and/or sale, and/or in- 
stallation of warm air heating 
equipment and is or has a 
partner, firm member, or reg- 
ular employee, who is skilled 
in the art of design and in- 
stallation of warm air heating 
equipment, as_ hereinafter 
enumerated and who has suf- 
ficient practical knowledge 
and experience to efficiently 
and properly assume the re- 
sponsible charge and direc- 
tion of others in the design of 
warm air heating systems and 


installation of such equip- 


ment or heating systems, in 
said counties, and who qual- 
ifies as such under this act. 

“All contractors in said 
counties desiring to qualify 
in accordance with the pro- 
visions of this act shall be re- 
quired to stand an examina- 
tion before the Board of Ex- 
aminers. Any applicant fail- 
ing to pass his first examina- 
tion for a certificate shall be 
entitled to take any subse- 
quent examination held with- 
in six months from the date 
of his first examination with- 
out payment of any individual 
fee. 

“For the purpose of de- 
fraying the expenses in carry- 
ing out the provisions of this 
act, the Board of Examiners 
herein provided for may fix 
fees to be paid by applicants 
for certificates, but in no 
event shall the charges fixed 
by said board exceed seventy- 
five ($75) dollars. - 

“All certificates provided 
for herein shall be renewed 
annually, not later than ninety « 
(90) days after the first day 
of January of each year, and 
all holders of certificates shall 
be entitled to renewal thereof 
upon payment of a renewal 
fee of not more than twenty- 
five ($25) dollars per an- 
num.” 














or chimney may be provided to fa- 
cilitate removal of the vent pipe for 
cleaning the chimney. 

“Gas vents shall be run to the out- 
side and never terminate in attics o1 
other enclosures. 

“Vent pipes shall not pass through 
air ducts or plenum chambers. 


Junctions Must Be Approved 


“Lateral gas vent connectors shall 
not enter opposite sides of the same 
flue at the same level unless termi- 
nated in an approved junction fitting 
having a vertical barrier or separator 
between the openings in such fitting. 
The barrier or separator in such 
fitting shall be 


in place to maintain fixed 


junction fastened 


rigidly 
vent area: 


provided two or more 





lateral vent connectors may terminate 
in a common fitting at approximately 
the same level if the center lines of 
any two vent connectors do not con- 
verge at an angle of more than 90 
degrees. 

“The vents from two or more ap- 
pliances when connected to a com- 
mon vent shall be joined with: 1) 
Y connection or its equivalent, or 2) 
approved Siamese junction fittings or 
equivalent, or 3) combination of re- 
ducing tees and couplings in accord- 
ance with recommendations of manu- 


facturers of vent pipe and fittings.” 


Duct Clearances Specified 


Next most frequent violation is the 
plenum and trunk clearance. The 
code provides: 

“Warm air ducts of a system hav- 
ing connected thereto a furnace or 
furnaces automatically fired with oil 
or gas and that have approved tem- 
perature limit controls shall have 
clearance as follows: 

“Portions of warm air ducts and 
warm air register heads or boxes 
within a distance of 3 ft of the fur- 
nace bonnet or plenum measured 
along the ducts. shall have a clear- 
ance to combustible material. includ- 
ing plaster on combustible base, of 
not less than 3 in., unless covered 
with not less than 14 in. air cell as- 


bestos or its equivalent. 


“Unless hereinafter otherwise pro- 
vided, portions of warm ajr ducts 
which run approximately horizontal 
and near the ceiling, shall have clear- 
ances as follows: 

“Portions of such ducts beyond a 
distance of 3 ft from the near edge 
of the furnace, measured along the 
ducts. shall have clearances from 
metal ducts to combustible material. 
including plaster on a combustible 


base. of not less than 2 in.” 


Return Air Must Equal Supply 


\ third code requirement often 
overlooked are the specifications 
dealing with return air openings and 
ducts. The code specifies: 

“The selection of return air ducts 
and grilles or intakes for any wintet 
air conditioning system shall be in 
accordance with the following: 

“The volume of air that shall be 
handled by the return air duct sys 
tem shall equal the volume handled 
by the warm air supply duct system.” 

To help dealers to conform to the 
code specifications, Mr. Mauldin, as 
chairman of the board, sends out 
periodic bulletins and check sheets. 
He recommends that each dealer re- 
produce the check sheets and use 
them as records for every job. These 
check sheets list all pertinent informa- 


tion dealing with the installation. 


Here are some of the headings: heat 





SIZE OF RETURN GRILLE openings is 


checked in inspection of new installation 
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ONE INCH CLEARANCE of 


ADEQUATI 


trunk duct is provided in this installation. Note how 
duct takeoff fitting maintains the clearance throughout 


minimum distance 


vents with 
material is most frequently overlooked code requirement. 
Correct clearance and method of fastening are illustrated 


CLEARANCE over furnace plenum and 








combustible 








loss, furnace bonnet rating. smoke 
pipe gage and length, type of flue. 
controls, duct sizes. duct clearances 
(furnace and duct), availability of 
combustion air, electric wiring and 
fuel piping system. Each category is 
broken 
subheadings so every type of installa- 
checked 


against its individual characteristics. 


down into. several specifi 


tion can be adequately 

Bulletins mailed to registrants out- 
line recommended practices and 
point out specific cases where the 
code does or does not apply. These 


bulletins usually include a diagram 





with the pertinent points illustrated 
and described on the lower portion 
of the page with text. 

To keep dealers and contractors 
further informed, periodic meetings 
are held in different sections of the 
state. A recent meeting in Augusta 
featured a panel, moderated by Mr. 
Mauldin, of three warm air heating 
board members. a member of the De- 
Kalb County Heating and Ventilat- 
ing Department, a state heating in- 
spector and a special investigator for 
the state board. The ceneral contents 


of the code were discussed by the 





Mr. John Smith 
1234 South St. 
Savannah, Ga. 


Dear Mr. Smith: 


ing, Inc, 


sh ortly 7 





Pursuant to your request we have conducted an investigation 
of the equipment installed by XYZ Heating & Air Condition- 


There are three deficiencies in accordance with the State 
Warm Air Law which will require correction, 
We have issued orders for these deficiencies to be corrected 
and you should hear from XYZ Heating & Air Conditioning, Inc, 
We will make another inspection on March 25 for the purpose 
of ascertaining if these corrections have been made, 

Yours truly, 

STATE BOARD OF EXAMINERS 

WARM AIR HEATING CONTRACTORS 


John G, Mauldin, 






Chairman 








FORM LETTER TO CUSTOMER explains failure of system to meet specifica- 
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tions, promises another inspection in near future 




















panel and a question and answer 
period followed. 

Handling of a complaint follows 
this pattern: The customer’s com- 
plaint is acknowledged by letter, with 
copies going to the installing contrac- 
tor, local state heating inspector, sec- 
retary of the board and a local judi- 
ciary. The letter states that an inspec- 
tion will be made on a certain date. 

The dealer may make corrections 
before this date. The results of the 
inspection are reported to the cus- 
tomer and all other parties concerned. 
Where 


ahead of the inspection, a form letter 


corrections are not made 


of explanation, such as the sample 
letter illustrated, goes to the customer. 


Dealer Accompanies Inspector 


When an inspection is made, the 
dealer concerned is invited to accom- 
pany the inspector. However, to be 
sure there is no misunderstanding as 
to what deficiencies are to be cor- 
rected, a letter is sent the dealer with 
copies to the other officials involved. 
(The customer does not receive this 
specific information.) The dealer is 
given a time limit to make the cor- 
rection. 

After the time limit has expired, 
a second inspection is made and if 
the corrections meet code require- 
ments, a letter is sent the customer, 
dealer and other interested parties 
stating that the corrections have been 
made and the installation has been 
approved. 

Special investigations and examina- 
tions for qualifying dealers and their 
employees are handled by H. FE. 
Futch, Jr., Atlanta. 





























COOLING DEALERS’ 
HAND BOOK 








How to Solve Engineering 


in Residential Cooling 


based on common conditions of air. 


and Installation Problems 


as a means of developing a thorough understanding of its 







By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


THE BASIC EFFORT in the vast field 
of air conditioning is ultimately di- 
rected toward changing only two 
characteristics of air: its temperature 
and its moisture content. Because of 
the importance of these changes, it 
is essential that anyone working with 
air thoroughly understand how to 
evaluate them. 


When we 


moisture content of air, we are speak- 


talk about changing the 
ing of atmospheric air, which always 
contains water in vapor form. Ab- 
solutely dry air does not exist in 
However, for 


nature. purposes of 


54 


comparison, the term “dry air” is 


often used. It is defined as air with- 
out water vapor and consists by vol- 
ume of about 78 percent Nitrogen. 
21 percent Oxygen and 1 percent 
other gases. 

Suppose it were possible to put a 
pound of “dry air” in a closed con- 
tainer in which a constant pressure 
and temperature could be maintained. 
If the pressure were 14.7 lb per sq 
in. (atmospheric) and the tempera- 
ture were 70 F, the container would 
have to have a volume of 13.35 cubic 


feet to contain a pound of air. 


Moisture Capacity Is Limited 


If water in liquid form were added 


to the container a certain amount of 





to actual air conditioning work 


characteristics and how they are applied 





it would evaporate, changing to 
vapor and mixing with the air. At 
the temperature and pressure at 
which this air is maintained, exactly 
0.01582 lb of water could be held in 
vapor form by 1 lb of air. The air. 
could hold less than this 


amount, but 


of course, 
when this limit was 
reached, the evaporation process 
would stop and any water left in the 
container would remain liquid. 

chose 
to hold the pound of air at a certain 


If we had 


chosen the same pressure but a high- 


In the example above, we 
temperature and pressure. 
er temperature we would have 
needed a larger container; and, con- 
versely, we could use a smaller con- 
tainer if the temperature chosen had 


been lower. We would also find that 
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Saturation ine 


Weight of water vapor in Lit of dry ant grains 


Weight of water vapor in 1 lb of dry ay or 


Dry bub tenperoture, dag F Dry bulb tempereture, deg F 


1 SATURATION CURVE IS DEVELOPED 2 PERCENTAGE HUMIDITY LINES are added 
when weight of water and air temperature are show 
known 


to 
moisture content of air at conditions less than sat- 
urated. Dew point temperatures can also be read 


% 


3 CONSTANT VOLUME LINES are “4 
added from relationships of temperature & 
and pressure 


zee 


» 
; 
. 
om 
re 
8 
% 
& 
~ 
$ 
: 
: 
. 
° 
> 
<= 
S 
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“ss e288 


Dry bulb temperature, deg F 


4 CHART IS APPLIED in finding the 
amount of heat in Btu per lb to be added 
to air at given conditions in cooling de- 
sign calculation 


88 
Weight of water vapor in I lb of dry ait, grains 


3 


Dry bulb temperature, deg F 





more water could be evaporated into 
warmer air than into cooler air. 
These statements are illustrated in 
Table 1. 


sure of 14.7 psig. 


All figures are for a pres- 


Saturation Point Varies 


When a sponge or a cloth has 
soaked up all the water it can hold 
we say it is saturated. The same 
term is applied to air that has soaked 
up all the water vapor it can hold. 
As indicated in Table 1. 


air can exist at any temperature, but 


saturated 


the actual weight of water required 
for saturation varies with the air 
temperature. This is more easily seen 
in Fig. 1. For convenience, the 
weight of water required to saturate 
a pound of dry air has been plotted 
in terms of grains of air. The single 
curve shown in Fig. 1 is called the 
saturation line since all points on it 
represent 1 lb of air containing all 
the water vapor it can hold at the 
particular temperature shown. 

A sponge is not very useful when 
it is saturated with water and neither 
is air. Like a sponge, air must be at 
least partially dry in order to absorb 
water. Therefore, it would be helpful 
to add lines to Fig. 1 which show air 
at conditions less than saturated. The 
points where these lines cross the dry 
bulb temperature lines are found by 
taking various percentages of the 
weight of vapor at saturation. Fig. 2 
is the same as Fig. 1 except that the 
percentage humidity lines have been 


added. 


Chart Shows Dew Point 


Fig. 2 can be used not only to read 
the moisture content of air over the 
range of dry bulb temperatures and 
for the various percentage humidities 
shown, but also to read dew point 
temperatures. As the term implies, 
the dew point of a given mixture of 
air and water vapor is the tempera- 
ture to which it must be cooled in 
order to cause the vapor to condense 
to water. 

Suppose, for example, we had a 
mixture of air at 70 F DB which was 
60 percent saturated with vapor. This 
is point 4 in Fig. 2. If we cooled this 


mixture to 65 F DB, the mixture con- 


THIS CONTINUING SERIES OF 
ARTICLES COVERS... 


. . all aspects of residential 
August, 1952 Artisan with a 
complete rundown on: 


FUNDAMENTALS . .. 


... ina series of 20 articles 
which described the basic op- 
erating conditions of residen- 


tial cooling equipment. Next, 
we turned to: 


SPECIFIC PROBLEMS... 


- . +» Of maintenance, service, 
installation and management, 
describing new techniques 
and presenting pointers on 
solving problems common to 
residential cooling. The cur- 
rent series describes: 


CASE HISTORIES... 


-.. and known problems 
which have actually been ex- 
perienced and reported by 
dealers. Engineering, install- 
ing and servicing of cooling 
systems and their compo- 
nents are discussed by the 
author in answer to actual 
problems expressed by in- 
dustry members. 


dition would be represented by point 
B where the percentage humidity is 
about 72 
cooled it to 55.5 F, 


percent. If we further 
the humidity 
would be 100 percent as indicated 
by point C. Note that during the 
cooling process from A to C there 
has been no change in the weight of 
water or the dew point temperature. 
Note also that point C is called the 
dew point of any air mixture con- 
taining 66 grains of water per pound 
of dry air since it is the lowest tem- 
perature to which air may be cooled 
and still hold that amount of water 
vapor. If the air had been cooled be- 
low 55.5 F, some vapor would con- 


dense to water and would drop out 


of the mixture much as dew forms 
when warm summer air is cooled 
during the night. 


How to Find Heat Content 


In Fig. l we are able to read how 
much water a pound of dry air can 
absorb at various temperatures. In 
other words, each point on the curve 
represents a mixture of one pound 
of air plus enough water vapor to 
saturate it. If we say a pound of air 
at zero F contains zero heat and if 
we know from laboratory tests that 
it takes 0.24 Btu to raise one pound 
of air one deg F, then we can caleu- 
late how much heat one pound of dry 
air at 70 F contains. Thus, 0.24 
70 16.80 Btu. 

We know that saturated air at 70 
F contains 110.7 grains or 0.01582 
lbs of water per pound of air. By 
reference to a steam property table 
we can find that water at 70 F con- 
tains 1053.7 Btu in vapor form (ig- 
noring the heat in liquid at 70 F, 
which is small) for each pound. The 
amount of vapor in our pound of air 
1053.7 16.67 
Btu. The total heat of saturated air 
at 70 F, then, is 16.80 Btu (for the 
air alone) plus 16.67 Btu (for the 


contains 0.01582 


water vapor which saturates the air) 
or 33.47 Btu per pound of dry air. 
By a similar calculation, the heat 
content of any mixture represented 
on the saturation curve in Fig. 1 can 


he found. 


Lines of constant heat content are 


shown added to those of Fig. 2 in 


Fig. 3. To understand how these are 
established, let us find the point 
where the constant total heat line ex- 
tending from 70 F on the saturation 
line crosses the 85 F DB line. The 
total heat value at this point as pre- 
viously calculated is to be 33.47 Btu 
per lb. 

The total heat in the air alone at 
85 F is simply 0.24 * 85 20.40 
Btu per lb. To this must be added 
the heat of the vapor. This heat is 
expressed as the sum of two portions. 
The first portion is the heat of vapor- 
ization at 70 F and the second por- 
tion is the heat required to raise the 
vapor from 70 F to 85 F. The heat of 


vaporization at 70 F is 1053.7 Btu 
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per lb a it lb . where it 


pounds of vapor in the 85 


is the 
air mix- 
The heat 
required to raise the vapor tempera- 
is 0.45 


where 0.45 is the 


ture we are working with. 
ture from 70 F to 85 I 

WX (85 70), 
specific heat of vapor (Btu required 
We know 
that the heat of the air plus the heat 
33.47 Btu 


per lb. Therefore. we can solve for 


to raise 1 lb one deg F). 
of the vapor must equal 


W which we find as follows: 
20.40 1053.7 
W (85 70) 

Hi 0.01232 lbs vapor per lb ait 
or 86.24 grains vapor per lb of air 
Moving up the 85 F DB line to 86.24 


9 -” 
>, ‘ 


0.45 


grains, we plot the point we have 
found where total heat is the same 
saturated air. A 


straight line connects the two points 


as it was for 70 | 


and other lines are similarly con 


structed for other heat values. 


Wet Bulb Reflects Total Heat 


In the preceding paragraphs. we 


discussed air under two particular 
conditions having the same total heat. 
Under the first condition. the air was 
saturated at 70 F. Under the second 
condition it was at 85 F and about 
18 percent saturated. If two thermom- 
eters, one with a wet wick covering 
its bulb were used to take the tem- 
perature of the air at the latter con- 
dition, it would be found that the 
thermometer with the dry bulb would 
with the wet 


read 85 F and the one 


bulb would read 70 F which is the 
with 


the same total heat as the air we 


saturation temperature for air 


measured. In other words, any com- 
bination of air and vapor which has 
a total heat of 33.47 Btu per |b will 
have a wet bulb temperature of 70 F. 
The total heat of air, therefore, is a 
function of its wet bulb temperature. 


This fact is shown in Fig. 3 where 


TABLE 1—AS AIR 


capacity also increase 


TEMPERATURE 


total heat and wet bulb lines are 
parallel. 

In working with air it is some- 
times necessary to know the volume 
occupied by various mixtures of air 
and vapor. This is particularly true 
in connection with fan selection or 
rating. To make it easy to find these 
volumes. constant volume lines are 
often added to the chart as it stands 
in Fig. 3. These are established from 
very simple relationships of tempera- 
ture and pressure which need not be 


discussed in detail here. 


Useful Chart Is Produced 


W e now have completed the con- 
struction of a very useful chart for 
determining characteristics of air 
which are needed for the solution of 
air conditioning problems. The com- 
pleted chart is known as a psychro- 
metric chart. Various forms of it are 
in use, but they all serve the same 
basic purpose. 

Let us test the usefulness of our 
chart by applying it to some typical 
air conditioning processes. For ex- 
ample, suppose that air at an initial 
condition of 60 F DB and 50 percent 
RH is to be heated to 100 F DB. The 
B in 


Fig. 4. This is a line of constant dew 


process is shown as line A 


content. The 
total heat of air at the initial con- 


point and moisture 
dition is 20.5 Btu per lb while at the 
final condition it is 30.2 Btu per lb. 
The difference 
values is 9.7 Btu per lb which is the 


amount of heat added to the air. 


between these two 


Heat Is Exchanged 


Suppose the air, after having been 
heated to point B in Fig. 4 were now 
run through a spray chamber where 
the ‘water is simply recirculated with- 


out being either heated or cooled by 


INCREASES, its volume and water-holding 





M 1X1 


Temperature lb of dry ait 


can hold 
id | 
70 F 


100 F 


lb of water each 


Volume 


1 lb dry air only 


cu ft per Ib dry ait 


lb dry air plus vapor 


12.590 12.695 


13.348 13.687 


14.106 15.081 
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What Is 
‘Air Conditioning’? 

True air conditioning provides 
comfort in all seasons of the 
year, according to the Ameri- 
can Society of Heating and 
Air - Conditioning Engineers. 
The ASHAE defines air condi- 
tioning as follows: 

“Air conditioning is the 
process of treating air so as 
to control simultaneously its 
temperature, humidity, clean- 
liness and distribution to 
meet the requirements of the 
conditioned space.’’ 











any external means. Since the air is 
initially far from saturated it will 
begin to absorb vapor. Evaporating 
water requires heat. Since there is no 
external heat, the heat for vaporiza- 
tion comes from the air itself. Con- 
sequently, the air temperature drops. 
Since, however, in passing through 
the spray chamber neither the air 
nor the water are receiving or losing 
any heat, the total heat of the air- 
vapor mixture leaving the chamber 
must be the same as the total heat of 
the mixture entering. The process is 
an exchange of sensible heat for la- 
tent heat, the total amount of heat 
remaining unchanged. 

The process described above is 
known as adiabatic cooling or evap- 
orative cooling. It follows the con- 
stant heat or constant wet bulb line 
from B to C in Fig. 4. Theoretically, 
the air could leave the spray cham- 
ber in a saturated condition. Actual- 
ly, the condition of the leaving air 
would probably be somewhat less 
than fully saturated and would per- 
haps be as represented by point C’ 


in Fig. 4. Notice that air at point 


C’ could now be reheated to a dry 
bulb temperature of 100 F along a 
path C’ 
path A 


or dew point level. 


D parallel to the original 
B but at a higher moisture 


In a future article we shall con- 
tinue this discussion of the psychro- 
metric chart and will see how it is 


used to solve cooling problems. 





INDOOR COMFORT 


Convention Report 


, ¥ 
wv 7 . @ 
PRESIDENT Frank L. Meyer, who was NEW LITERATURE is discussed by (1 to r) Clarence Grandstaff and 


re-elected, called for greater sales effort dealers J. P. Montonye, Yipsilanti, Mich., and W. A. Rummel, Mt 


from all segments of the industry Clemens, Mich. Informal talks with program speakers are the heart of 


the convention activities 


Convention Program Centered 


On Dealer, His Problems 


. . « because his problems are actually 


the industry’s problems. Convention is climaxed with presentation 


of industry-wide promotion program 


THE DEALER held the center of the stage at the 44th 
annual convention of the National Warm Air Heating 
and Air Conditioning Association held in Chicago, Nov. 
21-22. Every subject presented was a “dealer interest” 
subject. Dealer speakers were on the platform to tell their 
own case histories. And dealers were prominently repre- 
sented in the convention audience. 

In each case the dealer shared the platform with whole- 
saler and manufacturer representatives, making up a 
team of speakers to treat each topic. The teams described 
typical problems faced by dealers, then told with a 
specific example how the dealer had solved the problem 
usually with the aid of the manufacturer or wholesaler. 
Thus, the convention program sought to demonstrate that 
the dealer’s problems are the industry's problems. 

The convention theme was “Your Press ription for 


Profits” and the program was carried along smoothly 


by slides which introduced the speakers and their sub- 
| 
jects. The convention reached its climax when the pro- 


posed industry-wide promotion program, Operation §, 


was introduced. 


The voice accompanying the slides said, “This industry 


is not doing the job it should be doing in getting high- 


quality, comfort-providing systems into the hands of the 


public who needs them. . What are we going to do 


about it? We have promised you that we would 
present a program whereby this job can be done 

whereby this whole industry can start to revitalize its 
profit constitution, expand its markets, and sell quality 
systems to quality appreciating consumers.” Then fol- 
lowed a slide presentation explaining Operation $. (For 


further details see box on next page and article on 
page 73.) 

The election of officers saw the re-election of nearly 
all of the 1957 association leaders. Frank L. Meyer. 
president, Meyer Furnace Co., was re-elected NWAHACA 
president, and Tom Byrd, vice president, Lau Blower Co., 
was re-elected first vice president. Frank Nunlist. execu- 
live vice president. Mueller Climatrol Div., Worthington 
Corp., was elected second vice president to replace C. L. 
Sapp, president, The Farquhar Co., who asked to have 
his name withdrawn. 

Elected to the board of trustees were Roland D. Taylor, 
Fraser and Johnston Co., and Harry C. Gurney, Janitrol 
Div., Surface Combustion Corp. George Boeddener, man- 
aging director, was re-elected secretary-treasurer. James 
M. Martin, assistant managing director, was elected to 


the new position of assistant secretary-treasurer. 
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Giant Industry Promotion Program 


OPERATION §$ was explained 
by Bob Main, chairman, pub- 
licity and merchandising com- 
mittee 


THE CLIMAX of the convention 
program was the presentation of 
Operation $, an industry-wide pro- 
motion program. Those attending 
listened with great interest as Bob 


Main, chairman of the publicity 


response appeared enthusiastic, 
but approval by the board of 
trustees and industry support must 
be obtained before it can be made 
a reality. 

Jus what is Operation $? First, 
let us see how it was developed. A 
firm of marketing specialists, to- 
gether with some of the industry’s 
leading advertising and marketing 
experts, made a thorough analysis 
of the industry and its sales prob- 
lems. 

They saw the industry's best 
sales potential to be the moderni- 
zation market. They summarized 
the industry’s present “ills” as 
consumer ignorance, price, and no 
profit. 

To solve the problems of ob- 
taining a larger volume of busi- 
ness, the proposed program con- 


centrates on the quality heating 


Presented 


PUBLICITY and merchandising 
committee members check con- 
vention delegates’ votes on 
Operation $ 


proposed as an identifying sym- 
bol. 

In addition, a system of selling 
and promotion for dealers will be 
provided. Local joint dealer ad 


campaigns will be planned. 


Manufacturers will bear the ma- 
jor portion of the cost with deal- 


and merchandising committee, un- 


backed by a 


guarantee. A sample contract has 


system contract 


folded the full story of the pro- 


ers and wholesalers paying a com- 
posed plan been drawn up for this purpose. : : 
: he: > paratively small part. 
At the conclusion all those in lo give the dealer added pres- , . Be : 
. Although it is still too early to 
attendance were asked to cast a tige and stature, the program pro- $ Osg 
ballot § a tell if support for the program will 
allot for or against the program. ses use f > Tr oF i- - . = 
— ds fans 7S oe ee — be forthcoming, this significant 
0 ive otes » . . i > ir Specialist” scribe 4 ° 
nly five vote were recorded tioned Air Specialist” to describe industry development will be 
against it; however, a number of the dealer and the term “Condi- watched with interest by all 


(Note: See page 73 for more de- 











members were observed as_ not tioned Air System” to describe 


voting. In general. the convention what he sells. A Silver Shield is tails of this important program.) 








Members of the board of trustees whose two year terms 
of office expired and who were re-elected are: G. D. 
Heeringa, Hart and Cooley Mfg. Co.; W. C. Kremser, The 
Foundries Co.: W. J. Olsen, Armstrong 
and D. E. Sedgwick, Waterman-Waterbury 


Co. Members of the board of trustees whose terms did 


Forest City 


Furnace Co.. 


not expire this year are: 
Heater Co.: H. F. Brundage, The Brundage Co.; Eugene 
J. Cullen, Metal Lath Products Div., Inland Steel Prod- 
ucts Co., and F. J. Van Poppelen, General Electric Co. 


H. F. Randolph, International 


President Meyer kicked off the convention with an 
appeal for cooperation to solve the industry’s problem. LATEST TECHNICAL studies at University of Illinois 
were reported by Don Bahnfleth (right) and J. R. Wright 
(center), shown here with association technical secretary, 


Herbert Gilkey 


“No one segment,” he said, “is bigger than the problem. 
We've all had a share in getting into this situation, so 
let's work together to get out of it.” 
The founders of this association face ms ere . —— 1): 
c ociation faced problems, too, he declared, is vision, imagination, a willingness to work 


he said. However, today the industry has a quality prod- together and faith in itself. We have a responsibility, he 


uct to sell, a market to capture, and an organized associ- said. to see that every consumer knows how to get a good 


ation to help win the battle. What the industry needs, heating system and to see that he gets it. 
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Convention 


MARKET STUDIES made by American Artisan were re 
ported to the convention by John Reock, sales promotion 
manager. He cited a recent 14 city survey showing more 
than 80 percent of the central residential cooling is han- 
dled by warm air heating dealers. Of the key dealers 
(the top 20 percent) only 9 percent do not yet sell cen- 


tral cooling. 


GROUP ADVERTISING by Peoria. Ill... dealers was described 
by F. E. Mehrings, who showed examples of the ads used. 
The approximate cost per dealer was $28 per ad. Dealers 
whose names were listed reported cood response. The 
ads featured guides to purchasing heating systems and 
included a section on sheet metal services, since some 
local association members are strictly sheet metal con- 
tractors. This means of awakening the public to the es- 


sentials of indoor comfort is spreading to more cities. 


EXTENSIVE promotion program conducted by the Warm 
Air Heating Institute of Northern California was outlined 
by James F. Deane. More than 25.000 copies of a booklet 
for home owners and buyers. “House Heating Secrets.” 
have been distributed. Radio announcements and ads in 
a regional magazine have been effectively used. Excellent 
cooperation from the local utility has also been obtained. 
The promotion program 1s supported by the sale of 


stamps which are placed on furnaces. 


SuccessFuL Milwaukee WHAM program was outlined 
by Walter Marth as another example of effective group 
advertising. Full page newspaper ads were used to tell 
the public how to buy a quality heating system. (See 
American Artisan, September, 1957, p. 44, for example 
of two-page ad featuring Artisan’s Heating Comfort 
Standards.) The cost of the program was about $20 pel 
dealer per insertion. This program has been studied by 


dealer groups in other cities planning similar action. 


Terre Haute story told how dealer Walt Stevenson 
(right) tripled his sales volume in two years through a 
carefully planned promotion program. Frank J. Nunlist. 
Jr., told how his company advised this dealer to conduct 
the program as an experiment to judge the effectiveness 
of a dealer promotion program. (For detailed reports see 
American Artisan issues: March, 1956, pp. 64-67; April. 
1956, pp. 78-79; May, 1956, pp. 71-72: April, 1957, pp 
96-97.) 


Qt ALITY has been successfully sold by dealers intro- 
duced by C. C. Owen (standing). G. E. Adema (center). 


Buffalo, N.Y.. concentrates in the new house field. He 


credits his success to getting work done at the required 


time, offering a year’s free service, planning for efficient 
operations, and using standardized components. M. L. 
Phillips, Dayton. O.. has made good use of Artisan’s 
Standards for Rating Heating Systems in building quality 


sales in the modernization market. 
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Vewsreel 


INSTALLMENT financing as a key to increased sales was 
described by dealer C. G. Guenther (left), Denver, Colo., 
who outlined four steps to establishing a payment plan: 
1) draw up a financial statement, 2) show it to lending 
institution, 3) get written agreement with institution to 
handle your installment program, and 4) sell the program 


to your staff. Dean DeWitt introduced the topic. 


SELLING EXTRAS to add extra profits was the subject of 
dealer P. L. Beekman (standing), Grayslake. Ill... who 
told how to sell builders on features such as humidifiers. 
flexible duct connectors, zone controls, special thermo- 
stats, air cleaners. Builder Quinn Hogan, (right), Mun- 
delein, Ill., expressed his opinion that the quality heat- 
ing system is one of the best kept secrets in the country. 
He said to sell the builder you must help the builder 
sell. Fred Weldon introduced this subject. 


ENGINEERING know-how can enable a dealer to tackle 
unusual jobs with confidence that the customer will be 
satisfied, Don Winegardner (left) said in introducing 
dealer John Montonye, Ypsilanti, Mich.. who told of his 
experiences In new and old house work and with s hools 
and apartments. By working closely with the architect on 
a school job, several improvements were made and as a 


result additional work was obtained. 


STANDARDIZED fittings are used by Ben Flock (left). 
Hammond, Ind., and Sidney Levine (center). Evanston. 
Ill.. as a means of reducing costs without cutting quality. 
In a small shop. these fittings enable the dealer to switch 
from shop time to selling time. Savings of 30 to 40 per- 
cent over custom fittings were estimated by Elmer Jaroch. 
J. S. MeDonald (not shown) headed the panel which 
investigated this means of increasing productivity and 


saving money 


GRAPHIC ILLUSTRATION of “more profit” through propet 
purchasing practices is presented by a trio from Colum- 
bus, Ohio, (1 to r) William E. Favret, Newton T. Hess. 
and Adam Pataky. Mr. Hess estimated half of the retail 
failures are caused by lack of good purchasing policies. 
The speakers outlined rules for buying: 1) Decide what 
to sell, 2) Plan buying in advance, 3) Buy known qual- 


ity, 4) Buy from responsible suppliers who can help you. 


5) Buy at assured prices, 6) Eliminate useless shopping, 
7 


) Think of long range effects of purchasing policies. 


CAPITAL for expansion was obtained by dealer E. H. 
Roberts (standing), Elyria, Ohio. from the Small Busi- 
ness Administration. He explained why he needed capital 
and how he went about getting it in cooperation with his 
local bank. Local banks participate in 65 percent of the 
SBA loans. he reported. Mr. Roberts said many dealers 
are unaware of the full scope of the financial advisory 
help available from the Small Business Administration. 


J. F. Reichert presented this subjec Be 
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PUTTING ASIDE the duties of president after a highly 
successful term, Glenn Ashburn (left) receives a past 
president's certificate from Harry Hunt on behalf of fel- 


low members of NHAW 


Primich, K. S. 


Thompson 


PICKING UP the responsibility of NHAW president, 
John Robertson addresses a convention session. Also at 
speaker’s table are (1 to r) Malcolm Nicholson, George 
Hopwood, W. L. 


Dulle, and Tommy 


Wholesalers Plan for Profits, Service 


Record attendance at NHAW convention shows interest in cost reduc- 


tion, credit problems, financing, sales promotion and training 


AN IDEA-PACKED program designed 
to help wholesalers, dealers and man- 
ufacturers was presented at the 11th 
annual convention of the National 
Heating and Airconditioning Whole- 
salers association held in Chicago, 
Nov. 18-20. 

Action taken at the record-sized 
meeting gave evidence that training 
programs will be given increased 
emphasis next year. Other convention 


NHAW and its 


wholesaler members are determined 


events show that 


to sharpen their operations for better 


service to the entire industry. 


Officers Elected 


John Robertson, Robertson Heat- 
ing Supply Co., Alliance, Ohio, was 
named president; Oscar P. Brauer, 
A. P. Brauer Supply Co., St. Louis, 
Harold W. 
Squire, Squire Heating Supply Co.., 
Div. of Tiffin Art Metal Co., vice 


president; J. Orville Garrett, Loman 


Mo.., president-elec & 


Supply and Equipment Co., Greens- 
R. B. Hesling. 
Climate Distributing Co., Van Nuys, 
Calif., treasurer. 


boro, N.C., secretary: 


The addition of 60 new members 
in the past 12 months was announced 


62 


as the result of efforts of the newly 
formed Boosters Club. Membership 
in the Boosters Club is granted to 
those who bring in a new member. 
Named president of the Booster Club 
for bringing in eight new members 
was Orville Garrett. C. B. Buckley, 
Denver, Colo., was named vice presi- 
dent. 

a. J. Stackpole, executive director, 
American Gas Association, in the 
keynote address told members that 
nothing is created without excitement 


and competition creates excitement. 





Wholesaler Faces 
Continual Challenge 


“Ir is the continual challenge 
of the wholesaler to earn his 
position in the industry by 
services to the dealer and the 
manufacturer and to still keep 
his distribution economical... . 
The wholesaler must always be 
expecting to give something in 
services for getting something 
as his margin, or he may ex- 
pect to get nothing for giving 
JoHN ROBERTSON, 
NEW NHAW PRESIDENT 


nothing.” 











He praised the distributor as the man 
who knows the most about local sales 


problems. 


Sales Course Announced 


Plans were revealed for a dealer 
sales training course to be used by 
wholesaler froups all over the coun- 
try. It is similar to the dealer man- 
agement course introduced in four 
schools last year. The first of the new 
dealer sales schools is planned at 
Ohio State University in January, 
chairman Richard J. Young, South 
Bend, Ind., announced. 

Two proposed wholesaler sales 
training programs were announced 
for Los Angeles, Mar. 17-21, and At- 
lanta, Apr. 16-19. This is the widely- 
praised Wholesaler’s Integrated De- 
velopment Approach program previ- 
ously held in Minneapolis. Chairman 
: ee Delaney, Minneapolis, said that 
attendance is limited to 25 in each 
course. 

An expanded program of person- 
nel selection tests was reported in the 
planning stage. The present program 
covers only sales personnel, but will 
be enlarged to include other posi- 


tions. 
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NEW OFFICERS and trustees of NHAW will carry program forward next year: (sitting, | to r) Glenn Ashburn, 
ex officio; Orville Garrett, secretary; Oscar Brauer, president elect; John Robertson, president; Harold Squire, 
vice president; R. B. Hesling, treasurer; (standing) W. R. Bull, executive director; George Mitchell, Robert 


Swart, C. B. Buckley, Frank Green, H. L. Godwin, and Robert MacIntyre, all 


Members were urged to sign up 
for the association’s proposed group 
insurance plan, which includes both 
life insurance and sickness-accident. 
hospital and surgical coverage. It can 
be adopted only if sufficient interest 
is shown. chairman Robert H. Swart. 


Grand Rapids. Mich., said. 


Ask Survey Support 


A report from the statistical com- 
mittee urged greater participation in 
the surveys through which members 
exchange information on costs and 
business conditions. W. G. Schoe- 
dinger. Columbus. Chio. committee 
chairman. said that in 1958 only 
those members who participate will 
receive the reports. The convention 
approved a project to develop a uni- 
form chart of accounts for improved 
bookkeeping. 

The air conditioning committee 
report by chairman Frank Green. 
Des Moines. Iowa, stated that train- 
ing on the dealer level is still a major 
problem. They suggested that whole- 
saler training programs be continued, 
that manufacturers be encouraged to 
offer good technical training. and 
that dealers be asked to join the Na- 
tional Warm Air Heating and Air 


Conditioning Association. 


Tells of Sales Success 


In a special discussion on selling 
the big volume dealer who has been 


buying directly from a manufacturer, 


Jack Allen. Buffalo. N.Y.. told of his 
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success. His firm used an elaborate 
presentation to tell the dealer what 
additional services he could expect 
from a local wholesaler. As a result 
seven out of ten dealers were sold. 

Elected to the board of trustees 
were: Rufus Walker. Newtonville. 
Mass. (Region 1): James E. Diment. 
Syracuse. N.Y. (Region 2): H. L. 
Godwin, Durham. N.C. (Region 3); 
Robert H. Swart. Grand Rapids. 
Mich. (Region 4): Robert Mac- 
Intyre. Fond du Lac, Wis. (Region 
5); Frank Green. Des Moines. Iowa 
(Region 6): Vince Shields, Jr.. Bir- 
7h: &. 
Buckley. Denver. Colo. (Region 9): 
R. B. Hesling, Van Nuys. Calif. 
(Region 10); George Mitchell, Mon- 
treal, Que. (Region 11) and Glenn 
A. Ashburn. Culver City. Calif. (ex 
officio). 

On the association’s advisory com- 
mittee are: George F. Wheelock. Sr.. 
Birmingham, Ala.: Fred Green, Des 
Moines. Iowa: A. M. Vorys. Colum- 
bus, Ohio; A. H. Johnson, Pitts- 
burgh, Pa.: J. S. Kimmel. Sr., Dav- 
enport, lowa: W. H. Bowe, Jr.. South 
Boston. Mass.. and Gail C. Mason. 
Plymouth. Mich. 


George Primich served as general 


mingham. Ala. (Region 


convention chairman: Clyde Barnes, 
assistant chairman: Charles Bennett. 
program chairman: Bob Lorenz, en- 
tertainment chairman. Other com- 
mittee members were: Rudy Guen- 
ther, Jim Collins, B. A. Johnson. 
Frank Marzullo, Rogers Follansbee, 
Ed Carter. J. S. MacDonald, and P. 
L. Parker. 


trustees 











Pass Resolution on 
Manufacturer Policy 


A SIGNIFICANT ACTION taken by 
the NHAW convention was the 
passage of a resolution recom- 
mending to manufacturers a 
distribution policy as follows: 

“Be it resolved that NHAW. 
in meeting assembled, Nov. 19. 
1957, do recommend to manu- 
facturers who believe in distri- 
bution through the wholesaler 
that they adopt and_ publish 
one of the following sales dis- 
tribution policies: 

“1) To sell their heating and 
air conditioning equipment 
only through wholesalers and 
to furnish the wholesalers with 
prices showing their net cost, or 

“2) To sell through whole- 
salers, but where it is not possi- 
ble to secure a wholesaler, to 
recognize the wholesaling func- 


tional cost by selling at a 


higher price that will properly 


recognize this function, and to 
furnish the wholesaler with 
prices which recognize the 
wholesaler function.” 

W. R. Bull, executive direc- 
tor, said that copies of this 
resolution will be sent to manu- 
facturers in the field with the 
request that they subscribe to 
one of these policies or inform 
the association what other 


policy they expect to follow. 














NHAW Convention 


VITAL PROBLEM of “Maintaining a Profitable Opera- 
tion During a Declining Building Market’ was discussed 
by this panel: (1 to r) T. F. Low, Jack Allen, John Rob- 
ertson (moderator), Malcolm Nicholson, Kenneth Hop- 
wood, and W. L. Dulle. They presented numerous ideas 
on cutting costs and boosting sales and gross profits 


“IT HAS NEVER BEEN so important.” This is the way 
moderator R. W. Allen (center) introduced the subject 
of “Credits-Collections and Financing Expanding Costs 
and Inventory.” Panel members, Larry Hickok (left) and 
Lee Merrill, gave some valuable advice on rating ac- 
counts, controlling inventory and collections 


IMPORTANT POINTS were brought home by conven- 
tion skits. Here Alli Ben Gay (Henry Dinsmore, right), 
a wholesaler of dancing girls, faces foreclosure by Sheriff 
Matt Dillon (Hank Maliszeski, left) and Deputy Chester 
(Clyde Barnes). Alli was a victim of poor credit policy 


in Chicago 


Scene 


BUDGETS FOR WHOLESALER Sales Promotion panel 
was moderated by Tommy Thompson (standing). Panel 
members (1 to r) A. E. Bennett, Blaine Lytle, James 
Arata, W. A. Tholen, Robert Schroeder and George 
Mitchell, gave tips on a wide range of topics 


JOINT MEETING of the dealer management and dealer 
sales and merchandising committees which discussed new 
dealer sales training program was an example of impor- 


tant work that went on in committee sessions 


CONFERENCE BOOTH gave manufacturer 


and wholesalers an opportunity to get together away 


program 


from convention excitement to talk over mutual prob- 
lems, explain company policies and describe new prod- 


ucts. Nearly 40 manufacturers were represented 
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HUGH REID S SHEET METAL PATTERN 


Use Simplified Method to Make 
An Off-Center Transition Duct 


. . . designed here as part of a makeup air duct 


from a horizontal furnace into an industrial building 


ee 
PATTERN 
Proearcem 


P 
PLATTER ¢ STEELOTORAGE 
Buoae.—| Fr - BL oe 

| 


; 
Per va es aicaa -" Qa x Say 


1 PATTERN PROBLEM IS APPLIED as a 
transition piece for a discharge duct to provide 
makeup air into an adjacent building through an 
existing window 
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THE PATTERN PROBLEM this month is presented as the 
solution to a problem in an industrial building where 
winter makeup air was required. 

A congested machinery installation in the building. 
which was under negative pressure, prevented mounting 
a furnace on the floor. Finally, an adjacent storage build- 
ing was found to offer the best location for the furnace. 
The trusses in this building were strong enough to sup- 
port the horizontal furnace, and a low roof proved suit- 
able for installation of the air intake stacks and a chim- 
ney. 

To obtain a low intake air velocity, a square air in- 
take cap was designed with openings on four sides, each 
opening having a weather louver and bird screen. A sec- 
tion of window sash was removed and a discharge duct 
was installed to provide the air quantity required. Figs. 
2A and 2B are scale dimensions of the transition piece 
design. The simplified method for the practical pattern 
layout is outlined in the pattern problem. 

Given the front and end views of an offset transition 
duct, the following is a step-by-step analysis of the pat- 
tern problem solution. 

Note: In the simplified method, all the patterns are de- 
veloped from the front view. The end view is drawn for 
clarity of shape and dimensions. 


To Construct the Front View, Fig. 2A— 


a) Draw a horizontal line and establish the point B. 
From point B measure to the left 5g in. and mark the 
point A. From point A measure 114 in. to the left and 
mark the point 0. 

b) From point O draw a line perpendicular to line 
OB. Working from point O measure up the vertical line 
the given 3¢ in., 11% in., and 5g in. lengths. Mark points 
E and G as shown. From point G draw a line perpendic- 
ular and to the right of line OG. Measure the given 114 
in, and locate point H on this horizonal line. 
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c) From point H, draw a line downward and perpen- 
dicular to line GH. Measure 34 in. and mark the point F. 


From points A and B draw lines upward and perpendic- 
ular to line AB. From point A measure 3¢ in. up the ver- 
tical line and locate point C. From point B measure 5% 
in. up the vertical line and locate point D. Draw the lines 
AB, BD, DF, FH, HG, GE, EC, CA, EF and CD. Draw 
work lines Y and Q as shown. 

d) Fig. 2B is the end view, developed by extending 
the points from Fig. 2A and applying the given dimen- 


sions of the two openings of the transition piece. 


To Lay Out the Long Side Pattern, Fig. 3-— 


a) Draw the vertical center line marked CL and es- 
tablish the point A’ at the base. From Fig. 2A, transfer 
the lengths AC, CE and EG to the center line (Fig. 3) 
using point A’ as the starting point. Mark the new points 
C’, E’ and G’ as shown. Through points A’, C’, E’ and 
G’ draw lines perpendicular to and extending on both 
sides of the vertical center line. 

b) From Fig. 2B transfer given length 114 in. to the 
left of points A’ and C’ and mark the points J and L. 
Transfer length 15 in. to the right of points A’ and C’ 
and mark the points K and D. Measure the given 34 in. 
on both sides of the center line at points FE’ and G’ and 
locate points R and V to the left of the center line and 
points S and W to the right of the center line. Draw the 
lines VR, RL, LJ, JK. KD, DS, SW and WY. Also draw 


horizontal lines RS and LD. 


To Lay Out the Short Side Pattern, Fig. 4— 


a) Draw the vertical center line marked CL and es- 
tablish the point B’ at the base. From Fig. 2A transfer 
lengths BD. DF and FH to the center line beginning at 
point B’. Mark the points D’, F’ and H’. Through points 
B’, D’, F’ and H’, draw lines perpendicular to and ex- 
tending on both sides of the center line. 

b) From Fig. 2B transfer given length 114 in. to the 
left of points B’ and D’ and mark the points J and N. 
Transfer given length 15 in. to the right of points B’ 
and D’ and mark the points K and P. Transfer length 34 
in. to the right and left of points F’ and H’ and locate 
the points T and V to the left of the center line and 
points U and W to the right of the center line. Draw the 
lines VT, TN, NJ. JK, KP, PU. UW and WV. Also draw 
horizontal lines TU and NP. 


To Lay Out the Front Pattern, Fig. 6— 


a) Draw the 11% in. horizontal line. Mark the end 
points 1 and 2. From both points draw vertical lines 
downward at 90 deg to line 1-2. From point 1 measure 
down the vertical line 54 in. and locate point 3. From 
point 2 measure down the vertical line 3¢ in. and locate 
point 4. Draw the line 3-4. 

b) Draw right angles as designated in Fig. 5. 
From Fig. 2A transfer line Y to one vertical leg. Work- 
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ing from Fig. 4, subtract line length F’T from line length 
D’N and mark the difference as length X. Transfer 
length X to the horizontal leg of the angle, and draw the 
hypotenuse line YX, which is the developed line. With 
point 3 (Fig. 6) as center and radius YX, draw an arc 
below and to the right of point 4. With line length TN 
(Fig. 4) as radius and point 4 (Fig. 6) as center, cut 
arc YX and mark the point 6. Draw the line 4-6. 

c) Set a compass at line length RL (Fig. 3) and with 
point 3 (Fig. 6) as center, draw an arc to the left of 
point 6. With line length DC (Fig. 2A) as radius and 
point 6 (Fig. 6) as center, cut arc RL and mark the 
point 5. Draw the lines 3-5 and 6-5. 

d) With line length Q (Fig. 2A) as radius and point 
5 (Fig. 6) as center, draw an arc below point 6. With 
line DB (Fig. 2A) as radius and point 6 (Fig. 6) as cen- 
ter, cut arc Q and mark the point 8. Draw the line 6-8 
connecting these two points. 

e) Set a compass at line length AB (Fig. 2A) and 
with point 8 (Fig. 6) as center, draw an arc to the left 
of point 8. With the 3g in. line CA (Fig. 2A) as radius 
and point 5 (Fig. 6) as center, cut are AB and mark the 


point 7. Draw the lines 8-7 and 5-7. 


To Lay Out the Back Pattern, Fig. 7— 


a) Draw the 11% in. horizontal line. Mark the end 
points 9 and 10. From both points draw vertical lines 
downward at 90 deg to line 9-10. From point 9 measure 
down the vertical line 5g in. and locate point 11. From 
point 10 measure down the vertical line 3g in. and locate 
point 12. Draw the line 11-12. 

b) Transfer line Y from Fig. 2A to the vertical leg of 
a right angle (Fig. 5). Subtract line length F’U from 
line length D’P (Fig. 4) and mark the difference in the 
line lengths as distance Z. Transfer distance Z to the 
horizontal leg of the right angle and draw the developed 
hypotenuse line YZ. With point 11 (Fig. 7) as center and 
radius YZ, draw an arc to the right and below point 12. 
With line UP (Fig. 4) as radius and point 12 (Fig. 7) 
as center, cut arc YZ and mark the point 14. Draw the 
line 12-14. 

c) With line length SD (Fig. 3) as radius and point 
11 (Fig. 7) as center, draw an arc to the left of point 14. 
With line length DC (Fig. 2A) as radius and point 14 
(Fig. 7) as center, cut arc SD and mark the point 13. 
Draw the lines 11-13 and 14-13. 

d) With line Q (Fig. 2A) as radius and point 13 
(Fig. 7) as center, draw an arc to the right and below 
point 14. With the 5g in. line DB (Fig. 2A) as radius 
and point 14 (Fig. 7) as center, cut arc Q and mark the 
point 16. Draw the line 14-16. 

e) With line AB (Fig. 2A) as radius and point 16 
(Fig. 7) as center, draw an arc to the left of point 16. 
Set a compass at the 3¢ in. line length CA (Fig. 2A) and 
with point 13 (Fig. 7) as center, cut are AB and mark 
the point 15. Draw the lines 13-15 and 16-15. 

Add allowances for seams and joints and mark the 
patterns for fabrication. 





Re-Use 








In an age of progress and growth, curtain wall panels, which 


can be dismantled and relocated, are naturals for construction 


where cost, appearance, utility and versatility are important 


EACH YEAR MORE and more plants, warehouses, and agri- 
cultural buildings are being erected with outside walls of 
metal panels rather than the conventional brick, concrete 
blocks, or cement because of several advantages sheet 
metal has over these materials. Among these advantages 
of metal curtain walls are: 

1) They are usually cheaper than masonry and steel 
sash sidings. 

2) Maintenance costs such as painting, pointing, and 
other repairs are almost nil. 

3) They can be taken down and reused. 

4) They are attractive. 


5) They are easy to install. 


Feature Sells Curtain Walls 


a 





... and plants 





6) They are highly reflective, providing cooler in- 
teriors during summer. 

Typical of the firms which have taken advantage of the 
qualities of metal curtain wall panel construction is the 
Brown Shoe Co., St. Louis, which has plants in Missouri. 
Mississippi and Tennessee. Seven of its manufacturing 
plants and one large warehouse built within the last five 
years are sheathed with aluminum curtain walls. 


Engineer Is Enthusiastic 


Chief engineer of Brown Shoe Co. is H. M. Patton, Jr.. 


who specified metal for exterior sheathing of the build- 
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I WELDED TO LINER PLATE 


18 GA SHEE 
WELDED TO GIRTS » 


05 Pee UNeT 








scatw 


OUTER FACIN 


TYPICAL PANEL SECTION has caulked joints, full insulation 


and adequate reinforcement. Inside panel is welded to girders at ; +8 ews 


three points. Outer facing is attached to flat bars 


ELD APPLED 7 


COMMER FLASH 
PLO BROKEN TO ment 
ACTUAL CONDITIONS 








CORNER SECTION flashing, of same material as outer facing, 


fit in field. Loose insulation is also applied on the job 


is cut to 











ings because: “the wall makes an attractive appearance; 
it offers a lower first cost and a lower maintenance cost 
than masonry and sash: a plant constructed with this 
type of wall is cooler in summer and easier to heat during 
the winter: the walls can be removed from the steel struc- 
tural frame and re-used without difficulty when the need 


arises for expansion of the plant.” 


Gypsum Board Added 


According to Mr 


sheathed wall runs from $1.80 to $1.90 per sq ft, some- 


Patton the cost of an aluminum 


what less than the usual cost of masonry. So far this com- 
pany alone has used 928,000 sq ft of metal curtain wall 
panels in their buildings. Newest of the Brown Shoe Co. 
buildings. a St. Louis warehouse. covers 450.000 sq ft. 
Curtain wall panels for this structure contain 1 in. gyp- 
sum board in addition to the aluminum exterior sheath- 
ing and backup panels. 

Erection methods and makeup of the wall structure 
differ somewhat depending on lo al building codes and 
prevailing construction practice for the area. Generally. 
however, most curtain wall panel units having metal 
sheathing are made up first of an inside panel, then a 
layer of insulation and finally an outer fluted aluminum 
panel. 

These panels make all-weather. exceptionally well- 
insulated walls which last indefinitely with little mainte- 


nance 


Panels Are Pre-Cut 


Panels for the St. Louis warehouse were factory-cut to 
predetermined size for assembly at the site. First step in 
panel assembly is to weld the inside panel sheet to girders 
which themselves have been properly spaced and welded 
to the structural columns of the building. 

Each of these inside panels has interlocking lips on 
both sides. One side has a female lip, the other a male lip. 
Where these lips join. the space is filled with caulking 


compound applied with a gun designed for that purpose. 
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This seals the joint against any moisture penetration 
which might damage the insulation. 


Three Welds per Section 


After one inner panel has been fastened and caulked. 
the next panel is fitted into place, pressed tightly against 
the girders, and welded. Usually there are three welds in 
each 24 in 


time the panels are ordered, to eliminate cutting to fit at 


wide section. Panel length is specified at the 


the building site. 

A vertical Z shaped bar is welded to the back panel 
for rigidity. Welded across the face of the Z bars are 
114 X 3/16 in. flat bars which support the insulation 
blankets and to which the exterior panel is fastened. 
These flat bars are welded horizontally. not more than 8 
ft apart. 


Insulation Covers Entire Inner Panel 


Next, insulation is wedged between the back panel and 
the 144 X 3/16 in. flat bars. The entire inner panel is 
covered by insulation. The individual lengths of insula- 
tion batting are held together by means of commercially 
available clips. 

The outside aluminum sheathing is now applied. These 


panels are fastened against the flat bars running across 


the face of the two-thirds-completed panel. Self-tapping 


screws attach the exterior panel. 


Flashings Made of Sheathing Material 


Corner and other exterior flashings are made of the 
same material as the outside panel. They are formed and 
cut to fit at the building site. Details of corner construc- 
tion are illustrated above. 

Because the panels are easy to dismantle, this type of 
wall construction is ideal for semi-temporary buildings. 
and for structures which will eventually be enlarged. To 
remove the panels the retaining welds are burned off 
from the supporting brackets. 





Sheet Metal : 


Moves into 


. . « as decorative medal- 
18 and 16 ga 


welded shapes attached to 


lions in 


school wall with rigid 


frames 


STUDENTS ADMIRE THE ARTISTIC DECORATIONS on wall of 
their school. Parts were cut on a band saw, welded together on back- 


ground sheet 


SHEET METAL WORKERS with artistic talent have been 
given a challenge by Eliza Miller of Gibsonia, Pa.. who 
designed and fabricated six large medallions for the 
Leechburg Elementary School, Leechburg, Pa. The 
panels were cut from 18 and 16 ga stainless steel sheets. 
Individual parts for each image were cut with a band 
saw. To give the impression of contour and depth, sep- 
arate flat sheets were cut and attached to the base fig- 
ures. The figures were designed to represent horses. 
dogs, elephants, birds, grasshoppers, spiders and other 
animals and insects easily recognized by children. 


The panels are fastened by stainless steel brackets hung 


SIX PERMANENT PANELS 
decorate serpentine wall. 
Maintenance-free decorations 
are on stainless steel frame 
to prevent distortion due to 


temperature changes 


on recessed portions of a brick serpentine wall. The 
animal and insect images are welded to the base sheets 
which are in turn welded to the wall brackets. 

Base panel sheets are held in rigid vertical position 
by the use of a flat stock stainless steel frame on the 
back of the sheet. This prevents distortion due to 
changes brought about by outdoor temperature varia- 
tions. 

Stainless steel is also being used extensively on many 
of the nation’s new high schools where outside applica- 
tions call for decorative designs. Fascias, gravel stops 


and window sills are filling this architectural objective. 
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COST RECORDS, carefully kept, help Earl Liebermann 
(left) estimate unusual jobs, such as this large damper 


ESTIMATES for fittings such as this reverse stack elbow 
require knowledge of work involved in fabricating 


Old Notebook Holds Secret 


Of Contractor’s Success 


At an early age this sheet metal contractor learned some of the lessons 


that have helped him maintain profits and build a reputation within 


the industry as well as the community 


AN AGING JOURNAL filled with sketches and notations in 
fading ink is one of the prize possessions of Earl Lieber- 
mann, M. F. Liebermann and Son, Ambridge, Pa., sheet 
metal contractor. 

Mr. Liebermann explains: “When I started to work 
for my father in 1923, he insisted that I keep this record 
book with a sketch of every job and complete notations 
on costs and other details. At the time I was just out 
of Carnegie Tech. and I was a little irritated with this 
time consuming task. But it taught me many a valuable 
lesson and | used this record book almost as a text for 
many years afterward.” 

One of the lessons which Mr. Liebermann has never 
forgotten is the value of keeping accurate and complete 
records on costs. “That’s the main lesson my father hoped 
I would learn,” he points out. It’s a lesson that all of the 
men in the firm are taught to remember. Every item used 
on a job and its cost plus all of the labor time and over- 
head charges are carefully accounted for. Special forms 
are used and they carry these reminders, “Don’t miss any- 
thing in filling out this form” and “If labor is excessive, 


note reason therefor.” 


Handles Variety of Industrial Work 


The Liebermann firm specializes in industrial work 
of a wide variety. Other contractors frequently call them 
in to handle difficult jobs. In the company’s well equipped 
shop, they often encounter work calling for 10 ga and 


> 


5/16 plate. On one job, fabricating the duct work to cool 
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an industrial furnace, a single elbow weighed 1500 lb. 
\t the opposite extreme in size, the firm has a contract 
to make quality sieves for a paint company. Another 
continuing contract is for the fabrication of heavy welded 
journal boxes. These are spray painted in the shop. 

Ambridge, located 16 miles above Pittsburgh on the 
Ohio River, is a town filled with historical interest. It 
was originally called Harmony when founded in 1804 by 
a communal religious society. Mr. Liebermann’s great 
uncle ran a tin shop for the society. M. F. Liebermann 
took it over in 1898. By this time the religious sect had 
disappeared, having died out due to a policy of celibacy 
followed since the 1850’s. When American Bridge Com- 
pany built its plant here in 1902, the town took its new 
name from the company. 


Father Was President of NSMCA 


Through the years since that time, the Liebermann 
company has built an outstanding reputation in the sheet 
metal field. M. F. Liebermann was well known through- 
out the industry and became president of the National 


Sheet Metal Contractors Association. He was active in 


the business until his death in 1944. 

Another lesson Earl Liebermann learned from his 
father was the importance of playing an active role in 
trade association affairs, not only to strengthen the in- 
dustry but to learn from others how to improve your 
own business. Earl Liebermann has been secretary of the 


Pennsylvania association for many years. 





LOYAL EMPLOYEES like Martha Shipley, with the 


firm 35 years, are important to success 





ENGINEERING SKILL has brought in many out of 
town jobs for the Liebermann company 


¢ 


Ba) 


«+ eit 


INDUSTRIAL ventilation system installed in local plant 


is one of many jobs brought in by firm’s reputation 





Despite the firm’s excellent reputation, Liebermann 
and Son has remained fairly small in size. Mr. Lieber- 
mann prefers it that way. He feels that a company can 
get too big, and when it does the contractor often loses 
control over the important elements which make up a 
profitable operation. 


Contractor Must Know Personnel 


One important element is personnel. When a contractor 
has a high turnover in personnel, Mr. Liebermann says. 
he is bound to have difficulty. “When you keep the same 
group of loyal men you always know exactly what each 
man can do. Certain men are more skilled at certain 
types of work. Some men are faster than others. You 
have to know your men when estimating to accurately 
bid a job.” 

Many employees have long service records with the 
firm. One man has been with the company for 40 years. 
Mr. Liebermann’s secretary, Martha Shipley, has been 
with the firm 35 years. She has become widely known 
through handling the registration desk at the state con- 
tractors’ annual convention. 

Mr. Liebermann keeps as close to the work as possible. 
Naturally, much of his time must be devoted to manage- 
ment and selling, but he can frequently be found in the 
shop working along side the other men. “I enjoy it.” he 
says, “and | feel it’s important for a small contractor to 
keep his hand in to keep a balanced outlook.” 

Business integrity cannot be underrated as a factor in 


success. he believes. It is easier to maintain in a small 


company. You can be certain, he says, that every 


goes out right, the way the customer wants it. 


Price Cutter Can’t Stay in Business 


You can’t be a price cutter and stay in business very 
long, he says. Thanks to years of careful record keeping. 
this company knows in advance what costs are likely to 
be. They can bid accurately and make a proht on every 
job. 

As a result of the firm’s reputation, Mr. Liebermann 
has been called upon for many industrial jobs in out-of- 
town locations. Installations have been made in plants in 
Ohio and eastern Pennsylvania. A Pittsburgh engineer- 
ing firm relies on the Liebermann company for much of 
its out-of-town sheet metal work. 

Although a contractor's personal reputation is built 
through integrity and quality work, it can also be greatly 
furthered by playing an active role in community life. 
For many years Mr. Liebermann has been active in the 
Boy Scouts, Rotary, and the Community Chest cam- 
paigns. His position in the community is clearly indicated 
by the fact that a few years ago the local Junior Chamber 
of Commerce named him the outstanding local citizen of 
the year. He has also been awarded the Silver Beave1 
by the Boy Scouts for his valued work in this organiza- 
tion. 

And so it doesn’t particularly matter that his business 
is not the largest. By following good business practices 


he has earned a good living. and he has attained con- 


siderable respect within and without the industry. 
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If NWAHACA Trustees approve — 





Industry Gets a New 
Sales Promotion Plan 


. . . based on an identifying symbol and realistic contract form 


HicH POINT of the National Warm 
Air Heating and Air 


Association 


Conditioning 
convention came Nov 
22 when the Publicity and Merchan- 
dising committee presented its Silver 
Shield merchandising plan to mem- 
bers (see convention 


re port begin 


ning on page 58). This comprehen 
sive plan to upgrade sales of warm 
air heating equipment is now in the 
hands of the Board of Trustees for 
consideration. 

The plan is based on an industry 
seal and a_ sales aid-specification 
sheet whic h becomes a contract when 
signed by both the buver and _ the 
seller. 

The plan is an outgrowth of exten- 
sive committee activity, ideas from 
ten of the industry's largest furnace 
manufacturers and the work of a 
well-known advertising agency. Basi- 
cally, the plan calls for a sales ap- 
proach that will ease the pressure of 
price selling. With the use of sales 
tools that point up the advantages of 
quality systems, all levels of the in- 
dustry dealer. wholesaler and man- 
ufacturer will enjoy better profit 


margins. 


Plan is Industry-wide 


Plans call for extensive promotion 


of the campaign at many levels. 
Trade magazines’ editorial and ad- 
vertising pages will convey the mes- 
sage to all segments of the industry. 
Direct mail will promote the cam- 
paign to NWAHACA members and 
non-members. Regional dealer meet- 
ings and local association programs 
will be devoted to discussion of the 


campaign. Personal contact with util- 
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ty companies will be energetic. 
Emphasized in the promotion will 
be all products used in a_ heating 
system that has been designed. in- 
stalled. and adjusted according to 


the 11 manuals of NWAHACA. 


Shield Identifies Participants 


To cultivate public interest in the 
program, the use of the  newly- 
developed industry seal will be used. 
This seal will be used to identify the 
“Silver Shield Conditioned Air Sys- 
Dealers will be encouraged to 
trucks, letterheads. 


business cards and contracts as well 


tem.” 
use it on their 
as in showroom window displays 
and in company ads. 

\ portfolio containing all types of 
sales tools has been developed to 
help the salesman effectively use this 
new approach to quality selling. The 
portfolio will also include suggestions 
Lo help dealers and their salesmen 
use and properly present the sales 
tools so they can sell all of the con- 
cepts of comfort. 

The proposed two-page specifica- 
tion sheet. which also serves as a con- 
tract. has been so designed that 
standards of performance of the sys- 
tem are spelled out. These standards 
cover such subjects as: uniform tem- 
perature throughout all rooms; floor 
warmth in all above-grade rooms: 
constant room air temperatures; uni- 
form temperatures between floor and 
ceiling: and others. 

When he uses the form as a con- 
tract. the dealer not only sells the con- 
cept of comfort, he also guarantees it. 
The benefits of such a contract to the 


dealer are: 1) he shows in detail the 


system he is recommending; 2) he 
outlines the standards he will use; 
3) he can suggest that all competi- 
tive bids be submitted on the same 
basis. When used as a contract it 
suarantees for the consumer a good 
system that will provide the kind of 
comfort he is entitled to when he buys 
a quality installation in the face of 
the low price offered by marginal 
operators, 

Specifications cover nol only the 
heating system as a complete unit, 
but also the performance of each 
component that is combined into the 
quality system. It specifies the type 
of furnace. model number and rated 
Btuh output; type of blower used: 
number and kind of controls; air 
filtering method; thermostat type; 
warm air diffusers or registers. hu- 
midifier, location of the supply and 
return air openings for each room: 
type of duct system and any special 
accessories such as fresh air intakes, 


flexible connectors, etc. 


Design Information Detailed 


The specification sheet also spells 


out design information relative to 
methods of calculating the heat loss, 
design of the system, installation 
and adjustment of the system, and if 
the ducts have been engineered to 
handle summer air conditioning air 
volumes should it be added at a 
later date. 

The combination of an industry 
seal plus the specification sheet- 
selling aid-contract form will, if ap- 
proved and pul into effect. provide 
dealers with another sales tool to 


combat the price squeeze. 





Layout Sheet-Parts List 


\ double-duty 


nates the functions of the engineer- 


form which coordi- 


ing and warehouse staffs has mini- 


mized callbacks and misunderstand- 

ings for Darrow Heating 

North Hollywood, Calif. 
This rough layout sheet and ma- 


check-list 


Earl Darrow, president of the firm. 


Corp.. 


terial was developed by 


who also is the creator of the prog- 
ress record described in the Novem- 
ber Artisan. 


Form Specifies Materials 
This 


help the warehouse crew 


form has been designed to 
assemble 
the materials needed for each job, 
and the installers to locate the trunk 
lines, branch ducts and register open- 
the engineer intended 


ings where 


them. (The engineers make a rough 
sketch of the duct system and indi- 
the 


material needed. ) 


cate approximate quantity of 

The rough layout form sheet not 
only makes it easy for the engineer 
to indicate all of the equipment re- 
quired but also encourages him to 
indicate extra that 
the take 
extra tools or other equipment that 


information will 


remind installers to any 


will be needed. 


Squares Represent Rooms 


This form is designed to simplify 
the reproduction of a rough floor 
plan of any house. A large rectangle 


is divided into 15 squares. The engi- 
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MATERIAL 

y & ret 

15 ft round 
5 ft round 


im _trunk d 


Short sections 

Register boots 

Takeoffs 

90 deg elbow 

Flexible duct connectors 
Couplings 

Drive cieats 

Hanger 
Plenum 


straps 


ict 


MATERIAL 
Dampers 
Duct tape 
Cement 
Nails 


ROUGH LAYOUT SHEET SHOWS SKETCH of house and proposed system, specifies 


types and quantities of materials specified 





neer reproduces the rough shape of 
the house, as illustrated. The house 
in the sketch has three rooms across 
the behind the 
front room at each end. The space 
the back 


used as an open patio. The sketches 


front and a room 


between two rooms is 


do not represent the true dimensions 
of the house, only its general shape. 

The warehouse man uses the lay- 
out plan to assemble the material 
needed and as each piece is placed 
in a carton, he checks the appropri- 


ate item on the materials list. 
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I've built 
customer contidence with 





““Customers are funny 
people—they expect some- 
thing mechanical like a furnace to 
run forever without any trouble. It 
can’t be done, of course, but I’ve found 
the best way to keep ’em happy is to 
use parts that are dependable. That’s 
why I’ve used McQuay-Norris valves 
for years. You know that you can 

always depend on ’em!” 


Features... 


e Time Tested by leading manufacturers 





e AGA and UL listed for use with natural, manufactured and 


liquid petroleum gases 
Soft-seat valve with positive seal 


Fail-safe—spring pressure always closes the valve 


Operates in any position 
Resists corrosion, stands up under extremes of temperature 


Stainless steel working parts, special analysis aluminum die 
casting in valve body, soft seat of special formula Buna N 


Manufacturing Company « St. Louis 10, Mo. 
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YOU AND THE LAW 


Dealer Must Explain Cause of Accident 


Under certain circumstances the happening of an ac- 


cident justifies the inference of dealer negligence. The 


burden is on the dealer to explain the cause 


THE OWNER of a house in one of 
the southern states had plans for a 
new heating-cooling system drawn 
up by an engineering firm specializ- 
ing in this work. The plans provided 
for a water cooled summer air condi- 
tioning unit located in the attic. 

The original plans indicated flex- 
ible rubber hose connections in the 
water supply line. However, in later 
revisions by the same engineers the 
water supply line hose connections 
were omitted from the drawings. 

The plans were turned over to a 
dealer by the home owner for in- 
stallation. In making the installation 
the dealer used rigid copper tubing 
for the supply line. 

Soon after the system had been 
placed in operation the owner of the 
house complained to the dealer of 
noise during operation. After con- 
sultations between the dealer and the 
design engineers. adjustments were 
made by the dealer which resulted 
in the copper tubing being cut and 
spliced with flexible hose. 


Water Causes Damage 


About a year later the owner a- 
woke one morning to find there was 
water running from the ceiling in 
several rooms, drenching the furni- 
ture and fixtures. Going to the attic, 
he found the flexible hose had _ be- 
come disconnected. Water was flow- 
ing from the open end of the supply 
line. 

In a suit against the dealer the 
owner maintained that this 614 in. 
rubber connection had been negli- 
gently installed. Water flow through 
the hose was at a rate of about 30 
gallons per minute, and the owner 
contended that the hose should have 
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been of greater thickness and better 
quality to withstand the pressure. 

The suit further contended that the 
tubing had not been properly pre 
pared to form a tight connection, 
that the hose had not been cemented 
to the tubing, and that the entire 
connection had been carelessly and 
negligently made. Furthermore, the 
dealer had failed to notify the owner 
of the possibility of such damage 
due to the location of the equip- 
ment. 


Dealer Denies Claims 


These assertions were denied by 
the dealer who indicated that he 
had made the flexible connection at 
the suggestion of the consulting en- 
gineer. It nevertheless appeared that 
the installation work had been done 
entirely under the supervision of the 
dealer's service mechanic and his de 
partment manager. 

In deciding this case the court 
noted that under the circumstances 
outlined the owner cannot be ex- 
pected to have knowledge of the 
cause of the accident and the dealer 
on the contrary must be assumed to 
be fully informed. Furthermore, the 
accident is of a sort which does not 
occur except through carelessness. 
Therefore, “the rule of evidence is 
that the accident speaks for itself: 
that is to say, that a presumption of 
negligence arises from the fact of 
the accident. The accident _ itself 
makes out a case and the burden 
is on the contractor to show the ab- 
sence of negligence.” 

In further explaining the appli- 
cation of this rule, the court said 
that when heating or air condition- 


ing equipment is installed under the 


exclusive control of a dealer and an 
accident of this character occurs, it 
is the dealer's duty to explain what 
brought about the accident, and fail- 
ing to do sO, he is held responsible 
for the damage. 

“While negligence is never pre 
sumed from the happening of an 
accident, the happening of an acci- 
dent with its attendant circumstances 
may justify the inference of negli- 
gence. Thus when the thing which 
produces the injury is under the con- 
trol of the dealer or his employees 
and the injury would not have o« 
curred unless negligence had been 
present in some form and the facts 
causing the injury are peculiarly 
within the knowledge of the dealer 
and not equally accessible to the 
owner, the burden is on the dealer 
to explain the cause of the accident, 
if he desires to es ape from the in- 


ference of negligence.” 


Owner Wins Suit 


Then, affirming the decision of a 
lower court in awarding damages to 
the owner, the court said. 

“We conclude, as did the trial 
judge, that although the hose cou- 
pling was installed on the pipe in the 
attic, which was used for 
with the 


storage 
implication that persons 
from time to time went into the at- 
tic, nevertheless this connection was 
installed out of normal reach, was 
not easily accessible and in fact 
would not even be in view of one 
walking about in the attic.” 
“Tnasmuch 


offered 


to the cause of the occurrence and 


as the dealer has not 
a legitimate explanation as 
since the circumstances connected 
with it are such that unexplained 
they force the conclusion that it was 
caused by his want of care, the own- 
er is entitled to recover for his dam- 


ages. 


Not 
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Stainless Steel 
forging information 


temperatures— 


avoid cracks 


; rn control of heating is the most 


important consideration in forging Stainless 
Steel. Each Stainless grade has its optimum 
preheat range, its ideal starting and finishing 
temperatures and its best cooling rate. There 
are wide variations in these from grade to 
grade, so it’s wise to set up tight preheat, work- 
ing and cooling procedures with the en 

on accurate control. 

In this limited space we want to stress slow, 
uniform heating. This should include thorough 
soaking in the preheat range followed by slow 
heating to working temperature. Heating too 
rapidly almost always means splitting or sur- 
face cracks caused by a cold interior. Remem- 
ber too that Stainless Steels can be hot-worked 
only ina relatively narrow (300-500°F.) range. 

For complete information on Stainless Steel 
forging, or any other fabricating process, write 
United States Steel, 525 William Penn Place, 
Pittsburgh 30, Pa., for our fact-packed book, 
“Fabrication of Stainless Steel.” 


United States Steel photograph made at 
Portland Forge & Foundry Co., Portland, Indiana 


United States Steel Corporation, Pittsburgh 
American Steel & Wire Division, Cleveland 
Columbia-Geneva Steel Division, San Francisco 
National Tube Division, Pittsburgh 
Tennessee Coal & Iron Division, Fairfield, Ala. 

United States Steel Supply Division, Warehouse Distributors 
United States Steel Export Company, New York 





USS 
STAINLESS 
STEEL 


SHEETS - STRIP - PLATES - BARS - BILLETS 
PIPE - TUBES - WIRE - SPECIAL SECTIONS 


ee ee ee, ae ee 





DOES A 
HONEYBEE 
HAVE AN 
ANSWER TO 
CANCER? 


Mouse and man, worm and wasp, pig and protozoa- 
these are some of the twenty-eight living things used 
in the American Cancer Society’s nation-wide 
research program. 

Scientists rely most — in 189 projects — on man; 
next comes the mouse — in 139 studies — and there 
is even a honeybee helping one scientist in his search 
for facts that may save the quarter of a million 
Americans now dying each year of cancer. 

Many organisms. Many laboratories. Many hun- 
dreds of scientists. Together they make up a balanced 
program of research with freedom and flexibility, 
reaching across the country and across scientific 


disciplines, to tap the best minds and the best ideas. 

From these twenty-eight organisms science is get- 
ting facts that may save more lives tomorrow. But 
what of today? What of you? 

With early diagnosis, half of those with cancer can 
now be cured if treated promptly. If you have cancer, 
you may well be saved — but only if you give your 
doctor a chance. Go to him for an annual health 
checkup . . . not because you feel ill, but because you 
feel good and want to stay that way. 

The worm and the wasp, the pig and the protozoa 
will provide the answers for tomorrow: for today, 
see your family doctor. 


AMERICAN 
CANCER 
SOCIETY ti 
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never before... 


so many controls and 
services to make you 
fully competitive! 


CONTROLS COMPANY OF AMERICA, first name in 
: _——<a quality controls, now offers you combined research, engineering 
and production facilities to solve any control problem in this field. 


ELL guess that you’ve never A-P serves you with more than 400 
really known the full breadth authorized stocking jobbers. And 
of the line of A-P Controls we offer there’s the invaluable backing of a 
you — and we make no attempt here nation-wide network of service sta- 
to show them all. Just this — what- tions whenever desired. 
ever your application: air condition- Very often we're called in to help 
ing, refrigeration, ventilation, oil heat- solve a control problem and the solu- 
ing, gas heating and cooking — tion invariably turns out to be a 
scores of “years ahead” controls are strong competitive advantage for the 
immediately available from nearby customer. To have the last word in 
stocking jobbers. In the refrigeration competition, call in A-P, the first 
diiiesiuatne Grcmatin ees and air-conditioning field alone — _ name in quality controls. 
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WHAT THE ASSOCIATIONS ARE DOING 





Kalamazoo 


'* “i et 
KALAMAZOO association’s officers for 1958 are (I to r) 
E. J. French, Myron A. Rice, Corwin Carter and Harold 


Guernsey 


How Standards for Rating Heating Systems can help to 
provide better pricing levels among competing dealers 
was the topic of the Kalamazoo Sheet Metal. Roofing. 
Heating and Air Conditioning Contractors’ Association 
at its November meeting. The subject was covered by 
Clyde M. Barnes, editor, American Artisan. The meeting 
also was election night for 1958 officers. Re-elected for 
a second term as president was Harold Guernsey, Guern- 
sey and Jones Warm Air Heating Co. The new vice pres- 
ident is Corwin Carter. Carter Sheet Metal and Heating 
Co. Remaining as secretary is E. J. French, Kalamazoo 
Heating and Appliance Co. R. A. Nipe, who has been 
treasurer for the past five years, asked to be replaced and 
his successor is Myron A. Ric Ke Myron A. Rice Electrical 
and Heating Contractors. 

From Detroit came Jay Biddle, executive secretary. 
Michigan Heating and Sheet Metal Association, to de- 
scribe the program now being planned for the state asso- 
ciation’s annual convention scheduled for February 20- 
21, 1958, at the Pantlind Hotel, Grand Rapids. He also 
pointed out how the state association has adopted a set of 
bylaws that makes it possible to quickly recognize and 
take action to solve problems faced by the membership. 

He specifically mentioned the work now underway to 
pass legislation to protect dealers from the trend of some 
wholesalers, normally outside of the heating and cooling 
field, to buy equipment at the wholesalers’ price and then 
sell it directly to the public with very little markup. This 
practice, he said, was unfair because the buyer of such 
equipment had no recourse in case of malfunctions. Also, 
the buyer was deprived of the services of the skilled in- 
staller. It is the state association officer's intention to ask 
for legislation to stop such unethical practices. 


In pointing out how the Standards for Rating Heating 


Hears the Standards Story 


COMPARING the association's new code with Artisan’s 
standards are (1 to r) John DeHaan, Louis Andrus, Wal 
ter Springer, R. A. Nipe, Glen Rynbrand 


Systems could help elevate the price level in a community. 
Mr. Barnes described the technical background of articles 
that were used to establish the 12 points upon which a 
heating system should be rated. Next. he described the 
pretesting of the standards card as a sales tool and how 
the special 16 page instruction section was written to help 
dealers use the standards ( ard to sell. 

Following this background information. Mr. Barnes 
said, “The buying public has never had a reliable means 
whereby they could wisely select the installer of the heat- 
ing system they buy. This period is now in the past 
the standards card now makes it possible for the prospect 
to ask about 12 important points that they never knew 
existed before.” To emphasize this point, the experience 
of a Rockford, IL. dealer was related. The Rockford 
dealer was bidding against three other dealers and his’ 
price was $210.00 higher than the next bidder. It was the 
Standards for Rating Heating Systems that persuaded the 
prospect to favor “advantages and comfort” over price. 

To help dealers take the standards story to the public. 
a number of examples were given. The Milwaukee Sheet 
Metal Contractors’ Association’s newspaper advertising 
program, individual dealer newspaper advertising, direct 
mail, showroom and display window advertising. hand- 
outs at home shows and fairs and cold canvass calls. 

After hearing the many ways that may be used to up 
vrade a heating sale. the Kalamazoo association’s officers 
decided to look into ways whereby the association could 
undertake a cooperative advertising program to tell pros- 
pects how to properly purchase a heating system and who 
the members of the association are, and to let the public 
know that the association subscribes to the conditions 
spelled out in the Standards for Rating Heating Systems. 


(More association news on page 82) 
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Saves $100 maintenance costs. 


Mr. Edward Staubitz, 
Treasurer of the Staubitz Sheet 


Metal Works, Cincinnati, 
says this about SKIL tools: “When we were shown a SKIL 
Model 852 Disc Sander, we were told to burn it up if we 
could. We tried but to no avail. With top usage our records 
show we saved over $100 on six SKIL sanders over the same 
period with other models. Our costs dropped 5 to 1.” 


SKIL Saw pays for itself. “Our SKIL Model 77 Saw paid 
for itself on the first job of metal cutting,’ says Mr. Green- 
way, superintendent of the Alpha Tank and Metal Manu- 
facturing Co., St. Louis. ‘It completed the job four times 
faster. We use it to cut aluminum, copper and other ma- 
Cuts are required in all sizes and shapes. Our 
SKIL saw definitely is the handiest tool in the shop.”’ 


terials. 


MECHANICAL CONTRACTORS 


SAVE with 


Saves servicing. West Brothers Sheet Metal Works, At 
lanta, have used SKIL tools for 25 years in their shop. Mr 
J. Hoyt West says, ‘We standardize on SKIL drills because 
they pack power for the toughest assignments. We have had 
our present SKIL Model 75 drills for over a year. Although 
they have had days of rough assignments 


far above their 
recommended use 


we have yet to have them serviced.”’ 


SKI 


PORTABL TOOLS 


Made only 


by SKIL Corporation, Chicago 30, 
Illinois. Factory branches in ¢ 


l leading cities 
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Send for 
FREE booklet 
on power tools 


SKIL Tools 


SAVE with NEW %” Model 80 DRILL. All-new design: 
shorter, narrower—one pound lighter! New power for fast 
drilling on the toughest jobs. No matter what you have to 
drill, cut, sand or grind, there’s a SKIL tool to do the job 
faster, better, cheaper. Let your SKIL distributor show 
you why. Let him show you the speed, power, versatility 
and ease of handling of all SKIL power tools. 


SKIL Corporation, AAT-127 
5033 Elston Ave. 
Chicago 30, Illinois 


In Canada: 
3601 Dundas Street West 
Toronto 9, Ontario 
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(Continued from page 80) 


Chicago Area Welcomes Record Number 
Of New Sheet Metal Journeymen 


GRADUATION OF 63 sheet metal apprentices to the status 
of journeymen Oct. 24 marked the first time in several 
years that the number of new journeymen comfortably 
surpassed the estimated count of workers departing from 
the field in the Chicago area, according to observers at 
the fourth annual graduation exercises of the Sheet Metal 
Workers’ International Association Local 73. The local 
serves Cook and Lake counties, IIl. 

While Asiatic flu kept a number of the apprentices 
away from the banquet and exercises at the local’s head- 
quarters, most of the graduates were on hand for the 
advice and predictions of trade association members, con- 
tractors. government officials, trade school and union 
representatives. 

Master of Ceremonies James T. Tracy, secretary of 
the Joint Arbitration Board and Joint Apprenticeship 
Committee. welcomed the graduates into the ranks, em- 
phasizing the importance of cooperation between sheet 
metal workers and their employers, themselves, and other 
trades. He cited a history of strike-free relationships be- 
tween the contractors and sheet metal workers, and 
pointed to the commendable spirit of cooperation among 
the 19 building trades affiliated with the Chicago Build- 
ing and Construction Trades Council. 

Mr. Tracy extended an invitation to the new journey- 
men to come to union officials and members with their 
problems and suggestions. 

This theme of cooperation was continued by A. H. 
Cronin, president of SMWIA Local No. 73, who attrib- 
uted the impressive number of amicable agreements over 
the years to the high caliber of the contractors and union 
representatives in the Chicago area. He told the graduates 
to maintain this spirit of cooperation by remembering 
their own training and helping out the new = ap- 
prentices, and by enlisting the aid of employers and 
trained union business agents if trouble should arise 
with another trade. 

Stanley L. 


Federation of Labor. applauded the progress of the Joint 


Johnson. secretary of the Illinois State 


Apprenticeship Committee. and advised apprentices of 
their responsibilities to the union and employers. He 
traced the labor movement from its inception to the 
present. Mr. Johnson closed with the reminder that 
every effort should be made to settle jurisdictional dis- 
putes via discussion rather than demonstration. 

S. V.. chaplain for the 
Chicago Building and Construction Trades Council. who 


Rev. Joseph L. Donahue, C. 
delivered the invocation, urged the new journeymen to 
take advantage of the benefits now available to provide 
for their families and uphold the standards of labor. 


The graduation exercises are sponsored by the Joint 
Apprenticeship Committee, which represents the local 
sheet metal contractor groups from the Chicago area: 
the Ventilating and Air Conditioning Contractors’ As- 
sociation of Chicago, Sheet Metal Contractors’ Associa- 
tion of Greater Chicago, the Air Conditioning Contrac- 
tors’ Alliance and the Blow Pipe and Dust Control In- 
dustry of Chicago. Edward Stahler is chairman. The 
program was preceded by a cocktail hour and dinner at- 
tended by all graduating apprentices, their employers, 
representatives from the United States Department of 
Labor, Bureau of Apprenticeship and Training, and in- 
structors from Washburne Trade School where the five 


year apprentice program is conducted. 


Develop Canadian Training Manual 


A NEW MANUAL for the use of sheet metal instructors in 
Canada has been developed through the cooperation of 
the National Warm Air Heating and Air Conditioning 
Association of Canada and the teachers of the Sheet Metal 
Section of the Ontario Educational Association. The 
manual will aid instructors in teaching the latest develop- 
ments and requirements of the heating industry and the 
basic principles in the design of heating and cooling sys- 
tems. . 

Unit One of the manual deals with principles that are 
applied in the calculation of heating loads. Additional 
units will be published later to deal with the fundamen- 
tals and principles for the design of winter, summer and 
year ‘round air conditioning systems. 

The manual will be used for one year and then will be 
up for review and revision. Copies can be obtained 
through the association office, 4195 Dundas St.. W.. 
Toronto 18, Ontario. 


Kansas City Discusses Cost Problems 


SEVERAL MEETINGS have been held by members of the 
Sheet Metal and Air Conditioning Contractors Association 
of Greater Kansas City to discuss the problems of figur- 
ing costs as a basis for estimating. By sharing methods. 
the meetings aim at helping dealers to figure all costs and 
their true overhead in making an estimate. 

The association announced that its ventilation com- 
mittee will be reactivated with the intention of holding 
separate meetings for those interested in this particular 
field. A chairman and a committee will be appointed in 
the near future. 


(Continued on page 84) 
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Typical installation of an 
Anemostat High Velocity Under-the- 
Window unit in a classroom. 











How to deliver 


high velocity air to schoolrooms 


Shown here are two ways of using the Anemostat All-Air there is no need to break through the outside of the 
High Velocity system of draftless air distribution for building for prime air make-up. This eliminates grilles, 
heating and ventilating schools. Under-the-Window units dampers, possibility of leaks. 

(above) are the most practical for colder climates. Corridor @ The Anemostat All-Air HV system can be simply in- 
distribution (below) is preferable in warmer climates. stalled by the sheet metal trades. No supply or return 
pipes are required. Units are quiet, 

need a minimum of maintenance 


Advantages: from custodians. 


e All-Air High Velocity units require smaller than con- For latest data on All-Air High 
ventional ducts, thus save space and money. Velocity units, write on your business 
e All-Air HV units can be used for individual or zone letterhead for new Selection Manual 60 
control, in single or dual duct installation. to Anemostat Corporation of America, 
@ Since air is supplied from the main equipment room, 10 E. 39 Street, New York 16, N. Y. 


Diagrammatic layout shows 
corridor distribution of 
high velocity air for 

wing of school. 


8” |\WPSL-/0O ANEMOSTAT WIGH VELOCITY 
320 CFM LACH 
— 20°X 4° \EXWAUST AREOISTERS -7WO PER ADOM 
4@O CEM EACH 
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(Continued from page 62 


Heating Standards Discussed in Indiana 


ARTISAN’S Standards for Rating Heating Systems and 
how they are being used throughout the country was 
the main subject covered at the autumn meeting of the 
Sheet Metal and Warm Air Heating Contractors Associa- 
tion of Indiana. The meeting was held in Gary, Oct. 18 
with the Lake County Sheet Metal and Warm Air Heat- 
ing Contractors Association acting as host. 

A board of directors meeting preceded the district 
meeting. Among the business conducted at the board 
meeting was the hiring of a new executive secretary to 
replace Frank E. Anderson, who has been executive sec- 
retary for the association for 30 years. Mr. Anderson 
has asked to be replaced because of health reasons. The 
new secretary is Ed Lewis, an Indianapolis attorney. Mr. 
Anderson will remain as advisor to the association until 
after the 1958 convention, scheduled for Feb. 6-7 at 
Hotel Severin. Indianapolis. 

Association work is not new to Mr. Lewis, who has 
been executive secretary for a group of Indianapolis 
electrical contractors and editor for four years of a week- 
ly bulletin published by the Indiana Building Congress. 

The board of directors also took steps that will aid 
local associations in getting heating codes and enforcing 
ordinances passed. A committee has been formed that 
will draw up a model ordinance and code and whose 
responsibility it will be to work directly with local com- 
mittees to obtain political support for the code. 

At the opening of the evening meeting, President 
Donald S. McCloskey expressed appreciation of the work 
done by the trade press in aiding dealers and contractors 
of Indiana to conduct their businesses in such a mannet 
as to meet competition from outside sources and to pro- 
mote the prestige of the industry. Mr. McCloskey called 
representatives of the three trade papers to the platform 
and presented engraved plaques to each. 

The plaque presented to Clyde M. Barnes. editor, 
American Artisan, read, “Presented to American Artisan. 
for outstanding service and contributions to our industry 
and for loyal support of our association, October 18, 
1957, Sheet Metal and Warm Air Heating Contractors 
of Indiana.” The plaque is in the shape of a shield 9 
in. wide and 11 in. deep. 

In outlining the importance of the trade press in the 
development of the industry, Mr. McCloskey said that 
every segment of the industry profited by the work done 
by the publications. He specifically named manufacturers 
and wholesalers as two of the groups that were able to 
reach into every business through the advantage of the 
printed word. Mr. McCloskey said that in his organiza- 
tion the company paid for subscriptions for each key 
member of the company’s management team. 

He advised those who head other company manage- 
ment staffs to haye their copy of the publication ad- 
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STANDARDS for Rating Heating Systems was the sub 
ject discussed at the Indiana state association district 
meeting. Features of the rating card are reviewed by 
(1 to r) Merle Daily, H. W. Meggs, Clyde Barnes, Chas 
Buck and Don McCloskey 


dressed to their home. as he does. so that the magazine 
could be read without interruption. He also recommended 
that all other copies of the magazine be addressed to 
the office for use as a reference volume and that the 
extra copies could be passed along to employees. 

How the industry has responded to American Artisan’s 
campaign to upgrade heating installations and add a 
fair profit to each sale at the dealer level was reported 
by Clyde M. Barnes, editor, American Artisan. Mr 
Barnes outlined the background of the Standards for 
Rating Heating Systems, pointing out that a series of 
19 articles authored by Professor S. Konzo that began 
in the February 1955 issue of American Artisan pro 
vided the technical background necessary to evaluate the 
performance of heating systems. In his series of articles. 
Professor Konzo showed how heating systems could be 
designed to meet the higher classifications by using the 
procedure recommended in the National Warm Air 
Heating and Air Conditioning Association technical 
manuals. 

The development of this information into a sales tool 
that would aid dealers was published in the July 1957 
Artisan and became known as the standards. The stand- 
ards were published on a card which classifies perform- 
ance of heating systems as “Good.” “Fair,” or “Poor”. 
\ 16-page spec ial section described the many ways 
these standards could be used at the dealer level to sell 
the “good” system against lower priced and poorly per- 
forming types of systems. 

Since July American Artisan was received by dealers 
there have been over 35,000 reprints ordered for local 


(Continued on page 86) 
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distribution. Dealers have used them as direct sales 
pieces, as mailing inserts, in newspaper advertising, for 
radio and television spot announcements, show room dis- 
play pieces, and to sell home builders. Wholesalers have 
used them as dealer training program guides, as real 
estate board handouts, as direct mail pieces for dealers 
and for helping dealers in their sales programs. 

Manufacturers have included portions of the standards 
campaign in their advertising programs for 1958 and 
have mailed copies of the 16-page special section to 
dealers suggesting that they follow the outline described. 

One city heating inspector has purchased copies of 
the standards and issues one to each person obtaining a 
building permit from his office. 

Local associations have conducted extensive advertis- 
ing campaigns urging the public to use the standards 
when purchasing a heating system. 

Thus, a summary of the standards campaign was made 
by Mr. Barnes as he pointed out that the card, Standards 
for Rating Heating Systems, is a sales tool that the warm 
air heating dealer has needed for a long time and a sales 
tool that can be used for a long time to come. 


OHI Board to Meet in Milwaukee 


A MEETING of the board of directors of the Oil Heat In- 
stitute of America will be held Jan. 15-17 in Milwaukee, 
Wis. J. B. Resek, president, said that the first day will be 
devoted to a dealer-management conference. On the fol- 
lowing day, division section and committee meetings will 
be held. The board will meet in the morning on the final 
day. 

The board will discuss the proposed OHI installation 
standards. The standards committee met in Chicago on 
Nov. 20-21 to review the proposed standards. 

Meanwhile, G. M. Marin, chairman of the OHI Ex- 
position committee, reported that in the first month after 
the initial announcement more than 56 percent of the 
floor space for the 22nd National Oil Heat and Air Con- 
ditioning Exposition had been reserved. The exposition 


will be held in the New York City Coliseum, June 9-12. 


Sheet Metal Distributors Elect 


ATLANTIC City was the site of the 47th annual meeting 
of the National Association of Sheet Metal Distributors 
in October. Louis F. Demmler, Pittsburgh, Pa., was 
elected president for the coming year; A. B. Lewis, Col- 
umbus, Ohio, and J. J. Worley, Jr., Lynchburg, Va., vice 
presidents; and Conner Clapp, Louisville, Ky., and A. M. 
Roberson, Knoxville, Tenn., as members of the executive 
committee. 

At the convention a resolution was passed urging man- 
ufacturers to use simplified unit pricing, where goods are 
priced in the unit normally sold to the customer, elimina- 


ting a series of trade discounts. This practice reduces 
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considerable checking of invoices and is of great benefit 
in overcoming clerical errors. It is also of aid to those 
using machine accounting. 

A second resolution appealed to manufacturers to fol- 
low the catalog page specifications recommended by the 
association. This is quite helpful to distributors who pro- 
duce catalogs by the offset method. 

The association recently presented its first advertising 
award to a steel company to Armco Steel Corp., Middle- 
town, Ohio. Six major steel companies were considered 
in the final judging. The award will now become an an- 
nual event. 


Comfort Conditions Told at AC School 


NO piscoMForT is felt by 90 percent of the people, nor- 
mally clothed and at rest, in an environment which has 
a temperature of 75 F dry bulb and a relative humidity 
in the range of 45 to 75 percent, H. T. Gilkey, National 
Warm Air Heating and Air Conditioning Association, 
told those attending the Air Conditioning School spon- 
sored by the Cuyahoga County Sheet Metal Contractors 
Association in Cleveland, Ohio. 

Mr. Gilkey recommended designing comfort air condi- 
tioning systems for a dry bulb temperature within the 
conditioned space of 75 F and a relative humidity of 50 
percent to give customers conditions with which they will 
be satisfied. One problem in aiming at such a goal is the 
fact that potential customers often have mistaken, but 
firmly held, ideas about temperatures which seem com- 
fortable. They will swear that all they want is to hold 
their house 5 deg cooler than outdoors, but will complain 
long and loud when they can’t maintain 78 F on a 100 
F day. 

Mr. Gilkey is one of a series of top speakers who will 
address sessions at the school. The 14-week program was 
planned by Joe Knight, chairman of the education com- 
mittee. Instructors for the course are R. P. Kolanz and 
A. G. Schwenk. Enrollment is limited to 21 students. 

The first hour of each class meeting is devoted to a 
guest speaker and the second hour to the particular sub- 
ject for the evening. Among the subjects covered are 
basic refrigeration, properties of air, heat gain, ventila- 


tion infiltration, selection of equipment, and estimating. 


Panel Discusses Grand Rapids Code 


A PANEL DISCUSSION was the feature of the November 
meeting of the Grand Rapids Heating Association. Two 
subjects were presented: the advisability of including in- 
stallation methods in the city heating ordinance and the 
type of ordinance which should be recommended for 
adoption by surrounding townships and municipalities. 
Richard Williamson, Clarence Blakeslee, Glen Hammond 


and Paul Bond were members of the panel. 


(Continued on page 88) 
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Oil Winter Air 
Conditioner. 
Burner and 
Refractory 
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wiring is done 
at the factory! 


Gas 
Counterflow 
Unit with 
front Panels 
removed. 
Connection of 
the gas line, 
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installation! 
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New MONCRIEF Winter Air Conditioners 


are YEARS AHEAD! 


Gas Fired — 75,000 to 
150,000 Btu Input! Oil Fired — 
78,400 and 112,000 Btu at 
Bonnet! Upflow and Counter- 
flow Models! More Compact! 
Factory Assembled and Wired! 
Heavy, 16 and 14-gauge Heat 
Exchangers! Rigid, 21-gauge Cabinets! 
Attractive, Advanced Styling! 
More Competitive in Price! 


MONCRIEF Lets You Spend Your Time PROFITABLY! 


If you want to devote more time to increasing sales 
and installations, instead of shopping around for 
“bargains”, unload your shopping chores on your 
Moncrief Wholesaler. The competitive prices he has 
on the complete Moncrief line make every Moncrief 
unit an everyday bargain! 


When you shop the Moncrief way, you just pick up 
the ‘phone and make one call, or make one stop at 
your Moncrief Wholesaler’s. He can give you prompt 
delivery of the right size and type of Moncrief Furnace 
or Air Conditioner — and Pipe, Fittings, Plenums — 
everything you need for better installations. And you 
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will eliminate the necessity of carrying any stock in 
order to enjoy lower prices. 

You will also save installation time and reduce 
eall-backs to a minimum when you standardize on 
Moncrief. Moncrief equipment is designed and built 
by an old-line organization of heating experts. Further- 
more, Moncrief has been outstanding for over 60 years 
with the kind of rugged construction that results in 
service-free performance. 


If you have been working for wages instead of for 
profits, now is the time to get in business with your 
Moncrief Wholesaler. Call, today! 
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Air Outlet Streaking Discussed 


THE PROBLEM of streaking and smudging around air out- 
lets is discussed in Bulletin No. 50 issued by the Air Filte1 
Institute. The Institute notes that little effort has been 
made to treat the problem in its entire scope. The bulletin 
discusses two sources of the dirt, the primary air stream 
and the secondary or induced air streams. 

The prim: air stream contains dirt from imperfect 
filtration anu accumulated deposits in the ducts. In solv- 
ing the problem of dirt from this source dealers should 
specify the most efficient type of filtration obtainable 
within the economic limits of the job. The filters should 
be installed in accordance with manufacturer's recom- 
mendations. Blowers should never be operated unless 
filters are in place. Filters should be properly maintained 
and serviced and ducts cleaned periodically. 

Secondary air streams within the room carry dirt from 
the occupied areas and deposit it near the opening. Of 
course, the cleaner the space being supplied by the open- 
ing the less chance of dirt from this source being de- 
posited. To help control such air movements, outlets 
should be sized for moderate neck velocities. The quantity 
of air handled by each outlet should be moderate. When 
in doubt, a greater number of smaller outlets of moderate 
velocity and quantity is the most reasonable approach. 

The bulletin notes that perfect control of such dirt is 
not always possible. Frequent cleaning with a vacuum 
cleaner of ceilings and outlets is recommended as an eco- 


nomical means of control. 


IHACI Launches Five Point Program 


FIVE MAIN AREAS of activity will be emphasized in the 
near future by the Institute of Heating and Air Condi 
tioning Industries, Southern California trade group. This 
five point program includes: municipal and state codes 
and ordinances, industry education, a renewed Federal 
Housing Administration and Veterans Administration 
program, development of the organization’s publication, 
Institute News, and promotional programs for the benefit 
of the industry. 

Primary emphasis will be first placed on the education 
program which is supported by the Southern California 
Stamp Plan. The sale of stamps is now entering its sec- 
ond year. Funds raised have been used for brochures, 
newspaper and radio advertising, and for the Institute on 


Environmental Control held in September. 


Ohio Apprenticeship Meeting Held 


INTEREST in the importance of apprenticeship training 
was displayed by the attendance of more than 600 at the 
seventh annual Ohio Apprenticeship Conference. Many 
trades were represented and held their own separate meet- 


ings. 


In the sheet metal trades, Cleveland reported having 
165-175 apprentices; Youngstown, 52: Dayton, 60; Cin- 
cinnati, 120; Canton, 28; Toledo, 100; Columbus, 71. 
and other districts, 100. 

Features of the various local programs were discussed 
\ wide difference was reported in the rate of pay for in 
structors and how the cost of instruction was paid. 

It was pointed out that joint apprenticeship committees 
must be more watchful of training on the job and in the 
classes and better records should be maintained. A more 
careful selection of apprentices through tests and a check 
of references was cited as a key to lower turnover. 

A report on journeyman training indicated that it is 
most successful where a deposit and tuition fee are 
charged. High attendance and passing grades should be 


required for the return of the deposit. 


Alabama Announces New Program 


WHAT IS CALLED “the most ambitious program this asso- 
ciation has ever attempted” was announced by the Roof 
ing. Sheet Metal. Heating and Air Conditioning Con- 
tractors Association of Alabama. President Emory Cun- 
ningham outlined the program at a meeting of the board 
of directors. 

To aid in carrying out the enlarged plans, Ben M. 
Johnson, Birmingham, was appointed as the organiza- 
tion’s first full-time executive secretary. He succeeds Fer- 
ris S. Ritchey. Jr.. who had filled the position on a part 
time basis and who resigned on Sept. 1. Mr. Ritchey will 
continue to serve as executive secretary for the Birming 
ham chapter and as legal advisor for the state organiza- 
tion. 

The newly announced program calls for a minimum of 
100 dealer members and 25 associate members by next 
June. Also planned are an air conditioning school and a 
self insurance program 

Committee chairmen are as follows: Jim Pearson. in 
Herbert Lane. legislative: Dennis Monroe, ap 


prenticeship: Harry Hahn, me mbership. and L. E. Snow 


surance > 


den. ad\ sory. 


Toledo Changes Dues Requirements 


By A UNANIMOUS VOTE the executive hoard of the Toledo 
Heating and Air Conditioning Contractors Association 
agreed to reduce the dues and entrance fee required of 
a licensed contractor who does not employ more than on 
man. 

The association’s secretary. E. W. Defries. said that 
there is evidence that an undetermined amount of work 
in the city and county is being illegally installed. This 
is due, he said. to the lack of inspectors. He asked all 
members to report any cases which come to their at 
tention where it appears the installer is not licensed 


(Continued on page 90) 
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the Whole truth 


The truth, the whole truth and nothing but the truth 
requires that we pass along to you the one disadvantage 





of the gentle Thermo-Base system of air distribution. 


Yes, in fact, in all fairness to those of your prospective 
buyers who own a dog, you should forewarn them that 
there will be a few days of frustration . . . the dog will no 
longer know where to go for his siesta . . . the places he 
always avoided are suddenly as cozy as his former fa- 
vorite spots. He will seem confused for a while. He may 
never understand the reason for the complete disappear- 
ance of drafts, but, like the master of his house 
volo] a Mm lohd-mmn lal- Mee alelale (=a bmn al | i a-1310)a-S all-me lelh lalla alllastola 
nature MuaalolaM | Melele MM ol-t mi sal-lale, elute MM Mal-Taantord stolt- 
is America's greatest comfort discovery 


ats) will 


e 


GERWIN INDUSTRIES, INC. 


STANDARD MODEL GLASS WALL MODEL 
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WITH THE ASSOCIATIONS 





Agree on Gas Fittings in Dayton 


AN ATTEMPT to prevent heating dealers from connecting 
gas fittings incidental to a furnace installation was de- 
feated in the Dayton area recently. The plumbing board 
in the suburb of Kettering, consisting of the city engi- 
neer, the building inspector and two private plumbers, 
decided that these gas fittings were plumbing and denied 
permits to heating dealers saying that they should have a 
plumber’s license. 

Rowan Greer appeared before the city council to pre- 
sent the heating dealer’s side of the case. He explained 
that area definitions of plumbing do not include the gas 
fittings for connecting a furnace. He pointed out that a 
heating man may be competent to install the gas fittings. 
but unable to pass a plumber’s examination which in- 
cludes many other phases of pipe work. He pointed out 
that all furnace men licensed by Dayton have been given 
examinations to determine their ability to connect gas 
fittings. 

The council resolved to instruct the plumbing board 
that the council did not intend to restrict gas fittings ex- 
clusively to plumbers and that licensed heating men 
should be permitted to do this work. 

A long standing suit in a local court has asked for a 
final decision on this controversy. But until the court 


decides. the issue apparently is settled. 


Announce Second Group of Schools 


THE SECOND GrRouP of the 13th annual Oil Heat Service 
School presented by the Oil Heat Institute of New Eng- 
land will begin the week of Jan. 6-10 at various locations. 
The course will be presented at Cambridge, Framingham, 
Fall River, Quincy, Mass., and Providence, R. 1. The 
course is scheduled for a different night in each town 
and continues for ten weeks. 

Instructors include: I. M. Nelson, Floyd O. Robison, 
John Johnsonbaugh, FE. M. Garrison, Robert Bard, R. W. 
Sarkel and E. F. Swade. 

A third set of courses will start March 17 in various 
cities in western Massachusetts and Connecticut. For 
Sutherland, director 
of education, Oil Heat Institute of New England, 839 


Beacon St.. Boston 15, Mass. 


further information, write Ivan C. 


Reveal Details of OHI’s PR Program 


A NATIONAL PROGRAM of public relations designed to 
create the most favorable conditions possible for the mar- 
keting of oil-fired equipment and the profitable expansion 
of the industry has been inaugurated by the Oil Heat In- 
stitute of America. 

The program is aimed at securing favorable publicity 
for the industry through the nations’ newspapers, populat 


magazines, trade publications and on radio and television. 
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(Continued from page 88) 


Typical stories will deal with tips to customers on how 
to reduce fuel bills, how the degree day system works. 
new developments in oil heating equipment, pertinent 
data demonstrating the cleanliness of oil heat. and other 
subjects. 

The program is administered by the headquarters office 
in New York City and is under the policy guidance of 
OHIs public relations committee headed by Frank R. 
Brophy. A professional public relations counsel has been 
retained to aid in development of the program. 

Local chapters have been asked to appoint public re- 
lations representatives. Special news and feature material 
will be prepared for the chapters to send to local papers 
and radio or television stations. Other material will be 


sent out directly from OHI headquarters. 


IHACI Sponsors Training Courses 


FOR THE THIRD YEAR courses in elementary and _ ad- 
vanced heating, air conditioning. ventilation and sales are 
heing sponsored by the Institute of Heating and Air Con- 
ditioning Industries in Southern California schools. The 
training program follows the regular school year and is 
divided into semesters. 


The classes. which began in September. are held in 
the evening. Loc ations for the courses are Los Angeles 
Trade Technical Junior College. Van Nuys Valley Junior 
College. Mt. San Antonio Junior College in Pomona. 
Glendale High School, and Pasadena City College. 
Certificates of achievement are awarded by ITHACI to 


those who successfully complete the entire course. 


Credit Covered at Detroit Meeting 


THe NOVEMBER MEETING of the Detroit Warm Air Heat- 
ing Association heard a talk on Credits and Collections 
by Herbert Broklebank, Michigan Merchants Credit Asso- 
ciation. Members were told of the importance of getting 
advance credit information on a prospect before starting 
a job. 

Nominations for new officers were ace epted at the meet- 
ing. Official ballots will be printed and mailed to each 
member. 


Plan Certified Program for Minneapolis 


PLANS are moving ahead on the development of a Certified 
Heating Program by the Air Conditioning and Heating. 
Roofing and Sheet Metal Association of Minneapolis. At 
a recent regular meeting of the domestic section of the 
association. time was devoted to clarifying the guide for 
the program. Inspection procedures are among the few 
details which must be worked out. Serving on the com- 
mittee developing the program are Ronald Blank. Olaf 
Nelson and John Borry. 


(Coming Events on page 9°?) 
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FIRST Unit heater to project warm air down, for- 
ward, and to the sides. 


FIRST with top-mounted fan and unique “open top” heat 
exchanger. 


FIRST with BOTH concealed fan and completely enclosed 
controls. 


FIRST Unit heater which can be ducted to use 100% out- 
side air for combustion. 


FIRST adapted for group or battery installations of several 
units using same piping, wiring and vent. 


GENERAL GAS LIGHT CO. * Kalamazoo, Michigan 


Originators of Gas Unit Heaters 


Front Front and Bottom Sides and Sides and 
Discharge Bottom Discharge Discharge Bottom Discharge Front Discharge 
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gas fittings incidental to a furnace installation was de- 
feated in the Dayton area recently. The plumbing board 
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A long standing suit in a local court has asked for a 
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School presented by the Oil Heat Institute of New Eng- 
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and continues for ten weeks. 
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A third set of courses will start March 17 in various 
cities in western Massachusetts and Connecticut. For 
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of education, Oil Heat Institute of New England, 839 
Beacon St., Boston 15, Mass. 


further information. write Ivan C. 


Reveal Details of OHI’s PR Program 


A NATIONAL PROGRAM of public relations designed to 
create the most favorable conditions possible for the mar- 
keting of oil-fired equipment and the profitable expansion 
of the industry has been inaugurated by the Oil Heat In- 
stitute of America. 

The program is aimed at securing favorable publicity 
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to reduce fuel bills, how the degree day system works. 
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data demonstrating the cleanliness of oil heat. and other 
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The program is administered by the headquarters oflice 
in New York City and is under the policy guidance of 
OHDs public relations committee headed by Frank R. 
Brophy. A professional public relations counsel has been 
retained to aid in development of the program. 

Local chapters have been asked to appoint public re- 
lations representatives. Special news and feature material 
will be prepared for the chapters to send to local papers 
and radio or television stations. Other material will be 


sent out directly from OHI headquarters. 


IHACI Sponsors Training Courses 


FOR THE THIRD YEAR courses in elementary and ad 
vanced heating, air conditioning. ventilation and sales are 
being sponsored by the Institute of Heating and Air Con- 
ditioning Industries in Southern California schools. The 
training program follows the regular school year and is 
divided into semesters. 

The classes, which began in September. are held in 
the evening. Locations for the courses are Los Angeles 
Trade Technical Junior College. Van Nuys Valley Junior 
College. Mt. San Antonio Junior College in Pomona. 
Glendale High School. and Pasadena City College. 

Certificates of achievement are awarded by [THACI to 


those who successfully complete the entire course. 


Credit Covered at Detroit Meeting 


THe NOVEMBER MEETING of the Detroit Warm Air Heat- 
ing Association heard a talk on Credits and Collections 
by Herbert Broklebank, Michigan Merchants Credit Asso- 
ciation. Members were told of the importance of getting 
advance credit information on a prospect before starting 
a job. 

Nominations for new officers were accepted at the meet- 
ing. Official ballots will be printed and mailed to each 
member. 


Plan Certified Program for Minneapolis 


PLANS are moving ahead on the development of a Certified 
Heating Program by the Air Conditioning and Heating. 
Roofing and Sheet Metal Association of Minneapolis. At 
a recent regular meeting of the domestic section of the 
association, time was devoted to clarifying the guide for 
the program. Inspection procedures are among the few 
details which must be worked out. Serving on the com- 
mittee developing the program are Ronald Blank, Olaf 
Nelson and John Borry. 
(Coming Frents on page 9?) 
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FIRST Unit heater to project warm air down, for- 
ward, and to the sides. 


FIRST with top-mounted fan and unique “open top” heat 
exchanger. 


FIRST with BOTH concealed fan and completely enclosed 
controls. 


FIRST Unit heater which can be ducted to use 100% out- 
side air for combustion. 


FIRST adapted for group or battery installations of several 
units using same piping, wiring and vent. 


GENERAL GAS LIGHT CO. * Kalamazoo, Michigan 


Originators of Gas Unit Heaters 


MOST ADAPTABLE UNIT HEATER EVER DESIGNED 


Front Front and Bottom Sides and Sides and 
Discharge Bottom Discharge Discharge Bottom Discharge Front Discharge 
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January 


Jan. 19-23—National Association of Home 
Builders, annual exposition. Conrad Hilton 
and Sherman Hotels and the Coliseum, 
Chicago. John M. Dickerman, executive 
director, 1625 L St., N.W., Washington 
6, D.C. 


Jan. 27-29 — American Society of Heating 
and Air-Conditioning Engineers, 64th an- 
nual convention, Pittsburgh, Pa. A. V. 
Hutchinson, executive secretary, 62 Worth 


St., New York 13. 
February 


Feb. 2-5 New York State Sheet Metal, 
Roofing and Air Conditioning Contractors’ 
Association, annual convention. Van Curler 
Hotel, Schenectady, N.Y. Clarence J. 
Meyer, executive secretary, 569 Genesee 


St., Buffalo 4, N.Y. 


Feb. 6-7—Sheet Metal and Warm Air Heat- 
ing Contractors’ Association of Indiana, 
40th annual convention. Hotel Severin, 
Indianapolis, Ind. F. E. Anderson, execu- 
tive secretary, 439 S. 17th St., Terre Haute. 


Feb. 10-12 — Sheet Metal Contractors As- 
sociation of Illinois, annual convention. 
Pere Marquette Hotel, Peoria. Jay E. 
Harms, secretary, 1619 N. Sheridan Rd., 
Peoria. 

Feb. 17-20 —— Seventh Annual Industrial Ven- 
tilation Conference. Kellogg Center, Michi- 
gan State University, East Lansing, Mich. 
James C. Barrett, Michigan Dept. of 
Health, Lansing 4, Mich. 


Feb. 20-21 Michigan Heating and Sheet 
Metal Association, annual convention. Pant- 
lind Hotel, Grand Rapids. N. J. Biddle, 


secretary, 3035 E. Grand Blvd., Detroit 2 


Feb. 20-22—Sheet Metal and Roofing Con- 
tractors’ Association of Minnesota, annual 
convention. Hotel Duluth, Duluth. Richard 
Grant, executive secretary, 867 Grand 
Ave., St. Paul 5, Minn. 


March 


Mar. 3-5—Ohio Sheet Metal Contractors’ 
Association, annual convention. Commo- 





Coming Events 


dore Perry Hotel, Toledo. Don Dieterle, 
chairman, 2112 Maplewood, Toledo 6. 


Mar. 4-5—National Warm Air Heating and 
Air Conditioning Association of Canada, 
manufacturers meeting and annual conven- 
tion. Seaway Hotel, Toronto. J.D. Grant, 
chairman, Honeywell Controls Ltd., Lea- 


side, Toronto, Ont. 


Mar. 10-12—Sheet Metal Contractors’ Asso- 
ciation of Wisconsin, annual convention. 
Hotel Schroeder, Milwaukee. Robert S. 
Schmieder, executive secretary, 8320 W. 
Bluemound Rd., Milwaukee. 


Mar. 27-30 — Southeast Trade Exposition 
sponsored by Sheet Metal, Roofing, Heat- 
ing, Air Conditioning Contractors’ Associ- 
ation of Georgia. Atlanta Biltmore Hotel, 
Atlanta, Ga. B. L. Noblitt, executive sec- 
retary, P. O. Box 1196, Augusta, Ga. 


Mar. 31 — Apr. 2 — Gas Appliance Manu- 
facturer’s Association, annual meeting. The 
Greenbrier, White Sulphur Springs, W.Va. 
H. Leigh Whitelaw, managing director, 
60 E. 42nd St., New York 17. 


May 


May 4-7 — Air Conditioning and Refrigera- 
tion Institute, annual meeting. The Home- 
stead, Hot Springs, Va. George S. Jones, 
Jr., managing director, 1346 Connecticut 


Ave., N.W., Washington 6, D.C. 


May 7 — Oil Heat Institute of New England, 
annual one-day convention, Hotel Sheraton- 
Plaza, Boston. Ivan C. Sutherland, director, 


02 


839 Beacon St., Boston 15. 


May 8-10 — Sheet Metal and Air Condition- 
ing Contractors’ National Association, Inc., 
annual convention. Eden Roc Hotel, Miami 
Beach. Joseph D. Wilder, executive secre- 
tary, 170 Division St., Elgin, Il. 


June 


June 9-13—Oil-Heat Institute, annual con- 
vention and exposition. Park Sheraton and 
Barbizon Plaza Hotels and the Coliseum, 
New York City. R.H.L. Becker, managing 
director, Oil-Heat Institute, 500 Fifth Ave.. 
New York 36. 
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=—FAST ACTION 


TYPE XL FANS. 


ciency. Universal discharge, 


Distinguished by advanced design, high effi- 
3 different interchangeable wheel 


types available, reversible for either clockwise or counter-clock- 


wise rotation witl 


rim or open type wheels. 
fabricated steel construction. Pressures to 18” SP. 


Rugged, tight, 
IMMEDIATE 


SHIPMENT on all standard Arrangement 1 and 9 fans. Ar- 


rangement 4 and 8 fans also promptly available. 


TYPE CI FANS. Proved performers in a wide range of services. 


Cast iron construction. 


Universal discharge, 2 different inter- 
changeable wheel types available, reversible for either clockwise 
or counter-clockwise rotation, 6 sizes, pressures to 24” SP. IM- 


MEDIATE SHIPMENT on all 


fans 


standard Arrangement 1 and 2 


\rrangement 4 and 8 fans also promptly available. 


CALL TODAY #l 


ALBANY, N. Y. 


ALBUQUERQUE, N. M. 


ATLANTA, GA 
BALTIMORE, MD 
BILLINGS, MONT 


BIRMINGHAM, ALA. 


BOSTON, MASS. 
BUFFALO, N. Y. 
CHARLOTTE, N. C. 
CHICAGO, ILL. 


SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES 


CINCINNATI, OHIO 
CLEVELAND, OHIO 
CORPUS CHRISTI, TEXAS 
DALLAS, TEXAS 
DAVENPORT, IOWA 
DENVER, COLO. 

DES MOINES, |OWA 
DETROIT, MICHIGAN 
FLINT, MICH. 
HARTFORD, CONN. 
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HOUSTON, TEXAS 
INDIANAPOLIS, IND. 
KALAMAZOO, MICH. 
KANSAS CITY, MO. 
KNOXVILLE, TENN. 
LITTLE ROCK, ARK. 


LOS ANGELES, CALIF. 


MEMPHIS, TENN. 
MIAMI, FLA. 
MILWAUKEE, WIS. 


MINNEAPOLIS, MINN. 
NASHVILLE, TENN. 
NEWARK, N. J. 

NEW ORLEANS, LA. 
NEW YORK, N. Y. 


OKLAHOMA CITY, OKLA. 


OMAHA, NEB. 
ORLANDO, FLA. 
PHILADELPHIA, PA. 


PITTSBURGH, PA. 
PORTLAND, ORE. 
RICHMOND, VA. 
ROCHESTER, N. Y. 

ST. LOUIS, MO. 

SALT LAKE CITY, UTAH 
SAN ANTONIO, TEXAS 
SAN FRANCISCO, CALIF. 
SEATTLE, WASH. 


SHREVEPORT, LA. 
SOUTH BEND, IND. 
SYRACUSE, N. Y. 
TOLEDO, OHIO 
TOPEKA, KAN. 
TULSA, OKLA, 
WASHINGTON, D.C, 
WICHITA, KAN. 


CLARAGE FAN COMPANY Kalamazoo, Mich. 


...dependable equipment for 


making air your servant 


IN CANADA: Canada Fans, Ltd., 4285 Richelieu St., Montreal 
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As in the 


Life & Casualty 
Tower 


Nashville, Tennessee 


get longer lasting ducts 


with Wheeling 
SOFIITE’ COP-R-LOY’ 


Galvanized Sheets 


The tallest commercial building in the Southeast, 
the Life & Casualty Tower, has one of the most 
modern air conditioning systems yet installed. 
And for the duct work of this ultra-modern 
building, over 50 tons of Wheeling sorTiT! 
Cop-R-Loy Galvanized Sheets were used. 

By using soFTITE Cop-R-Loy, the builders 
were sure of getting top value and quality in 
long-lasting, easy-working, good-looking gal- 
vanized sheets. 

For proof of sorTiTE Cop-R-Loy’s superior 
qualities and for full details, 
contact the nearest Wheeling 
warehouse or sales office. 





WHEELING CORRUGATING COMPANY 
WHEELING, W. VA. 


IT’S WHEELING STEEL 
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Ducts made of SOFTITE soFTITE Cop-R-Loy is 
Cop-R-Loy formeasily, easy to work, doesn’t 


wey, last longer. flake or peel. 


Architects: Edwin A. Keeble Associates Builders: J. A. Jones 
Construction Co. Sheet Metal Work: John W. McDougall Co. 


IMMEDIATE DELIVERY ON ALL STOCKED ITEMS FROM THESE WAREHOUSES: BOSTON, BUFFALO, CHICAGO, COLUMBUS, DETROIT, KANSAS CITY, 
LOUISVILLE, MADISON, MINNEAPOLIS, NEW ORLEANS, NEW YORK, PHILADELPHIA, RICHMOND, ST, LOUIS. SALES OFFICES: ATLANTA, HOUSTON 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


Heat Pump 


“WEATHERTRON” self-contained heat pump rated at 
General Electric Co., Weathertron 
Dept. Dept. AA, 5 Lawrence St., Bloomfield, NJ. 


> tons capacity 


Designed to heat and cool a three bedroom home, the 
unit supplements earlier model rated at 214 tons cool- 
ing capacity. Heat pump is slightly larger than aver- 


age room cooling units, according to the company. 


Power Roof Exhauster 


“GyYRA-FLOW” with backward curve wheel, designed 
for installations where noise must be considered—Chi- 
cago Blower Corp.. Dept. AA, 9867 Pacific Ave., 
Franklin Park, Ill. Blades are stainless steel or other 
alloys; the 1g in. blades are backed by 14 in. steel 
and are statically and dynamically balanced, engi- 
neered for vibrationless operation ranging from 830 
to 29.750 cfm. Base is constructed of structural angles 
and steel plates welded and braced with gussets. Rub- 
ber mountings are used at four points. Welded frame- 
work is in aluminum, galvanized iron, copper, stainless 


steel or other specified metal. Units are 2 to 3 ft high. 


Multi-Use Fiber Pads 


“Ny-SuL-Lort” nylon fibrous material for thermal 
insulation, cushioning and padding, and filtering 

Star Woolen Co.. Dept. 14, Cohoes, N.Y. Individual 
nylon fibers are welded together to form resilient 
“springs” in various degrees of stiffness and density. 
Product is said to resist most alkalies, alcohols and 
other compounds as well as flexing and abrasion. 
Springs form tiny cells which trap dead air for insula- 
tion; they are stable yet flexible enough to fit various 
shapes; they are light in weight and low in moisture 
content. For equipment padding and mounting, ma- 


terial yields gently to compression, then bounces back 


AMERICAN ARTISAN, DECEMBER 1957 


when weight is removed; welded springs do not shift. 
so load is distributed uniformly; dimensional stability 
permits absorption of vibration. Tiny pores trap 
suspended particles in air or gas stream for effective 
filtering, the company states. 


Ring and Circle Shear 


Movet 33 RC ring and circle shear with fingertip 
control and power downfeed—Niagara Machine & 
Tool Works, Dept. AA, 637-697 Northland Ave., Buf- 
falo 11, N.Y. Unit has capacity of 14 in. mild steel. 


Power downfeed drives upper cutter down into ma- 
terial automatically as cut progresses; cutter descent 
can be stopped at any depth, limit switches prevent 
overtravel of cutter, permitting cut to be started with- 
in or at edge of the sheet. Self-compensating circle 
arm automatically maintains true center; adjusting 
crank positions the circle arm as needed for various 
diameters. 


Suspended Furnaces 


*“THREE-SIXTY DowNn-BLo” gas-fired overhead fur- 
naces with sealed combustion systems in which com- 
bustion air is drawn from outside through separate 
inlet duct—Norman Products Co., Inc., Dept. AA, 
1150 Chesapeake Ave., Columbus 12, O. Exhaust 
gases and combustion products are vented to outside 
under positive pressure within sealed chamber. Units 
are available with 115,000 and 85,000 Btuh inputs. 
Furnaces, mounted flush to or away from the ceiling. 
can be vented vertically through roof or horizontally 
through wall. “Radial-Flo” units, with same features 
and ratings, distribute circle of warm air downward 
and outward from top of the unit. 





equipment developments 


Continued 





Floor Furnace 


Mopet 37SRF gas-fired floor furnace designed for 
mounting flush to wall without wall cutting—Tamco 
Corp., Dept. AA, 1005 A St., San Rafael, Calif. Also 
available is smaller model 25SRF which needs no pit 





nor large floor opening. Units have heavy steel com 
bustion chamber electrically welded at seams, to insure 
gas-tight safety and minimize expansion and contrac- 


tion noise, according to the manufacturer. 


industrial Blower Unit 


HEAVY-DUTY BLOWER unit designed to operate at 
static pressures of 634 in. WG—Utility Fan Corp.. 
Div. of Utility Appliance Corp., Dept. AA, 911 E. 
59th St., Los Angeles 1. Unit is designed to minimize 
turbulence through slow speed and use of 64 large 
blades. Blades are fused to end ring; double dished 
center discs and heavy gage materials are used. Avail- 
able in two finishes and suitable for air handling sys- 
tems, units are in sizes ranging from 10 to 33 in. in 
diameter. 


Ultraviolet Lamp 


“STERILAMP” MODEL GIOTS-14 ultraviolet lamp de- 
signed to eliminate bacteria, virus and molds from 
homes. schools and offices Westinghouse Electric 
Corp., Lamp Div., Dept. AA, Bloomfield, N. J. De- 
signed for installation in heating or cooling ducts. 
unit is said to destroy 80 percent of airborne virus 
and bacteria. Air is recirculated so organisms are 
repeatedly exposed to radiation. Tube has overall 
length of 1434 in. including base pins. Rated life for 
hot cathode, slim type tube is 7500 hr, the company 


states. 


Portable Brake Unit 


PORTABLE BRAKE for bending or forming work on the 


job—Miller-Knuth Mjg. Co., Dept. AA, Auburn, Nebr. 


Unit forms sharp angles, locks, hooks, heads, boots, 
seams and hems. Sections lift apart for dismantling. 
Made of steel and malleable construction, unit is avail- 
able in four floor or bench models which are 46 to 49 
in. overall lengths. 


Metal Bonding Compound 


“MeETALSET A4” epoxy resin compound used to 
smooth, fill or bond metal surface, fill seams, cracks 
or holes in metal—Smooth-On Mig. Co., Dept. AA, 
572 Communipaw Ave., Jersey City 4, N.J. Made in 
two parts, compound is mixed in amounts needed on 
the job by adding resin to its hardener in proper 
proportions; chemical action hardens mixture at 77 
F into metallic solid which is machinable and chem- 
ically stable. Color is similar to cast aluminum. Mix- 
ture is not flammable. 


Baseboard Return Air Intake 


RETURN AIR INTAKE unit for baseboard or low wall 
perimeter heating and cooling installations, designed 
to match 41% in. high “Perfusaire” baseboard supply 


units fuer Register Co., Dept. AA, 6600 Clement 
fve., Cleveland 5, O. Lengths are designed to accom- 
modate 1, 2 or 3 joist spaces. with mounting holes 
for fastening to studs on 16 in. centers. Units have 
214 in. base extension and are 414 in. high. Overall 
widths are 18, 34 and 50 in. Finishes match “Per- 
fusaire” line. 


Gas-Fired Cooling Unit 


GAS-OPERATED summer air conditioning unit designed 
for use with gas-fired furnaces—Carrier Corp. 300 S. 
Geddes St., Dept. AA, Syracuse 1, N.Y. Outdoor sec- 
tion is housed in weather-resistant cabinet; chilled 
water is circulated through coil installed in the fur- 


nace. Air-cooled unit operates on absorption principle. 
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all year long! 
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Start 1958 right by advertising in this big, 
important January Directory Issue 


LASTING sales powel It's vours when vou (4) A guide to the products advertised in this issue 
idvertise in AMERICAN AR TISAN’S | in and the manufacturers’ names 
uar\ irectorvy Number (5) Normal editorial content of a regular issue to 


assure immediate cover-to-cover attention. 
Key deal ind wholesa h 

, olesalers those who do (6) Valuable reference data in easy-to-use form 
Su at ivailable business receive this 


ISSUE Dal ol tl 1} paid subscription Being Each year Ovel 200 advertisers use the Jan- 
the field's ily complete Buyers’ Guide, it’s uary Directory to make sure then product 


enthusiastically welcomed. And no wondet story “gets through” when buying decisions 
look what i are being made, sources of supply investigated. 


Will you be among them in 1958? 

(1) An pl eLic ting of all products used in ae 
litioning, Warm Air Heating Nowhere can your advertising dollar be bet- 
ing, and manufacturers of te invested, ‘Take full advantage of this oppor 
cunity. Plan now for a spread, an insert, or mul 
of all the manufacturers tiple pages. Regular rates apply (not a-13th on 


n trade names, cross-referenced extra-cost number). Closing date December 20. 


AMERICAN ARTISAN 


KEENEY PUBLISHING CO. AIR CONDITIONING HEADQUARTERS 


6 N. Michigan, Chicago 
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for you with the new 
E@gkutthe electric 
humidifiers! 





MODEL 400-T 


The Model 400-T Electric Humid- 
i-Matic for trunk line installation 
. automatically controlled by a 


Humidistat. (Model 400 available 
i for plenum installation.) 


MODEL 800-T 


The Model 800-T Electric 
Humi-Dial for trunk line in- ¢ 
stallation . . . automatically 
controlled with manual set- 
ting. (Model 800 available for 
plenum installation.) 


Why SKUTTLE’S 10 Models” of Electric Humid- 
ifiers Will Solve Your Customers Humidity 
Problems And Make More Profits For You 


because only SKUTTLE has a complete line of electric 
humidifiers for all types of warm air heating and year 
round air conditioning. 

because controlled heat is provided to evaporate a given 
amount of water per hour to provide more positive humidi- 
fication . . . automatically controlled by a Humidistat. 

because SKUTTLE electric humidifiers assure maximum 
moisture output over conventional type humidifiers. 


» finger tip control on both the Model 400-T and 
Model 800-T give the “just right’ humidity in the home. 
*All units are also available in 230 volt models. 


Write today for complete information on Skuttle’s quality 
products that give you more profitable sales. 


@akutile MANUFACTURING CO. 


MILFORD, MICHIGAN 


IN CANADA WAIT-SKUTTLE CO., OAKVILLE, ONT 


ne Bi 

DF ncnen 

RADIANT i HUMIDIFIERS PERMANENT FILTERS 
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Remote Air Cooled Units 


“CAPITOLAIRE” MODEL RES-LAR air cooled unit with 
remote condensing unit and cooling coil—Heating and 
dir Conditioning Div., National-U.S. Radiator Corp., 


yp 


Dept. AA, 944 Ash St., Johnstown, Pa. Units are 
rated at 2, 3, and 5 tons. Condensing unit with cen- 
trifugal blower can be located anywhere outside the 
home. Evaporator is available as coil only, or as 
coil-blower combination with cabinet. It can be 


mounted in furnace supply duct. 


Water Heater Relief Valve 


F-3T series of pressure-temperature relief valves for 
water heaters, featuring offset fuse plug holder which 
permits plug replacement without disturbing valve in- 
stallation—Cash-Acme, Dept. 1A, P.O. Box 191, De- 
catur, Ill. Fuse plug stem is removed by unscrewing 
hex nut; fuse plug is placed in hottest part of tank’s 
water. Short or 6 in. extension stems can be used. 


Rust-Preventive for Tanks 


“Tank No-Corrope” compound which prevents rust- 
ing out at bottom of fuel oil and storage tanks 
J. A. Sexauer Mfg. Co., Inc., Dept. AA, 2503-05 Third 
Ave., New York 51. Tablets neutralize sulphur acids 
formed when water condensation is trapped, stop elec- 
trolysis and corrosion, and prevent leaks. Package of 
6 tablets is said to treat a 1500 gal tank. 


Unit Heaters 


LINE OF UNIT HEATERS in eight sizes from 400,000 to 
2,000,000 Btuh output, suitable for use with oil, gas 
or combination fuels—Lennox Industries, Inc., Dept. 
14, 200 S. 12th Ave., Marshalltown, Ia. Featured is 
four pass counterflow heat transfer accomplished with- 
out use of internal baffles. Primary heat transfer sur- 
face is heat-resistant stainless steel: refractory lining is 
eliminated. High velocity jet air stream cools all heat 
transfer surfaces. Blower compartment is shipped 
part of the heat exchanger section or separately fon 
remote mounting. Induced draft fans operate inde- 
pendently of the main blowers. 
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Power Gas Burner 


“Jet Powerep” gas burner with air power switch 
and pre-and-post purge valve for safety—Auburn 
Burner Co., Dept. AA, Lock Box 269, Auburn, Ind. 
Burners have capacities ranging from 100,000 to 
650,000 Btuh. Featured are quiet operation, solenoid 
valves with built-in pilot connection, pushbutton flame 
runner, and adaptability for most coal-, oil-. and gas- 


fired furnaces, the « ompany reports. 


Furnace for Zone System 


GAS-FIRED 10 in. wide furnace designed for zone 


heating system, rated from 30.000 to 50,000 Btuh in- 
put—Tuck-Aire Furnace Co., Dept. AA, 2045 Evans 


— 
. 
ae 2 








fve., San Francisco 24. Depending on climate, struc- 


ture design, insulation, etc., unit is said to maintain 


comfort in 1200 sq ft area. Furnace can be installed 


with top plenum and used for direct heating. 


Water Heater 


ROUND AND TABLE-TOP 40 gal water heaters said to 


deliver full 40 gal of 150 F water in 2 hr—F esting- 
house Electric Corp., P.O. Box 868. Pittsburgh 30. 
Two high-speed “Corox” heating elements are com- 
pletely immersed, to inject all heat energy into water: 
special baffle prevents incoming cold water from mix- 
ing with hot water in tank. Tank is insulated with 
glass fiber. Round model is 24 in. 


wide: table-top 
unit is 24 in. wide, 36 in. high. 


Residential, Commercial Cooling Units 


“Dyna-PAc” PACKAGED COOLING units for residential 
and commercial application in 2, 3, and 5 ton models, 


and “Royal-Aire” commercial models in 3, 5, 71 


Ds 


10 and 15 hp—Drayer-Hanson, Div. of National-U.S. 
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Features for long life service: 
Heavy gauge one piece alu- 
minum frame ... rigid metal grill 
for greater strength. 


Here are the reasons why 
you get more with Skuttle-Aire: 


because they're permanent... built for lifetime wear. 


because they’re cleaned in a jiffy when dust and dirt particles 


gather, simply remove, clean with plain water and replace 
... that’s all there is to it. 


because they’re maintenance-free... nothing to wear or 
replace, never need oiling. 


because they’re filled with new-type filtering material ... 
multiple layers of specially woven plastic filaments with 
permanent electrostatic qualities, making it the ideal dust 
and dirt collecting agent. 


SKUTTLE-AIRE permanent filters are available in all sizes for 
furnaces, central air conditioning systems and room coolers. 


Write today for complete information on Skuttle’s quality products 
that give you more profitable sales. 


tee MANUFACTURING CO. 


MILFORD, MICHIGAN 
IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 
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Radiator Corp., Box 2215, Terminal Annex, Los An- 
geles 54. “Royal-Aire” models are hermetically sealed. 
Two models have double compressors. Condensate is 
collected below the filter. Pump-down control system is 
designed to assure instant cooling coil response to 
thermostat demands. “Dyana-Pac” units, in choice of 
air or water cooled, free-blow or duct models, have 
hermetically sealed reciprocal compressors, extra large 
blowers mounted on rubber, 34 in. glass fiber insula- 
tion, safety relief valve on compressor, mechanically 
bonded fins. 


Mist Separator 


“MISTENDER pipe type mist collector in which 
droppet pipe serves not only as connection between 
source of the mist and the blower, but also as the 
enclosure for the filter and pre-separator—Dustender 


Co., Dept. AA, 3019 Pontiac Rd., Ann Arbor, Mich. 





Overhead unit uses slightly larger-than-usual pipe to 
enclose filter which separates mist from air stream 
and returns it to source as re-usable condensate. Pre- 
separator removes most of the mist and solids as con- 
densate without touching the filter. Cleaned air is 
usually returned to working space; acoustically-lined 
muffle subdues air noise. Duct can be used to exhaust 
air if necessary. Unit should be used with 1/3 hp 
motor and fan rated at over 500 cfm, the company 
recommends. Pipe is 6 ft long; muffle is 24 in.; 


inlet connection is for 5 in. dia pipe or hose. 


Aluminum Air Filter 
Mopet RP washable industrial air filter made of 
aluminum, designed for strength, rigidity and light- 
X X T 4 C t a T Uj p Yy ness—ztesearch Products Corp.. Dept. AA, 1015 E. 
Washington Ave. Madison 10, Wis. With use of 
Since 1894 “Super Filter-Coat” adhesive, unit is said to provide 


96 IRA AVE. AKRON, OHIO effective odor removal even after the filter has been 
HEATING & VENTILATING CO. thoroughly washed. 
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FALLSINGTON 


ALL STEEL” puncx press 





“Inexpensive permanent setup for single or 
multiple units — one, four or more presses will 
operate simultaneously or independently, bench 
mounted or with furnished stands. Set up for one 
job and leave set up.” 


™ 
] 


“Designed to cover a wide range of 
sheet metal operations — either for 
a contractor or manufacturer — light 
weight using small floor area — 
priced realistically.” 


Write Today For More Information 


FALLSINGTON MFG. 


FALLSINGTON, PA. 
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Furnaces, Window Units 


LINE OF GAS-FIRED furnaces in four 
sizes from 81.250 Btuh to 150.000 


in perimeter | Biuh input 


and window cooling 


heating units in 17 models from 1, to 2 hp 


lirtemp Div.. Chrysler Corp.. Dept. 


14. 1000 Webster St... Dayton |. O. 
systems | 





INSTALL 


SONOCO 
SONOAIRDUCT. 








Furnaces are 5714 in. high, use 4.5 
sq ft floor space. Featured are “down 
sweep burner which directs flame 
downward to heat entire bottom and 
contour of heat exchanger: packaged 
gas manifold control assembly: non- 
linting pilot: slide-off draft diverter: 
corrugated heat exchanger. Window 
units are in 14, 34, 1. 144 and 2 hp 
models. “Custom” model 1600-26 is 
equipped for reverse-cycle heating. 
Features are large grilles with four 


way air control, simplified mounting 
meets and 


: : : : kits, large filters and 1 , ‘sig 
exceeds all Economical Sonoco Sonoairduct fibre duct can ities id modern design 
FHA Se | save you installation time and money in loop 

a = and radial, slab-floor gas and oil fired perimeter 
criteria and ; e 
test require- os heating systems. 


ments for 10 series, 8 ft shear with pivoted, 
products tn Sonoco Sonoairduct fibre duct is lightweight, 


this category easy to handle and levels quickly. Aluminum 
foil lined. 23 sizes—2” to 36” I.D., up to 50’ 
long. Can be sawed to exact lengths on the job. 
Free installation manual available upon request. 


Shearing Machine 


angular shearing gage designed to 


permit accurate shearing at different 


See our catalog in Sweets 


SONnNOoCcOo 
Propucts COMPANY 


CONSTRUCTION PRODUCTS DIVISION design angles—Cincinnati Shaper 


"PAPER CARRIER HARTSVILLE. S. C. Co., Dept. AA, Hopple, Garrard and 
e6G GS mT OFF 
LOS ANGELES, CAL MONTCLAIR, WN. J 


S inc . 25. Gage " 
914 S955 SOUTH WESTERN AVE 14 SOUTH PARK STREET Elam Sts., Cincinnati 25. mage sap 


AKRON, IND. © LONGVIEW, TEXAS ¢ BRANTFORD, ONT. e MEXICO, D. F port carriage travels on floor-mounted 
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No Sir, no ready-made here. Emerson-Electric 
motors are custom-engineered for your prod- 
uct .. . designed for you, produced for you and 
priced for you. It is no longer necessary to 
design your product around a standard motor. 
Emerson-Electric engineers will work with you 
through every stage of development. You get 
the product you want with a motor that 
EXACTLY suits your purposes ...a custom- 
™ engineered motor at standard motor prices. 
Call, wire or write Dept. M-93 today, The 
Emerson Electric Mfg. Co., St. Louis 21, Mo. 


EMERSON-ELECTRIC 


of St. Louis Since 1890 
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The Peck, Stow & Wilcox Co., Southington Conn. | 

' 

Gentlemen: Please send me : 

©) Foot Shear Bulletin No. 157 

(1) Power Shear Bulletin No. 57 : 

1 

Name 
' 

Company ' 
Address } 
' 

! 

! 

SS ae ! 





This Coupon Brings You the BULLETINS 


on 
SQUARING a EXTQ 
SHEARS by 


There is a PEXTO squaring shear with new features and quality 
engineering for every sheet metal shop. From a foot-operated 
30-inch cutting length to a power-driven 10-foot capacity 
machine there are many models to serve the need of any size 
sheet metal operation. 


PEXTO 14-U-10 
POWER SQUARING 
SHEAR 





Forming metal for construction and 
industry is simplified with PEXTO 
slip roll formers. A wide variety is 
available including bench, floor 
mounted, and power driven. These 
forming machines are built with 
the same high standards of design 


and manufacturing to give years 





of uninterrupted service. powee SUP ROLL FORMER 


NO. 3418 


THE PECK, STOW & WILCOX CO. Southington, Conn. U.S.A. 


A complete line of machines and tools for Sheet Metal Fabrication. 
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track; all fape stops are equipped 
with micrometer adjustments. Hy- 
draulic holddowns clamp work with 
5 tons pressure. Operating speed is 


GS strokes per minute, 


Expansion 8olt 


“Wer-Iv” EXPANSION BOLT in one 
piece with single-sized hole. designed 
for fastening equipment to concrete. 
steel. cement or cinder blocks, brick. 





ete. -Kirel, Inc... Dept. AA, 326 Ff 
28th St.. New York 16. Bolt expands 
as it is tightened. Available in fer 
rous and non-ferrous metals, bolts 
have working loads from 200 to LOOO 
lb. Standard diameters run from 1, 
to 84 in.: lengths are from 1%¢ to 
} in. Other sizes are available on 


order. 


Hack Saw Attachment 


BALL BEARING model hack saw attach 
ment for 14 in. electric drills—-Alad- 
din Mfg. Co., Dept. AA, 128 Wirth- 
man Bldg.. Kansas City. Kans. At- 
tachment turns drill into hack saw. 
jig saw or coping saw which cut 
metal, wood, plaster board. etc. | p to 
9/16 in. is provided for chip clear- 
ance and specially designed cam re- 
duces saw speed to half of drill speed. 
Set screws lock blade and movable 
handle protects it. Weight is 11 oz. 


Gas-Fired Furnaces 


~TrRIM-Boy” LIne of gas-fired fur 
naces in highboy and counterflow ar 


rangements—Coleman Co.. Ine.. 
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Norman Three Swly ' 


r need 
gverhead gas unit heaters answer you 


nree- Sixty unit nauters 
eee sealed combustion a 
oD o/ outside air for com = 
ae co combustion ome ; 
una re = al 
wae one Pon ay ae 
se pen licable in restaurants er 
peneont waa flue gases pene = 
pores oan and wherevet exhavu 
contan . 


g i p . 
is C e e ive 
far rea a ne ativ ressure 


n Three-Sixty Radial-Flo models 
a tribute a complete circ hd 
— os tward and downward to : 
Pr seals m temperature is oper 
rt ge blasts, cold spots, drafts 
withou 


pockets of stale alr. 








write us today for descriptive literature 


Both types of units are available 
with inputs of 85,000 and 115,000 BTU/hr. 

Units of both sizes and both types can be used together 
‘ 


to meet a wide range of heating requirements. 
roducts 
Norman: ° 


1164 chesapeake ave. 
company columbus 12, ohio 

IN CANADA: A. D. PALMER & CO., Lethbridge, Alberta @ Port Credit, Ontario 
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For high ceiling and doorway 
applications, the Norman Three- 
Sixty Down-Blo units blast heat 
directly downward through the 
bottom of the unit. Before striking 
the floor, the heat spreads to 


cover a wide area with gentle 
warmth. 
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. AA, St. Francis & Second St.. 
Wichita 1, Kans. Two models are 
rated at 135,000, one is 165.000 Btu. 
Units feature slotted head burners 
which tailor flame to combustion 
chamber; heavy duty heat ex- 
changers: fan and limit controls: 
safety pilot and pressure regulator. 


Ilue outlets are front located. 


Oil Sludge Controller 


“Macna-Bar” alkaline alloy metal 
bar which is inserted in oil storage 
tank to eliminate varnish and sludge 
in oil—Johns Mfg. Co., Dept. AA, 
Viddlesex, N. J. Suspended from 
wire attached to tank cap, bar sets up 
chemical reaction which neutralizes 
catalysts and corrosive acids. Corro- 
sion attacks bar itself. Bar is 4 in. 


Furnace Cleaner Adaptor 


DRUM ADAPTOR which increases ca- 


pacity of standard size furnace vac- 


uum cleaners 700 percent-—Pullman heat pumps, both rated at 2 and 314 
Vacuum Cleaner Corp... Dept. AA, hp. said to provide cooling capacities 
25 Buick St., Boston 15, Adaptor is from 21.000 to 34,000 Btuh—Gibson 
placed on any 55 gal drum: motor Refrigerator Co., Div. of Hupp Corp.. 
Dept. AA, 515 W. Williams, Green- 
ville, Mich. Heat pumps provide 
heating capacities of 21.600 to 34.- 
500 Btuh at 35 F outside tempera- 
ture, the company states. Larger 
models have twin refrigeration sys- 
tems; both heat pumps have two 
stage heating and cooling thermo- 
stats. Evaporator coil is inclined to 
increase dehumidification. Three and 
four row condensers and evapora- 


tors are used. 


Flexible Duct Connectors 


, . “FLexi-Duct” types C-6 and C-10 
head and filter assembly from any ype 


woven canvas fabric duct connections 


furnace vacuum cleaner is placed 


, for use on cool side of heating and 
through the adaptor opening to in- 
cooling ducts—Grant Wilson, Ine.. 


Dept. AAC, 141 W. Jackson Blvud.. 


Chicago 4. Designed for use on blow- 


crease capacity and eliminate fre- 
quent emptying. 

° P H p er, furnace and plenum joints, take 
Cooling Units, Heat umps offs and main or branch duct systems, 
SELF-CONTAINED air cooled central tape is available in 6 and 10. in 


cooling units and “Thermomatic” widths. in LOO ft rolls. 


Hand Operated 


BOX AND PAN BRAKES 


One Man Operation - Quick Adjustments - Rugged Construction 








BENCH MODEL BOX AND PAN BRAKES 


Made in three sizes with bending lengths 
of 24, 30, and 36 inches up to 16-gauge 
sheet metal. Stand is available as extra. 


DREIS & KRUMP 





Descriptive Literature on Request. 


UNIVERSAL BOX AND PAN BRAKES E h S & K R U M P 


Capacities up to 12-gauge sheet metal MANUFACTURING COMPANY 
and bending lengths up to 10 feet. 7404 S. Loomis Boulevard, Chicago 36, Illinois 
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Have you seen this faster way to 


insulate air conditioning ducts ? 


Bostitch stapling cuts insulating time in half 


This company has found a better way 
as well as a faster way to fasten 2-inch 


foil and Fiberglas insulation around air 
conditioning ducts. 


Workmen used to wrap wire around it 
and fasten it with pliers. Wire cut the 
workmen's hands, tore the foil and 
crushed it. This method prevented full 
benefits from the insulation 


Now to fasten foil, workmen use a 
Bostitch TS Tacker with outward clinch. 
They place the tacker in position—at 
l-inch intervals along the foil seam— 


Fasten it better and faster with 


BOSTITCH fie 


STAPLARS AND 
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squeeze the trigger, and another staple 
adds its grip. 

The TS has cut insulating time in half! 
The stapler doesn’t snag the foil, in fact 
it can be used to mend tears. And if an 
error is made in positioning, staples are 
easily removed and replaced correctly. 

If you’re using old methods to install 
air duct insulation, find out how the 
Bostitch TS Tacker can cut costs for 
you. Call your Bostitch Economy Man 
who is listed under Bostitch in your 
phone directory. Or send the coupon. 








OUTWARD 
CLINCH 
STAPLE 


Drawing shows how 
legs of outward 
clinch staple turn 
out to spread 

inside the work. 
Clinches inside soft 
materials entirely 
from the outside 





Bostitch, 952 Briggs Drive, East Greenwich, R. |. 


Please send me information on ways stapling can save sheet metal 


fastening costs. 


Company 


ie 


Address 





equipment developments dirty oil flows back to settling tank and clean air is 
(Continued ) recirculated. Collected) dust can be removed while 





unit is operating. 
Oil Bath Aftercleaner 
“Cycoiw” MovEL P-17 oil bath aftercleaner designed Gas-Fired Furnaces 


for collecting dust particles which might escape dry 


Series 552 gas-fired furnaces rated at 64.000 to 


centrifugal or viscous impingement filters in’ indus- 152.000 Btuh input-—Thatcher Furnace Co. Dept. 


trial dust collection systems——American Air Filter Co.. 


Ine.. Dept. { 1. 215 Central {ve.. Louisville o, Ay. 


{4. Centre St... Garwood. N.J. Line is in tive models 
Heat exchanger has electrically welded seams to pre 
vent infiltration of air and es ape of odors. Single 
port upshot burner is used. Two smaller models have 


direct drive blowers. Automatic humidifier is optional. 


Hack Saw-Drill 


“Trapes MASTER” combination hack saw and drill for 


use on steel, sheet metal, tubing. wood. wall board. ete. 


as it passes through viscous crimped-wire, fluid bed 


Self-cleaning dust collector separates dust from ait oa 


perforated plate over which oil flows. Collected oil Vodern Mig. Co., Inc.. Dept. {4, 680 Davisville 


drops drain to the perimeter, out of the air stream: Rd.,. Willow Grove, Pa. Tool is converted to drill 


pad. Dust-laden air is mixed with oil by means of 


No raw edges to rust with Cincinnati Elbows—they’re 
hot-dipped in zinc after formation. Mechanical shaping and 
tapering by automatic machinery makes them easier to install, too. 
All sizes, angles and gauges—in copper, aluminum, 
stainless or galvanized steel. Ask your jobber. 


CINCINNATI ELBOW CO. 


4730 Madison Road ¢ Cincinnati 27, Ohio 
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New Chevrolet light-duty Apache 
and medium-duty Viking models 
bring you V8's and 6’s that deliver 
more horsepower, more eco- 
nomical and dependable hauling 
for the toughest jobs you've got! 
There’s new standard power in every light-duty 
model . . . a more powerful (145 h.p.!) edition of 
the engine most famous for economy and 
dependability, the rugged Thriftmaster 6. And 
the optional (extra-cost) Trademaster V8 is all 


new, the most highly powered light-duty truck 
engine in Chevrolet history! It’s ready to go to 


work with 160 h.p., 283 cubic inches of displace- 
ment, short-stroke efficiency and weight-saving 
compactness! 

Chevy for ’58 is here with new medium-duty 
power, too! Standard in Series 50 L.C.F. models 
is a new version of the Heavy-Duty Task- 
master V8, with 160 h.p. for fleet hauling and 
new durability features such as Stellite-faced 
exhaust valves and induction-hardened exhaust 
valve seats. And standard in Series 60 models is 
the time-proved Jobmaster 6 with more power 
than ever—150 h.p.—and a host of new fea- 
tures that mean more economy and dependa- 
bility on jobs that work a truck hard. See your 
Chevrolet dealer and save with Chevy’s new 
brand of hustle! . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


Latest editions of the ‘Big Wheel’’ in trucks 


_ NEW HUSTLE FOR ‘58 .. . CHEVROLET 
_ UIGHT- AND MEDIUM-DUTY HAULERS 


More horsepower... more staying power in V8's and 6's! 


NEW CHEVROLET TASK-FORCE 58 TRUCKS <Z7tne7za7 
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equipment developments metal—Wyzenbeek & Staff. Inc.. Dept. AA, 225 N 


(Continued ) California Ave., Chicago 12. Shank which fits power 





source has been increased in diameter over previous 
or saw by inserting blade or drill in chuck and shift- models to provide added strength and reduce possibil 
ing knob to proper position. As teeth wear down on ity of failure due to shock loads. the company states 
saw blade. guide can be moved backward until entire 
blade is used. Adapter chuck accommodates drills up P e 
to 14 in. Other attachments include flat or rotary file Room Cooling Units 
and nibbler for metal up to 20 ga. Rk-TOOLED LINE of room cooling units featuring “True 
Portable.” “Slim ‘n-Low™” (4 models). and “Jubilee” 
series (5 models) Vitchell Mfg. Co.. Div. of Cory 
Corp.. Dept. 14, 3200 HW. Peterson, Chicago. All three 


models feature air chamber which floats on a Vs in 


Fae i: 
f J 


expanded polystyrene cushion. close control of amount 


| Adjustable ole Cutter. of ventilation or exhaust air moved by the unit. and 
4 three-stage filtering through normal trapping of pat 
ticles in media, “micro-static” capture of  smalle: 
particles and final air wash. “True Portable” model 
POS H-1 weighs 62 Ib. measures 167, & 117, & 15 
in.. and uses 6.9 amps. Rated to cool up to 1200 cu ft. 
unit has carrying handle and window-filler panels 
“Slim ‘n-Low” series is in two | hp and two 2 hp 
models. Unit has low silhouette for minimum view 
restriction through window. “Jubilee” series is in 34. 


l. 1, 144 and 2 hp units. Featured are automati: 


‘ thermostat, directional louvers. flush mounting and 
Adjustable Hole Cutter slide-out chassis. Also featured in the line are three 
“Wyco” HOLE CUTTER in two sizes which adjust from heat pumps with optional automatic defrost) controls 


21, to 41% in. dia, designed to cut circles in sheet and a line of electric dehumidifiers 


va FIRST LINE 


jaded Sn 


HEAT EXCHANGERS 


ASK THE 


Specify Aerofin and you specify 
high efficiency, long service life and 
low maintenance and service costs. 


: Take advantage of Aerofin’s un- 
Aerofin makes ex- . equalled experience, production fa- 
tended heat surface : cilities, and materials-testing and 
exclusively —not as a by- < est: amine’ - oe ae 
product, not as a side-line. Sold design rese arc a. of Aerofin $s com- 
only by manufacturers of fan-system plete engineering service at the 
apparatus, List on request. plant and in the field. 


AEROFIN CORPORATION 


101 Greenway Ave., Syracuse 3, N. Y. 
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IN YOUR BUSINESS... 
You don't have to be 
an Economist to know 


the difference between 


“Pint cim” 


and 


WN 2ILIOES” 








HOW MUCH THE BUYER PAYS IS PRICE! 


HOW MUCH HE GETS FOR WHAT HE PAYS 1S VALUE! 


And if you want to know the value of an air conditioning sys 

tem, FIRST compare features. THEN look at the price. For 

Large 13%” diameter blow- more than a quarter of a century FRASER-JOHNSTON 

ers, rubber mounted, give 

tremendous air handling 

capacity at lowest tip speed ; ; : 

the secret of quiet opera If you're really serious about selling quality, compare these 

tion with least wear. All features with those of other makes. THEN look at the price 
FRASER-JOHNSTON belt 
driven furnaces carry 0.6 in 
AGA high static approval 


has concentrated on building top quality features, and more 
of them, into its furnaces and air conditioning equipment. 


Matching cooling coils for all models 
= <I in 2-3-4-5-6 ton capacity offer minimum 
Multi-purpose burners  . ’ static — 0.11” W.C. dry and 0.14” W.C 


with built-in aspiration o% wet at 400 CFM per ton 
give long-life, non clogging —s 


operation for all gases 
including LPG 
Condensing units, air 
cooled and water cooled, 
available with propeller 
Foil and fiberglass lined casing _ type fan or ha — 
for cool, quiet efficiency. Controls ig arge centrifugal type 
ai 


4 

—— Si 
| - ——p 
= —_ 
{ 


assembled and wired at factory fan o provide wee 
All service from front. Slide-out capacity, quieter opera- 
tion than ordinary con- 
blowers 
densers 


Updraft heat exchanger, 
streamlined with no internal baffles 
no hot spots, no pockets for 
condensation. Die-formed, 
completely welded construction 





Adjustable fan and limit controls 
make it easier to attain high quality 
comfort at every temperature 


These are not only customer benefits, they're 
dealer benefits. They mean easier selling ) 

with greater user satisfaction and less service 

than any so-called “cheap” line Sal Li 
If you want to know more about the 

value-line, write for catalog information 


and prices TODAY OVER A QUARTER CENTURY OF LEADERSHIP 
1900 -17TH STREET+*SAN FRANCISCO, CALIFORNIA 
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put new literature... 
Extra-Protits 


mn" your — THE FEATURES of prefabricated glass fiber duct for 
pocket y residential heating and air conditioning applications 


are detailed in a six page catalog insert. Ducts are 
with 


available in 6 ft lengths with inside diameters ranging 


ie a — Al/-Tite — Senso a to the company, they are 


permitting easy shipping and han 


dling; are tough and rigid, vet flexible; and are easy to 
VANE RUNNERS big a rigid, yet exible id are ea 


cut and handle. Illustrations show how to make 


straight line connections, fabricate elbows. use a_re- 





Glass Fiber Duct 


ducer and how to fasten supply run-outs to main sup 
ply duct—Gustin-Bacon Mfg. Co. Dept. AA, 210 W. 
LOth St., Kansas City, Mo. 


Stainless Steel Fasteners 


AN EIGHT PAGE CONDENSED GUIDE to. stainless steel 
fasteners normally carried in stock illustrates 37 dif 
ferent types of standard fasteners including screws 
nuts, bolts, washers and rivets. Data pertaining 
sizes carried in stock, threads, head and point styles. 
and grades of stainless steel is included. Also available 


THE EASIEST | is a catalog of stainless steel “AN” fasteners which 
AND 


qureusst wav gives stock sizes, principal dimensions and explana- 
EVER DEVISED Q tions of part and dash numbers for slotted and Phil- 


tion machinery of our ‘ tes 7 ‘ ; 
wow preter thro y for installing single or lips machine screws, flat and round rivets and was spas 
own exclusive design, now enables double blade turning tI } Prod ‘ , , son 
vanes in square el- metal Screu roducts Co... Inc. Dept. 
us to produce button type Eigen wag ages ' i 
AhTihe vane wenness in enctinnees cole. wae at Stewart Ave., Garden City LI. N.Y. 


effecting a savings in your cost per job. 


COILED ELGEN ALL-TITE VANE RUNNERS MEANS... 
. less Waste / Waste pieces due to short ends are a thing 


of the past. Vane runner metal is coiled in 100 foot lengths, REVISED EDITION of “Prototype Fan Testing and Com- 
you just pull out the exact footage needed. 


Fan Testing 


putations for Testing Fan Equipment” tells how proto 

@ £asier Storage! Each coil weighs approximately 50 type (production unit) fans are tested to obtain ac- 
Ibs. and is packed in a box 28 x 28” x 5". Box fits easily 
under bench or against wall. 


@ £asier Handllin ‘No loose pieces lying around to 


get in the way or collect dirt. 


aa Unrolls absolutely Klat!/ Vane runner metal 
emerges from the box at bench height . . . absolutely flat... 
ready for use. 


curate performance characteristics for a complete 
series of fans of the same or larger sizes. Ask for bul- 
letin No. 151-57—Air Moving & Conditioning Asso- 
ciation, Ine., Dept. AA, 2159 Guardian Bldg.. Detroit 


Turbine Ventilator 





TWO MORE ENGINEER-APPROVED ELGEN PRODUCTS CATALOG SHEET on RT series “Rotoflo” turbine ven 
THAT SAVE YOU TIME AND MONEY tilator is illustrated with a cutaway drawing showing 


ELGEN SILENT DUCT ELGEN DAMPERSET details of construction. Capacity ratings and dimen- 
. for forming . for multi-blade sional 


‘ A naroliel information are included—Greenheck Fan & 
ae e jampers, . 

—, il or opposed. Most Ventilator Corp.. Dept. 1A. Schofield. Wis. 

metal to material = Bars perfect damper J 





unit, packed in coils, hardware devel- 
vnrolis absolutely 
flat. Makes on the 


spot work @ cinch. Porcelain Enamel in Architecture 
ELGEN PRODUCTS ARE SOLD THROUGH AR¢ HITEC rt RAL POR ELAIN ENAMI L on steel and 
LEADING JOBBERS EVERYWHERE. aluminum is the subject of an eight page illustrated 


Write today for free bulletin. Application photos illustrate text describing 
rife 
catalog and “spec” sheet! seven panel types. Included ar 








e specifications for cur- 


ELGEN MANUFACTURING CORP. | tain wall and veneer panels. information on curtain 


Gi-24 3th Siecet, Lene Uelend City 4, 1. Y. : a | wall remodeling, installation data. and line drawings 
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new literature and ventilators, condensers and evaporators. The sec- 

ee tion on characteristics discusses surface finishes, cor- 

rosion resistance qualities, workability. and operations 
showing details of construction. Also available are such as shearing and slitting, blanking, piercing and 
technical data sheets pertaining to the design of por- perforating, sawing, routing and bending —Revere 
celain enameled panels. Presenting four basic panel Copper and Brass Inc., Dept. AA, 230 Park Ave., Neu 
designs. the data sheets include such elements as U- York 17. 
factor. panel thickness and weight as they vary with 
. ; . 

the several types of insulation applicable—/ngram- Cooling Towers 


Th 4 0 eC a 4 F . . ’ TT , 
Richardson Mfg. Co., Dept. AA, Beaver Falls, Pa. FEDERAL CONSTRUCTION CouNcIL REPORT No. TR-13. 


Cooling Towers and Evaporative Condensers, is now 

. ail: > ° : ildj > ncoare shi > lec 
Centrifugal Fans available from the Building Re sear h Institute. Copic 
are priced at $1 each—Building Research Institute. 

. UG 2 0 ages } scribes B é ages . = . 
ATALOG 1121 (10 pages) describes the advantages of Vational Academy of Sciences-National Research 


airfoil blading for centrifugal fans designe “e — 5 
iirfoil blading for cen gal fans designed to meet Council, Washingen %, DL. 


requirements up to 700,000 cfm and up to 1684 in. 


total pressure, Selection charts are included to facilitate 


specifying. Block dimensions and fan arrangements Hard Lead Sheet for Roofing 


are also detailed Westinghouse Electric Corp., Sturte THE USE OF HARD LEAD SHEET for roofing and flash- 
vant Div.. Dept l.406-4A, 200 Readville St... Hyd ing is explained in a fou page illustrated brochure 
Park, Boston 36 entitled “Modern Sheet Lead for Roofing and Flash- 
ing.” Hard lead is an alloy of lead with small per- 
. centages of antimony which permits its use in thinner 
Aluminum Sheet sheets without loss of strength. according to the pub- 
INFORMATION ON ALUMINUM SHEET including typical lication. Detailed drawings of flashings for open ~ .1- 
applications, alloys, temper designations, character- leys, stepped sidewalls, chimney caps, cornice, coping 
istics, standard tolerances and weights per linear foot and through wall flashings are included as well as lead 
is presented in a 25 page two-color booklet. A pplica- roof construction details {rchitectural Dept., Lead 
tions illustrated include aluminum awnings. louvers Industries Assn., Dept. AA, 60 E. 42nd St., New York. 








DOMINANT 
name in overhead 
heating is still... 


Gas or oil-fired units designed especially 
for commercial and industrial installations 


THE ORIGINAL SUSPENDED FURNACE 
Backed by 18 years of specialized 


overhead heating experience! 


Engineered for more efficient, more 


Models available for Gas or Oil economical operation! 


from 95,000 to 405,000 B.T.U. output ; 
Producing exclusively suspended 


Write or call for complete information today! type heating equipment! 


Se] OuerHend Hecitons, Ine. 


SHAFCONAIRE 1612 BOOK BUILDING * DETROIT 26, MICHIGAN © WOodward 2-4647 
OVERHEAD HEATERS Factory Location: Kal , Michigan 
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more good days 
on the job with 


NATIONAL Metal Rings 


[Vj Right in true roundness 
(VY Right in price 
[Yj Right on time for your job 


| n your shop or out in the field, you can’t afford to fool 
around with rings that don’t fit. So why not turn to National, 
where rings are true — guaranteed to do the job without any 
waste of time or effort. National’s in-stock service offers all 
the leg-out carbon steel ring sizes normally needed, ready for 
immediate delivery in any quantity. They're accurately rolled 
by experts to uniform curvature — furnished with or without 
bolt holes. Write today for National’s list of stock sizes and 
discounts. You'll be following the lead of hundreds of large 


and small sheet metal shops everywhere. 


Sheet metal fabricating 
and assembly work is an- 
other National specialty 
organized for YOU. Use it 
as your standby facility. 


National can roll to your 
specifications angles, chan- 
nels, tees, rods, flat-bars, 
pipe and tubes. 


«5 NATIONAL 


“-—\ METAL FABRICATORS 


2138 South Sawyer Avenue, Chicago 23, Ill., Phone: Bishop 7-4255 
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Power and Gravity Roof Ventilators 


BuLtetin D-10-58 (eight pages) details features of 
aluminum roof ventilators in both power and gravity 
models. Performan e tables, dimensions and line draw- 
ings are included. Units are shipped completely as- 
sembled. ready for installation—-Penn Ventilator Co.. 
Inc., Dept. AA, Goodman St. above Allegheny Ave.. 
Philadelphia \0. 


Horizontal Furnaces 


ILLUSTRATED DATA SHEET describes the features of 
four gas-fired horizontal winter air conditioners. Ca 
pacities, performance data. dimensions and shipping 
weights are covered—Thatcher Furnace Co., Dept. AA 
Garwood. \. J. 


Heavy Duty Furnaces 


FOUR PAGE CATALOG covers furnaces ranging from 
100.000 to 2.000.000 Btu-—Lennox Industries. Ince.. 
Industrial Heater Div., Dept. AA, 1701 E. Euclid Ave.. 
Des Moines. la. 


Porcelain Enameled Metal 


“Uses or Ceramic Coatep Merats in the Small 
Plant” describes the advantages of porcelain enameled 
metal such as its ability to withstand severe mechanical 
and thermal shocks. The booklet, No. 56 in the Small 
Business Administration’s series of Technical Aids, 
discusses weldability and weld coverage for ceramic 
coated metals, as well as heat transfer characteristics. 
resistance to corrosive media, oxidation resistance, and 
machinability after coating— Small Business Admini- 
stration, Lafayette Bldg., Washington, D.C. 


Centrifugal Fans 


BULLETIN gives engineering data on “BC Airfoil” 
centrifugal fans. Photographs show construction de- 
tails of fans for various types of ventilating and air 
conditioning installations. Capacity tables, dimensional 
drawings, and suggested application arrangements are 
siven for each model. Also included are rating tables 
on “Long-life” motors, sample fan specifications, and 
laws of fan performance——Ilg Electric Ventilating Co.. 
Dept. AA, 2850 N. Pulaski Rd., Chicago 41. 


Concrete Fasteners 


REFERENCE CHARI pictures “Red Head” concrete fas- 
teners in full size, from 14 through 7 in. Types il- 
lustrated include snap-off end, flush end, stud anchor. 
rod hanger, tie wire and clinch nail. According to the 


manufacturer. the fasteners can’t pull out, rust out, 
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BE LIGHTWEIGHT 
PARTICLES 


CELLOPHANE 
CUTTINGS 


Ae 


vickdraft... 


the world’s most 
efficient power 
exhauster 


At 


%& NO MOTORS, FANS OR BEARINGS IN EXHAUST LINE 
%& NEEDS NO STACKS 
% ACID RESISTING VITREOUS ENAMEL FINISH 


FOR INDUSTRY, Quickdraft excels in venting paint booths .. . abrasives 
. corrosive gases . . . noxious fumes . . . high temperatures and moisture. 
Its blower operates in clean or outside air. It eliminates down-time for 
cleaning and replacing fan blades. It improves industrial venting and 
reduces maintenance costs! 
FOR INSTITUTIONAL AND COMMERCIAL BUILDINGS, Quickdraft 
efficiently vents heating plants, water heaters and incinerators at roof 
level. It saves the cost of building unsightly tall stacks. 
, FOR RESIDENCES, Quickdraft makes low, cold and erratic chimneys 
Peseat ties. 2.792.972 a function. On and off with the fire, Quickdraft maintains constant draft 
Crher Patents. Heatton ™ required for efficient and economical combustion of all fuels. It eliminates 
pulsating or chattering, puffing, smoking and sooting. 
SEND FOR QUICKDRAFT ENGINEERING DATA ON YOUR VENT- 
ING OR HEATING APPLICATIONS... TODAY. 


N-623-QD 


Quickdraft IMPORTANT NOTICE 


In addition to dard acid resisting vitreous enamel! 
CORPORATION finish, all Quickdraft units are available in No. 316 
P. ©. Box 87-D, Dueber-H d Stainless Steel or in rigid plastics such as P.V.C. 
Bidg., Canton 1, Ohio . Plastics and fiberglass coatings are also available 

for withstanding highly corrosive gases. With static 
pressures up to 12-inches, Quickdraft is ideal for 
materials handling applications, 
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“Vikings new Mark II Beating 
ig really built 
for todays blower needs‘ 


Built-In Journal for Lighter Loading, Longer Life 


Mark III runs quieter, longer 
under today’s demands for 
high-speed, continuous blower 
operation because its precision- 
finished journal increases shaft 
diameter to distribute load over 
33-1/3% more bearing surface. 
Neoprene-cushioned; long-last- 
ing factory-packed lubrica- 
tion; re-oilable through self- 
closing membranes. Takes 54”, 
¥,” or 1” shaft (without jour- 
nal); interchangeable with 
other bearings 1-13/16” O. D. 


RE-OILABLE 
| FACTOR Y-PACK | 
\ 


New Viking “B” Interchangeable Blower 
@ First blower to have Mark Hl 


bearing with built-in journal. 


@ first quadruped bearing 
br 


acket. 


@ First truly interchangeable 
blowers to reduce vour_ test 
time and costs. 


Designers: Write on your letterhead for new 
“Blower Design Kit”. 


VIKING AIR PRODUCTS 


5601 Walworth Ave., Cleveland 2, Ohio 


new literature 
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melt out. or vibrate loose. Diagrams give instructions 
for installing fasteners by hand or impact hammer 


The Phillips Drill Co., Dept. AA, Michigan City, Ind. 


Coated Abrasives 


SAFETY MEASURES to observe in the use of coated 
abrasives for sanding, grinding or polishing opera 
tions are discussed in data sheet D-452. The dangers 
involved in their use, according to the National Safety 
Council, come from dust and fumes, flying particles. 
breakage of belts and disks, fire and explosion, or per 
sonal contact-— National Safety Council 425 N. Mich 


igan Ave., Chicago \1. 


Mixing Unit for High Velocity System 

PHOTOGRAPHS, DETAILS OF CONSTRUCTION and dimen 
sions of dual duct air mixing units for high velocity 
air conditioning systems are presented in an eight page 
catalog designated bulletin’ DD-4—Buensod-Stacey. 


Ine.. Dept. {4.15 W. 18th St... New York 11 


Return Duct Noise Silencer 


LITERATURE describes “Quiet-Vent” silencer designed 
lo prevent the transmission of noise through return 
air vents without impeding the passage of air —4Au 
Conditioning Dept . Industrial Acoustics Co. Ine 
Dept. AA, 341 Jackson Ave., New York 5A. 


Odor Adsorbers 


MAILING PIECE discusses the counteracting of unpleas 
ant odors through the use of odor adsorbers—The 


lireactor Corp., Dept. AA, 22 FE. Ath St.. New York 


Brass Tube Fitting 


CATALOG INSERT ON BRASS TUBE FITTINGS features 
charts showing sizes. individual characteristics. pres 
sures and applications of six types of fittings The 


Weatherhead Co., Fort Wayne Div.. Dept. AA, 128 W. 
Washington Blod., Ft. Wayne. Ind. 


Commercial Fasteners 


ILLUSTRATED TWO COLOR CATALOG (Form 8-414. 12 
pages) describes commercial “Huckbolt” fasteners and 
their application. Included are sections covering fas- 
tener nomenclature, shear and tension values. and hok 
size recommendations. Dimensional information for 
fasteners for both metal-to-metal and wood-to-metal ap 
plications is presented in tabular form. Also included 
are jllustrations of the various driving tools availabk 
for installing the fasteners—Huck Mfg. Co.. Dept. AA. 
2480 Bellevue Ave., Detroit 7. 
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Prefabricated Fireplace 


FULL COLOR BROCHURE covers “Thulman” all metal 


fireplace and chimney. The units are factory as- 
sembled, feature built-in sliding screens. Two sizes are 
available. Also being offered is a four page circular 
describing the safety features, performance and ap- 
pearance of “Thulman” gas vent chimneys. Specifica- 
tions and ordering information are included The 


Vajestic Co., Inc., Dept. AA, Huntington. Ind. 


Arc Welding 


How To Get Berrer WELps”™ 
“Welders’ Vest Pocket Guide.” 


clude proper welding procedures, types of joints. 


is a revised edition of 


Subjects covered in- 


typical welding positions, welding symbols. standard 
steel shapes available for welding, causes of common 
welding troubles and what to do about them. types of 
electrodes and factors to consider in selecting elec- 
trodes. Ask for EW-20] Hobart Bros.. Dept. 14. 
Troy. O. 


Architectural Stainless Steel 


“PRODUCTS OF STAINLESS STEEL for Architects and 
Builders” (44 pages) describes a variety of stainless 
steel components and lists their manufacturers. The 
booklet is illustrated throughout with photographs. de- 
tail drawings, profiles and exploded views showing the 
products in use. Typical products include components 
for heating systems such as combustion chambers. flue 
liners, louvers, and inner flue and hearth for fireplaces. 
Other products described are curtain wall panels, stor 
fronts, mouldings. Hashing. gutters and fasteners 
Committee of Stainless Steel Producers, American 
Iron and Steel Institute, Dept. AA, 150 E. 42nd St.. 
Vew York 17. 


Vibration Pads 


BULLETIN covers “Shear-flex” mounting pads designed 
to eliminate lagging to floor and reduce noise and 
vibration transmission. Diagrams show load character- 
istics and deflection in inches. Maximum impact load 
is 50 lb per sq in.. maximum static load 70 lb per 
sq in. the company states. Standard sheets measure 
18 & 18 & 8& in. thick. They may be cut to size with 
scissors or knife—libration Mountings, Inc., Dept. 
14, 98-15 50th Ave.. Corona 68. N. Y. 


Conversion Chart 


WALL CHART OF CONVERSION FACTORS includes con- 
versions such as in. to centimeters, watts to hp, cu ft 
to liters, microns to meters, etc.—Precision Equipment 
Co., Dept. AA, 4401 N. Ravenswood Ave., Chicago 40, 
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“This lifetime guaranteed glass 
pan on Vikings 5600 Humidifier 
sells me and my customers.” 


Guaranteed Leakproof Glass Pan . . . won’t cor- 
rode, rust, pit or leak. 


Thirst-Tee Evaporator Plates . . . resist “caking” 
to insure maximum capillary action. 


Easy to Install . . . comes completely factory as- 
sembled with plenum-cutting template . . . just 
cut hole and insert Humidifier. 


Polyethylene Tubing . . . 10 feet included with 


each Humidifier. No tools needed . . . it fastens 
watertight by hand. 


Get the Complete 
Profit-Packed Story 
From Your 


Viking 


Distributor 


VIKING AIR PRODUCTS 
5601 Walworth Ave., Cleveland 2, Ohio 





NOW there are 14 


. a size and type Humidifier for every furnace installation. 


EVERY MODEL TESTED AND PROVED 


SERIES 555 
Fits any straight side 
warm air furnace. 


Corrosion resis- 

tant, stainless steel 

vapor pan 4” x 15. Com- 
pletely assembled for quick and 
easy installation. 


New copper overflow on Model 555C. 


@ No extras to buy @ No parts to assemble 
@ No extra holes to cut @ No tricky mounting 


SERIES 577 


Stainless steel. Ad- 
justable to sloping or 
straight bonnet furnaces. 
Pre-assembly cuts labor time and 
installing costs 


EVERY MODEL WITH NEW SENSITIVE THERMO- 
STAT CONTROL TO ASSURE BALANCED HUMIDITY 


LOW COST 


FIELD-TESTED 
COUNTERFLOW STYLE 


@ Designed especially for 
basementless houses 
with perimeter heating. 


Complete assemblies for 
furnaces with concrete 
floor plenums or with 
crawl space plenums. 


Installs in minute on ex- 
terior of furnace casing. 
All parts furnished. 


WRITE FOR CATALOG AA-12 


AUTOMATIC HUMIDIFIER CO, Cedar Falls, lowa. 
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> THe Masestic Co’s DEALER SCHOOL and _ sales 
meeting was held December 4 and 5 at the firm’s 
Huntington, Ind. factory. The dealers previewed the 
firm’s new products for 1958, including furnaces, cool- 
ing units, chimneys, fireplaces and others. Company 
officials outlined advertising and promotion plans 
scheduled for the coming year and discussed new sales 
approaches designed to boost profits in the months 
ahead. 


>» Repusiic Steet Corr. recently completed a new 
continuous terne metal line at its Warren, O. plant. 
Initial schedules call for a monthly output of 500 tons 


of seamless rolls. roofing sheets. and flashing shingles. 


> STOCKHOLDERS of Southern States [ron Roofing 
Co., Atlanta. Ga., a Reynolds Metals Co. subsidiary. 
have voted to change the firm’s name to Reynolds 
Aluminum Supply Co. Paul H. Fox. president of the 
Atlanta firm. said the change was made to portray 
more accurately the company’s present day operation 


as a distributor of aluminum products. 


> GALVANIZED STEEL ANGLES in all bar sizes are now 
being stoc ked by the Rolled Steel ¢ orp. 


>» American Air Fitter Co. recently completed a 
two-week sales school for new sales engineers. John W. 


Frazier, sales promotion manager. directed the school. 


> Havec Inpusrries recently acquired the Lithgow 
Chemical Co. of California, manufacturers and appli 
cators of chemical corrosion resistant plastic coatings, 


cements, impregnations. and laminated linings. 


> Davin W. Hoprock 
has been named vice pres- 
ident and general sales 
manager of Bryant Mfg. 
Co., a division of Carriet 
Corp. Until his new. as- 
signment, Mr. Hoppock 
was eastern regional man- 
ager in New York City 
for the Unitary Equip 
ment Div. of Carrier. He 
joined the firm in 1945 
as staff assistant to Cloud 
David W. Hoppock Wampler. 


> A NEW SALES ORGANIZATION combining the sales 
forces of the Emerson Electric Mfg. Co. of St. Louis and 
its Emerson-Pryne subsidiary of Pomona. Calif. has 
heen formed. according to Edward L. O'Neill. Emer- 
son vice president and general sales manager. Richard 


Bb. Loynd, head of the new sales organization. has 
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named Edward K. Handlan product sales manager for 
room air conditioners and Harold Hodges product 
sales manager for “Multi-Duti” motors. Regional man 
agers are Ben Nadorf. northeastern region: Howard 
Sample, north central region; John Hayes, central: 


Ralph Mavnard. southern: and Phil Pryne, western 


SSN 
SSNS 
wy 


— 


: SOX. 
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AIR FILTER CORPS NEW FACTORY is de 


signed to provide double the present production 


capacity 


> Aik Fitter Corp. moved into its new factory anc 


/ . 
office building at 1554 W. Woolworth Ave... Milwau In filters— 


kee. on November 1. The new building is a one story 


spviiiddigad a aienpenanca: aoa / — Polystyrene 


vide better supervision ind better service to customers 


/ . 
> IN OcroBeR, it was reported in these pages that keeps alt 


the Clarage Fan Co. had purchased the remaining 


/ 
plant and facilities of the defunct Kalamazoo Stovs } daisy-fresh! 


ind Furnace Co. Some of our readers misconstrued 


: o Stove Co. for its success » Kalama- 
the Kalamazo won for its successor, the Kalama Polystyrene is the miracle plastic found only 
zoo Furnace & Appliance Mfg. Co in Dust-magnet air filters. This amazing 
C. C. Whitcomb, president of the Kalamazoo Fur material collects dust by electrostatic 
: (eis ttrac — t 

sien Appliance Mfg. Co., reports that fa ‘Isttee of attraction—resists humidity, stands up under 
temperature changes. Only service required is 
rinsing in clear water. For customer 
satisfaction install Dust-magnets in all air 
; conditioning and warm air installations. 

duced. His company purchased, several years ago, one \ i 
We're happy to answer any and all questions 
of the large factory buildings which was formerly part _—write orcall STODDARD INDUSTRIES. INC.. 
Er Toe Clete Jolt] a mee) (g-1-) Om @lallor-Te los 
building was built adjoining this structure. Telephone MOhaum 4-1670 


his firm are expanding and that a full line of 41 


models ol oil, gas ind coal fired furnaces is being pro- 
of the Kalamazoo Stove Co. property. A new office 


> Act WortTHINGTON Corp.'s home air conditioning 
and heating equipment sales will be handled by the 
corporation's Mueller Climatrol Div. under anew 
policy recently announced by Walther H. Feldmann. 
president of Worthington. Sales to the commercial and 


industrial markets will continue to be handled by the 
air conditioning and refrigeration division of Worth- The lifetime filter that 
ington. washes clean in a jiffy! 


Ihe firm’s annual series of air conditioning and re- 
frigeration service meetings began recently at the 
Ampere, East Orange, N. J. plant. The nine weeks 
series of lectures covered such subjects as compressors, 
shell and tube condensers, air handling units, system 
problems, heating equipment, gas and oil burners and 


their controls. 
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“there’s a... 


A\ 
WALKER 
AUTOMATIC DRAFT 
REGULATOR 


PATENT NO 
ey 


WALKER 
Shur-Flo 


DRAFT INDUCER 


Saves YOU MONEY! Saves TIME! 
COMBINES 2 DRAFT JOBS IN 1! 


Eliminates need for two installations 
by combining fan operated draft in- 
ducer with draft regulator control. 
Simple to install at any angle. 


FAMOUS DRAFT CONTROLS BY WALKER 
PRECISION ENGINEERED FOR QUALITY 


TYPE Z 

Dial ana Pointer adjustment—simplest 
design, easiest to adjust, maintains 
positive and accurate control under 
widest variation of stack droft 


hear that 


(Continued ) 








TYPE 348 

Universally accepted for space heaters, 
water heaters, trailer stoves, and all 
budget-priced heating equipment 





TYPE BB 

Extra rugged, heavy construction designed 
for commercial and industrial use. Actual 
installation proved it cut fuel costs in only 
three months, enough to more than 

pay total original investment cost. 





ROYAL PURPLE MODEL 


Walker’s finest quality automatic droft 
regulator with all moving parts 
completely shielded from corrosion. 
Guaranteed performance. 





™“ 
WALKER BBG DOUBLE SWING CONTROL 
Walker’s BBG Double Swing Control 
regulates updroft, dissipates downdraft in 
gas-fired and combination oil-gas 
~ 
4 x 2 





VENTURI TOP FOR CHIMNEY CAPS 
Unique Venturi design assures positive 
elimination of downdraft at chimney top 

for oil, gas or coal fired chimney 
vents. Patented pivots, balanced 
construction, guarantee maintenance — 
free long life. 


fired equipment. 
aff } 


a 
WALKER MFG. & SALES CORP. 


1730 Penn Street, St. Joseph, Mo. 
CANADIAN DISTRIBUTORS 
G. Mitchel! & Co., 4215 Gascon St., Montreal, Quebec, Canada 
E. H. Price, Ltd., McArthur St., Winnipeg, Manitoba, Canada 


E. H. Price, Ltd., 83 Robson St., Vancouver, B.C., Canada 


Mail Coupon for Complete Details Today! 

e*eeeeoeeeeeeeenenee 
Automatic Draft regulators for small 
installations. 
industrial Draft regulators for 
schools, buildings, plants. 
Double Swing Draft Control for Gas. 
Walker SHUR-FLO Draft Inducer. 
Royal Purple-Deluxe Controls for 
Deluxe Equipment. 
Venturi Top Chimney Cap. 


NAME 


ADDRESS — 


CTY ——$—$__- 


eeeeseeoeeeeeeeeeeeee@ 


STATE —— 


RICHARD SCHIEWETZ, 


manager of new Trane Co. manufacturing 


center, plant 
facility, visits site of the new plant at Clarks 
With him are Lacy Hibbs 


firm, 


ville, Tenn. 
(left) representative of 


and B. G 


architectural 


Allen, contractor's superintendent 


> THe Trane Co. has begun construction of its new 
$11, million plant at Clarksville, Tenn. Completion 


is expected by February 1. 
> TH 
new plant and office building at Niles, Ill According 


to company 


IMPERIAL Brass Merc. Co. has moved into its 


officials, the structure contains over six 
acres of space, with some 235,000 sq ft being used 
for manufacturing. inspection, packaging and shipping 


operations. 


> Kinc-SeELey Corp. has completed arrangements 
for the purchase of Queen Stove Works, Inc. of Albert 
Lea, Minn., according to a joint announcement by A. 
N. Gustine, president of King-Seeley, and F. A. Trow, 
president of Queen Stove Works. 


> Wiruiam L. WearLy was recently elected president 
of Joy Mfg. Co. 


| awrence, A. 


following the resignation of John 
B. Drastrup was elected executive vice 
president to fill the position formerly held by Mr 
Wearly. 


> More THAN 


tional 


150 SALES EXECUTIVES from the na- 
Div.. 
General Motors Corp., met recently in Dayton to pre- 


distributing organization of Frigidaire 


view the division’s 1958 “Golden Anniversary” cooling 


line. Sales, merchandising. advertising and service 
plans for the ensuing year were outlined during the 
meeting, which was the first of a series of product pre- 
view showings held across the country. Full color mo- 
tion picture and slide films, together with special stage 
presentations, were used to present the new product 


story. 
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on RESIDENTIAL WARM AIR HEATING-=AIR CONDITIONING--and SHEET METAL 

(Reprinted from articles originally appearing in AMERICAN ARTISAN. ) 

Mail order to Keeney Pub. Co., 6 No. Michigan Ave.,Chicago 2, I1l. 
%& CORRECT PRACTICE IN RESIDENTIAL COOLING -- Volume II -- 132 Pages, 83 by 11...$1.50 








S. W. Reid tells how to deal with 'Special Air Conditioning Problems'...how to analyze 
owners "complaints"...diagnose what's wrong in each case...adjust or replace whatever 
parts are causing trouble...how to convert an existing gravity system to a comfort 
&eCe System...how to organize or enlarge an air conditioning department, proper forms 
and best procedures...how to train installers, service men, etc. Valuable "Know-How" 
available nowhere else! A wealth of data for all engaged in comfort air conditioning: 








CORRECT STANDARDS FOR FORCED WARM AIR HEATING SYSTEMS -- 88 Pages, 83 by 11...$1.50 





GAABMe 


comfort performance of any forced warm air heating installation...also for improving 
efficiency of a newly installed system...or for correcting faulty adjustments in 
existing systems. Being so realistic and practical, the National Warm Air Heating & 
Air Conditioning Association plans to adopt such standards for the whole industry. 
Here are "How-to-do-it" facts for installers and service men to start using at once! 


This series of 17 articles by S. Konzo provides correct standards for evaluating the 





% CORRECT PRACTICE IN ESTIMATING OVERHEAD COSTS AND PROFITS--36 Pages, 83 by 11..$1.50 





Reprinted articles by N. J. Biddle, Secretary, Michigan Heating & Sheet Metal Assn., 
who discusses proper methods for accurately estimating materials, labor, and over- 

head costs...for determining the right bid-price that will insure you proper PROFIT- 
PROTECTION job-to-job. "Must" reading for dealers and contractors who want to quote 
on and get future jobs at correct bid-prices, with adequate net profit to themselves. 





DUCT WORK ESTIMATING TABLES by E. B. Root -- 21 TABLES...$1.00 


Based on cost records covering many thousands of duct jobs, these 21 tables show the 
minutes of time and pounds of material required to fabricate more than 2,000 differ- 
ent sizes and types of duct sections and fittings. All duct depths from seven to 
twelve inches, and all widths from four to forty-four inches are covered. You need 
know only the sizes of the sections or fittings to be made up in order to read off 
from the tables the material and time needed to fabricate each one. 


PATTERN DEVELOPMENT FOR AIR CONDITIONING FITTINGS -- 113 Pages, 83 by 11...$1.50 





Practical methods for developing and cutting patterns for fittings and typical sec- 
tions used in residential air conditioning, ventilating, and forced air heating sys- 
tems. Simplified rules by Wm. Neubecker and true geometrical methods for the more 
complicated fittings, with actual drawings for 56 fittings. 








% CORRECT PRACTICE IN INDUSTRIAL SHEET METAL WORK -- 2nd Printing -- 218 Pages...$1.50 


Contains all basic design and engineering data necessary for the proper planning and 
installation of fume removal, dust collecting, wood-waste removal, ventilating and 
other industrial sheet metal systems and equipment. Made up in the main of data 
published in American Artisan, this book offers sheet metal contractors dozens of 
practical designing ideas, layouts, installation kinks, tables and charts, contri- 
buted by more than 50 of the country's leading industrial sheet metal experts. 


*« 
Keeney Publishing Company 
6 Uorth Michigan Aveune, Chicago 2, 900inois 
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AL Ga i ZL. 
DAMPER 


REGULATOR 
SETS 


Preferred 


Has two retractable-bolt bear- 
BY THE ings. The easiest, most conven- 


NO. 70 SET 


ient and efficient set ever de- 
VAST MAJORITY vised. Most economical, too, all 


things considered. 
NO. 69 SET 
SINGLE BEARING 
FOR SMALL DAMPERS 


Identicai with No. 70 except 
that it is furnished with 
just one bearing. 


HART & COOLEY 


MANUFACTURING CO. 
500 EAST EIGHTH ST. 
HOLLAND, MICH. 
IN CANADA 


HART & COOLEY MFG. CO. 
FORT ERIE, N. ONTARIO 





FOR LARGER DAMPERS ' 





INGS 
Prompt Deliveries 


MONCRIEF offers a complete line of Prefabricated 
pipe and fittings for any type of Heating or Cool- 
ing system. All precision made, at low mass pro- 
duction cost. Prompt shipment from Atlanta Fac- 
tory makes MONCRIEF the South’s most depend- 
able source of supply on Duct Work, Registers, 
Grilles and Diffusers. Save time and money by or- 
dering from your jobber TODAY. Write for 


catalogue showing fittings and prices. 


MONCRIEF FURNACE CO. 
P. O. Box 1673 Atlanta, Ga. 





we hear that 


(Continued ) 





> Carrier Corp. reports that it has developed a ma 
chine for fabricating welded spiral ducts for carrying 
high pressure air at high velocity. The new machine 


is said to reduce the cost by as much as 20 percent. 


> AmeRICAN-STANDARD’s Plumbing and Heating Div 
recently opened a new showroom at 706-708 N. Michi 
gan Ave.. Chicago. The new showroom contains ap 
proximately 4500 sq ft of display space where dealers 
may view heating and air conditioning equipment, gas 


and electric water heaters. 


* WittiamM 3 J. Borwick, assistant vice president. 
commercial, United States Steel Supply Div. of United 
States Steel Corp.. has been promoted to manager ol 
the Chicago district warehouse. He replaces Clyde B 
Colwell, Jr.. who has been appointed manager of the 
Cleveland district warehouse. Mr. Colwell succeeds 
William R. Holmes who was appointed manager of the 
Newark. N. J. warehouse to replace William J. Nor 
man. Mr. Norman is retiring after 15 vears of service 


with the firm. 


> LenicguH Mre. Co. is moving its condensing unit 
and compressor manufacturing facilities from Lan- 


caster to the Easton. Pa. plant of its parent company. 


Lehigh, Ine. 


> THe Atrreme Dtv., Chrysler Corp., is using 
freight cars consigned exclusively to the division by 
the Baltimore & Ohio Railroad for transportation of 
air conditioning and heating products. According to 
C. A. Zweisler, traffic and shipping supervisor, the 
cars are especially equipped for compact loading and 
safe transit of materials. Distributors around the 
country will be asked to return their “empties” 
promptly to Dayton for reuse. 


> JoHNs-Manvit_e Corp. is making use of a high- 
speed electroni computer to prepare both heat trans- 
mission tables and tables showing recommended in- 
sulation thicknesses based on economic considerations. 
“Economic thickness.” the company says, “is that 
whi h will pay for itself over a given period while 
producing a specified return on its cost. At this thick- 
ness the sum of annual cost of heat loss and insulation 
is a minimum.” The tables provide company sales rep- 
resentatives with the information they need to guide 
their customers in selecting the insulation for any 
given job. 


» J. Gorvon Kaveny has been elected president and 
chief engineer of Besser Furnace & Air Conditioning 
Corp. Charles S. Besser is vice president and Jack 
Boyd, secretary. Mr. Kaveny is also president of Quiet 
Automatic Burner Corp. 
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wholesaler doings... 





UTIUTIES 
CORPORATION 
, DIsTRIBL rors for General Klectric Co.s Air Con 

. oe eee ; PRECISION PRODUCTS. for 
ditioning Div. met recently at Miami to preview the nod 


HOME + FARM 


division’s 1958 line of products. According to H. N. sorcnied 

VMeMenimen. Jr.. manager of the division’s sales de Automatic Oil Burners 
partment for Home Heating and Cooling, Commercial 

and Industrial Ain Conditioning and Weathertron ELECTRONICALLY 
products, this year’s conference represented a major CONTROLLED 


effort by the division to integrate the marketing poli- 
ies of the three departments with pri | tages Electronic . 

y ; ; ee Pe rer Combustion Safe 
being reflected at the dealer level. Guard Controls 

3 to 30 G.P.H. 
capacities 

> MeNanara Saves Co. St. Paul, Minn. heating Fully mounted & wired 
Less controls. ..more 
protection. . 

to handle the sale of fans. blowers, heating. ventilat greater flexibility _ 
Safe start—no puffs— 
no flare back—no 
Sturtevant Div. of Westinghouse Electric Corp. The unburned oil 
Successful record of 
installations 


and ventilating equipment distributor, has been named 
ing and electronic air cleaning equipment by the 


MeNamara firm will serve a territory including North 
and South Dakota, Minnesota and northwest Wiscon The speed and sensitivity of electronics makes possible 
sin. immediate recycling along with fast and positive 
response. The Radiant Electronically Controlled oil 
burners are designed to meet the safety and protection 
> Witt M. Orr Co., Inc. N. Braddock Ave. at required for industrial and commercial use. 


Thomas. Pittsburgh will now stock most standard 








Write fcr complete literature on all Radiant products. 
vrades of Armco stainless steel sheets, strip. bars and 


wire. Various specialty grades of Armco stainless steel RADIANT UTILITIES CORP. 
will also be available through the Orr firm. The Orr 8817 18th Ave., Brooklyn 14, N. Y; 
company was established in 1920 and serves metal 
fabricators in the general area of western Pennsyl- 
vania and northern West Virginia. Officials of the 
firm are W. M. Orr. chairman and treasurer; W. B. 
Orr, president: and Harvey D. Smith, stainless prod 


ucts manager 


> THe A-C Suppty Co., Philadelphia distributor. WORLD'S LARGEST 

will represent Westinghouse Electric Corp. s Sturte- MANUFACTURER OF 
vant Div. in Delaware. New Jersev and eastern Penn- : mi & izes 
svivania. The Philadelphia firm will handle the sale _ Fe) | ee 

of industrial fans. ventilating sets and gas fired unit / . 4 BN STAMPED 


heaters. ~~ i * | PULLEYS 


> THe Anstt CHemicat Co., Refrigeration Div.. 


. S ) . oini tine ? Long the favorite with 
Marinette. Wis... and the Virginia Smelting Co.. 136 P Suaieal Getennat Mew 
Jefferson St.. West Norfolk. Va. have been named | 1 & —— Ss Automobiles, 
sales agents for “Freon” refrigerants to the wholesale 4 j ing Equipment. 


level by E. I. Du Pont De Nemours & Co. Effectiv SS THEY COST 


December 26. all sales of “Freon” to wholesale outlets i O * 
will be made through those two agents, the company Y U LESS! 
. é“ * . as . ; Because they are made in ONE-PIECE 
said. Sales of “Freon” through existing national dis- 
. . ZATKO ONE-PIECE PULLEYS 
tributors will be discontinued on that date. 


Are Stronger, wear longer and cost 
you less. Hundreds of thousands 
now in use. Write for Literature. 
’ THe Empire HEATING AND Cooninc Co. N. P. 


Industrial Site, Albert St.. Billings. Mont.. has been 
appointed a distributor of Dravo heating equipment in METAL PRODUCTS co. 


a territory which includes 30 Montana and 10 Wvy- 20850 ST. CLAIR AVE. 
oming counties. CLEVELAND 17, OHIO 
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° BREAKS 

* CAULKS 

* CHANNELS 
* CHIPS 

* CHISELS 

« CLEANS 

* cuTs 

* DEFOULS 
* DIGS 


« eouses POWER HAMMER 


« PEELS 


Now own a power hammer backed 
* PEENS 


by the most dependable name in 
« PIERCES power tools. Gives you more power 
* POINTS for its light weight than any other 
e RIVETS ’ 
+ ROUSHS similar tool. So versatile you'll 
e ROUTS discover brand new uses for it 
° SCALES yourself. Saves plenty of work... 
« SHAPES gets more jobs done in a day. Ask 
e SLOTS your I-R Distributor for a demon- 
« VIBRATES stration in your plant. 


ob feet Ingersoll-Rand 


1! Broadway, New York 4, NY 





A Complete Combustion Efficiency Test 
In 30 Seconds With the NEW, Low-Cost 


DWYER 
COMBUSTION 
TEST KIT (No. 1100) 


@ SIMPLE TO USE 
@ LIFETIME ACCURACY 
@ PORTABLE 
@ COMPLETE 
@ INEXPENSIVE 


Includes: Smoke Gage 


(02 Indicator Slide Rule Computer 
Draft Gage * Magneclips 
Stack Thermometer Instructions 


..-Gnd all necessary accessories and fittings 


Here's everything you need for a thorough, profes- 
sional job of combustion testing. This new DWYER 
Kit simplifies the testing of any installation . . . resi- 
dential, commercial or industrial: gas, oil or coal fired. 
You can perform a complete analysis in less than 30 
seconds. . . accurate to within +14°% COz. 

Handy, handsome metal kit— (also available with 


COz2 Indicator alone) — is custom-fitted for all neces- 
sary parts and accessories. 


*Draft Gage...famous DWYER Inclined Manometer. 


Continuously indicating type, permanently accurate 
—choice of ranges: 0 to 14", 0 to 14", or 0 to 1” water. 


Write for complete information 


FLW. DWYER MFG. CO. 


P. O. BOX 373-F e MICHIGAN CITY, INDIANA 
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merchandising ideas 


= x 





DRAFTING EQUIPMENT compact enough to fit 
into a brief case makes 
presentation 


an effective aid to sales 


> By usinc a new design portable drafting machine 
dealers can draw up plans for a heating system right 
in the prospect's home. According to the 
turer—David Miller & Associates. 
Hills. Calif.—the instrument 
in the pocket when detached 
It is said to take the place 


tractor and triangles. 


manufac 
Box 572. Beverly 
is so compact it can fit 
from its drawing board. 


of T-square, ruler, pro 


> ArRwstTRONG FURNACE Co. suggests “Teledate” desk 


calendars as inexpensive Christmas gifts that remind 
prospects of the dealer and his services all through 
the year. Space is provided for name. address and 
phone number. 


> THe American Gas Association has prepared an 


6 page newspaper supplement featuring the 
“Make it a White Christmas 


gas appliance.” 


theme 
give her an automati 
reprints of which dealers may use to 
tie in with AGA’s national promotion. Reprints can 


he altered to feature the dealer's name on each page 


and. similarly. substitute ads featuring the dealer's 


name can be used. The association suggests using the 
reprints in direct mail campaigns or as handouts on 
the sales floor. Duplicating the section in local news 


papers is also suggested, 


>» Penn Conrrous. Ivnc. offers a gas control self- 
mailer for use in direct mail efforts by dealers of gas 
heating equipment. Printed in two colors. the mailet 


provides space for dealer stamp or imprint. 


> Goop puBLIC RELATIONS is like a bank account of 
dependable friends and allies. and can mean the differ 
ence between success and failure for a small firm, a 
cording to a leaflet recently published by the Small 
Business Administration. “Public Relations for Small 
Business Owners” is No. 27 in SBA’s series of Mar- 


keters Aids and can be obtained upon request from 
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merchandising ideas 
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ll of the \ oven v's othees. The leaflet points out that 
small firms would do well to maintain cordial relations 
with all of the public groups with which they deal both 


individually and collectively. Some of these groups 





are: current and prospective customers, suppliers. 
employees and their families. lo« al educ ational itt 


stitutions and civic organizations. and the general 


public 


> Narionat Mopuration Co. is tying in sales pro- 


motion of its “Palm Beach” blower control with for Air Conditioning Equipment 


American Artisan’s “Standards for Rating Heating 


Systems” program. In a recent letter to dealers the ABSORBS 24% MORE 
firm notes that it subscribes to Artisan’s Standards VIBRATION 


program which emphasizes selling comfort and quality 


es i aati ; ' —-. ee ee a Independent laboratory check proves 
in heating systems rather than price. By elling pre this light duty V-Belt absorbs 24% =a 
vibration and noise than next best 
Beach” controls. the company says, dealers can not Low Vibration” Belt. 

eae ee le lal i For Air Conditioning Equipment,Forced 
oO p their sales volume but will also realize the Air Furnaces, Window and Attic Fans 
advantages provided by better customer satisfaction ~—also— Washing Machines, Driers and 
through user recommendation light workshop Equipment. 


pects on the comfort producing qualities of “Palm 


Diiieiiinin. — aa oe METAL PRODUCTS CO. 
& PPORTUNITIES for manufacturers to tie in with s0ece cf kann. caval aceae 
the Home Improvement Council program were re- a =| Wsahits hocqoct thocstailibadubiedmeiimiatie: 

cently cited by Don Moore, HIC executive director. 


Manufacturers of heating and cooling equipment can 
hook up with the council’s current consumer-directed 
contest by being represented in HIC’s mailings to the 


anticipated several hundred thousand contest entrants. 


They will be permitted to mail their own sales mes- with BEVE RLY 


sages to the home owners who have indicated on the 


contest checklist an interest in. or need for, their metal cutting 
specific type of products. They will have an opportun- % i R« 
ity, also, to strengthen dealers’ good will by urging. in Hi A 

their advertisements, that home owners purchase theit 

modernization equipment from local dealers identified throatless 


with this national promotion. Further information can SHEARS 


he obtained lrom coun il headquarters: 2 E. 54th No Make any cut—straight, irregular, curved 
New Y ork 22 Exclusive design permits turning work any 
_~ direction while cutting. 4 models—cap 

to 3.16 


> A “RKRircHen-AIRE” RANGE HOOD DISPLAY offered 


Ste S S ides « . _ 
by Stewart Industries, Ine provide pace for thre - Makes cuts up to 8” inside edge of 
models. Each hood is surmounted by a colored panel : eek ta cuts 

. ‘ 2 16 ga. High s zth 
printed in shades of yellow. pink and blue which lists om BR elt poe till gee ee 


e . a ~~ t P . y 
available hood lengths and contains metal swatches of at H.C.H.¢ 
the finishes available 


i . : . . ( New “‘SS” Series—easier cutting with 
* GIBSON Rt FRIGERATION CO.. Div. ol Hupp Orp.. compounded linkage. 3 models—cap 


to 4\¢"; trimming capacity to 1,” mild. 


offers distributors a new series of four-color literature ‘ : 
j: . ‘ . ro See your Beverly Distributor. Write for 

and display materials. A “Sales Mardi Gras” package FREE illustrated Bulletin 

was presented to each distributor in attendance at the 


companys New Orleans meeting introducing the 1958 
line. and each distributor salesman will receive an ad- . co. 
vertising kit. 3020 W. Illth STREET © CHICAGO 43, ILLINOIS 
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PRE-FABRICATED 
DUCTS and 
FITTINGS 


the complete streamlined 
lime... 


All Fittings now Shipped in 
Cartons — Reduces Damage 
and Distortion of Fittings 


For extra profits, use AJAX Pipe and 
Fittings . . . save installation time and 
labor . . . fit tight and fast with AJAX 
Automatic Snap Lock connections. 


FORCED AIR and GRAVITY INSTALLATIONS! 
@ Precision Made 
@ Highest Quality 
@ Quickly Assembled 


WRITE TODAY for line catalog giving full 
data. 


AJAX FURNACE FITTING CO. 
216-220 E. Front St., Cincinnati 2, Ohio 


Division of The Cincinnati Sheet Meta! 
and Roofing Co. 








SAVE with 





the big new development in 
Duct Fittings and Duct Connectors. 


SNAPPY FITTING 





Just collapse the inner 
collar, place in open- 
ing and Snap it 

So Simple, yet firmly 
locked in position. 


SNAPPY CONNECTOR 


Wrap it 

Hook it 

Snap it ——————— 
So Fast ——————_ Yet 
positively locked .. . 





Increase your sales Save time and 
labor ————————._ Make stronger connections — 


AND SAVE WITH SNAPPY 


See your jobber today or for further information 
write to: 





SNAPPY, INC. 


Detroit Lakes, Minnesota 








appointments... 





> Joun A. GILBREATH as vice president of sales for 
Typhoon Air Conditioning Co.. succeeding Mark | 
Mooney. who recently resigned. For 13 years Mr. 
Gilbreath served as manager of the air conditioning 
division of Servel Inc.. and for the past four years has 
been associated with Westinghouse Electric Corp.'s 
air conditioning division, serving first as manager ol 
the Packaged Products Dept. and later as manager of 


the Wholesale Dept. 


John A. Gilbreath David G. Collins 

>» Davin G. Coins as vice president of SpeedWay 
Mig. Co. of Cicero, IIL. a subsidiary of Thor Power 
Tool Co. Mr. Collins will be in charge of the firm’s 
electric motor division. 


> M.S. Leparr as assistant vice president of market- 
ing for the York Corp., subsidiary of Borg-Warner 
Corp. In his new position, Mr. Lebair will act as staff 
assistant to Austin Rising. vice president and director 
of marketing. in all areas of the marketing program. 
with specific emphasis on trade relations. Mr. Lebair 
joined the firm in 1917 as a draftsman and has served 
in various capacities including Philadelphia branch 
manager and manager of the middle Atlantic district. 
Robert G. Werden has been named general sales man- 
ager of engineered equipment. He joined the company 
20 years ago, has served as a sales engineer. sales man- 
ager of the middle Atlantic district. and manager of 
the north Atlantic district. 


> Rapuaer J. Larko as product manager of ventila 
tors for American Steel Band Co. He was formerly 
associated with Burt Mfe. Co. 


> Louis W. Hamper, Jr. as assistant to the vice pres- 
ident in charge of sales a newly created position 


for Gibson Refrigerator Co.. Div. of Hupp Corp. 


> Robert H. Ewine as Mid-Atlantic regional sales 
manager for Temco. Inc. He will have offices in Wash- 
ington, D. C. 


> James E. Fane and R. J. Heiting as representa- 


tives for Heil heating and cooling equipment for the 
newly formed Heil-Quaker Co. Mr. Fahl will cover 
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Maryland, Delaware and Washington, D. C. as well as 
parts of Pennsylvania and Virginia. Mr. Heiting will 
handle sales in Michigan and Ohio. 


>» Craupe C. Kirk as district sales manager for room 
air conditioners for Fedders-Quigan Corp. Mr. Kirk 
will cover Alabama as well as parts of Tennessee and 
Florida. He will make his headquarters in Birming- 


ham. 


; 
Claude C. Kirk George A. Waterman 
>» Grorce A. WATERMAN as director of product sales 
and engineering for the aluminum division of Olin 
Mathieson Chemical Corp. He was formerly manager. 
extrusion sales. for Kaiser Aluminum and Chemical 
Sales. Inc. and before that served in various technical 
and sales capacities with Revere Copper and Brass, 


Ine. 


> Haroip G. Warp as a regional sales manager for 
Tamco Corp. Mr. Ward's territory comprises th: 
northern part of California. He will have headquarters 


in Pleasant Hill. 


> Puivie H. Gavutuier as a regional manager for the 


Remington Air Conditioning Div.. Remington Corp. 


He will make his headquarters in Evansville, Ind. 


and will cover the midwestern part of the country. 


> Ropert D. ErcHMan, sales engineer for Penn Con- 
trols, Inc.. as assistant to H. D. Gray. manager of the 
firm’s Milwaukee district office. Mr. Eichman joined 


the company in 1951 and was previously assigned to 


the New York district office. 


> Donato E. Starr as head of the application en- 
gineering department for the Payne Co. Mr. Starr's 
responsibilities will include the production and = dis- 
semination of information on all company products to 
dealers, distributors, and factory sales engineers in the 
field. He will also be responsible for the preparation 
of training programs for dealers and distributors. Dick 
Judson and William F. Steiner have recently joined 
the firm as factory sales engineers. Mr. Judson will 
cover Oregon and southern Idaho and Mr. Steiner will 


serve the coastal region of northern California. 
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We're Specialists 


PARTS and 
SUPPLIES 


@ Over 10,000 items... 
most complete list in the 
world...carried in stock! 
You'll find them all in the 
NEW Harry Alter De- 
pendabook No. 167 for 
Fall-Winter, 1957-58. 


SAVE MONEY, WHOLESALE ONLY 


time, effort by ordering 


Write on your letterhead 
from this complete catalog 


for the DEPENDABOOK 
The HARRY ALTER CoO., inc. 


Chicago 16, Ill. Dallas 7, Tex. 
1717 S. Wabash Ave. 122 Parkhouse St. 
New York 13, N. Y. Atlanta 10, Ga. 
134 Lafayette St. 690 Stewart Ave., S.W. 
Free Parking and Fast Counter Service at these 4 Big Houses 


— a breath of air moves the vane 


The Steinen Draft Regulator will respond to 
the slightest movement of air because the 
minimum frictional area of the hinges rotat- 
ing on two heavy duty, corrosion resistant 
bearing pins creates a non-clog, non-binding 
bearing surface that is extremely sensitive. 


Steinen Draft Regulators 
now sold in all popular sizes 


WM. STEINEN MFG. CO. 
4} Bruen St., Newark 5, N. J. 


ESTABLISHED 
1907 
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> Acrrep R. Scarpert as head of air conditioning 
sales engineering activities in the St. Louis area for 
the Heating and Air Conditioning Div., National- 


U.S. Radiator Corp. 
Look Better — Last Longer 
Superior workmanship and finish in heavy- 
gauge metal assures installations of lasting 
beauty. Most designs stamped in any thickness. 
we to one-fourth inch, from any metal. Catalog 
©. 36 illustrates all designs and gives complete 
working data. Free on request. 


Diamond Manufacturing Co. 
Box 34 Wyoming, Pa. 


West Coast Plant, Diamond Perforated Metals Co. 
17915 So. Figueroa St., Gardena, Calif. 


Ky 


reste, 





ae Se i 


rst 
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: Sr F 
Alfred R. Scarperi Richard E. Olson 
WRITE Permanent aluminum sodering is 


TODAY made simple and easy with AL- 


LEN Alumi-Soder. Complete > RicHarp FE. OLson as manager, residential heating 


FOR Free in itself, flux and soder are and cooling systems, for the Plumbing and Heating 
SAMPLES combined in exactly the : 


right proportion in Div. of American-Standard. He has been with the 


a convenient firm since 1950. 
“handy-to-use” 





> Cart KiorzBacu as district sales representative 


‘ ~@a:!) eastern Pennsylvania for General Automatic Prod 
L. B. ALLEN CO. inc. ~, yea 
™ Ns "4 a yw Hets ( 0 De 
9302 Berenice > oe 
Schiller Park, Ill. - X= 
—Metropolitan Chicago— : > FrRavk C. Hawk as representative in New York, 





New Jersey. Pennsylvania and the New England states 


for Recold ¢ orp. He will headquarter in New Jersey. 


Now! > P. L. CHasre as national sales promotion manage1 
! the OG on 


of Utility Applianes Corp. and its affiliate. Mission 
K Style Appliance Corp. Mr. Chabre joined Utility in 1936. 
eee (,eorge W ack has been named district manager for 


GUTTER CLAMP Utility in San Diego County. 


Holds gutter together for an easy 
and quick job of soldering. . . : 
Simple to use .. . place in gutter ¥ RALPH SCHOVERLING as manager of the Baltimore 
over joint, tighten screw drawing ‘ . 4 ‘ . . 
sections together, then solder. office of the Powers Regulator Co. Mr. Schoverling 
May be used for Pre-Fab or Bench 5 ‘ 
work succeeds W. I. Collier. who recently retired after 40 
Saves time and material . . . gives , Ne 
a much better and neater job vears of service. i 3 L. Fitzgerald 
pt rth gms.» Atanas branch manager in San Francisco. He was formerly 
Wane anage eT ancis ° e as If ; 
MONTGOMERY SPECIALTY CO., : ; 
185 Montgomery Place, with the ¢ ompany s Seattle. Wash. office. 
Paterson, New Jersey 





has been named 








> JosernH D. Gavin as manager of sheet and strip 

sales at the Chicago plant of Joseph = Ryerson & Son. 
Quick Delivery Inc. Mr. Gavin joined the company in 1941. Until his 
to South & West 4 on recent promotion he was manager of the sheet and 


strip order department. 

AIR COOLED 

CONDENSERS | ge ; >» D. D. Darnett & Co. as representative for the 
' 5 Evansville Div.. Bendix-Westinghouse Automotive Ait 


Stock Sizes vw A Brake Co. The Darnell firm will cover Texas. Okla 


3, 5, & 7.5 Ton — homa, Kansas, Nebraska and western Missouri. 
anges Ave Stetten > J. C. Rewarp & Associates, Detroit. Mich. as 
UNITED ELECTRIC co. manufacturer's representative handling industrial fur 


P.O. Box 119 Wichita Falls, Texas naces for Lennox Industries Inc. Other new representa 
ae : tives and their territories are Cryer & Wolfe, parts of 
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(Continued ) Vo. 97 Bench Punch 


Capacity — 
ar Y2" hole thru '/4"' iron; 3%" hole thru 3/16" iron; 
2" hole thru '/e"" iron. Weight 79 Ibs. 
Depth of throat 5" 
Stock size of round punches — !/2"' to |" by 1/32", 
1-1/16" to 2" by 1/16". 
Punches also made in squares, ovals, rectangular 
or special shapes to customers order. 
Has depth gage at punch line and insert- 


Pennsylvania and New Jersey; H. F. Robinson. 
Massachusetts; George C. Cummings, parts of New 
York and New Jersey; and A. J. Allen & Co.. Indiana 
and parts of Illinois and Kentucky. Aircon Sales Co. 
will cover Nashville, Tenn.; T. R. Christy Co.. Wis- 
consin; H. C. Sharp Co., southern Illinois and parts of able pipe handle. 


Missouri: Edward Filkins, northern Illinois: and 9 egg with 10", 18" and 24" depth 
a of throat. 

Manufacturers Sales Co.. Kansas Citv. Mo. ~ th + ee 

this tool, enables the operator to notch 

IY" x 1Y2" x Ve" angle iron. 


No. 4-B Jinnen’s Punch 


>» Jouy B. Hewerr Co., Ine. as representative in 
the metropolitan New York area for the air condition- 
ing department of Industrial Acoustics Co., Inc. The 
Hewett firm will handle the sale of “Quiet-Duct” si- 


Capacity '/,"" hole thru 16 
gage iron. Length 8!/2". 
Vent” silencers for the return of air from offices, and Weight 3 Ibs. Depth of 
“Quiet-Flow” cooling tower silencers. Sales in the In- Pat p ‘oft te 
dianapolis area will be handled by A. G. Allen and Co. 1/64". Also supplied with 
three punches and dies in 
cardboard carton. 


lencers for fan noise in air handling systems. “(Quiet- 








(Obituaries 


W. C. Coleman 


W. C. CoLtemay, founder and chairman of the board 
of directors of The Coleman Co.. Inc., died November 
2. 1957. He was 87 years old. Mr. Coleman retired 
from the presidency of the company in 1951. At one 
time he served as city commissioner and later as may- 
or of Wichita, Kansas. He was actively identified with 
such organizations as the Y.M.C.A., Boy Scouts. 
American Red Cross, Community Chest. the Wichita 
Chamber of Commerce and Rotary International. He 
is survived by his wife, Fannie Sheldon Coleman, and 
two sons. Sheldon and Clarence. both of whom were 
associated with him in the management of the com- 


pany. 


Louis C. Trost 


Louts C. Trost, 64, Erie. Pa. sheet metal contractor. 
died suddenly Saturday afternoon. September 14, 
1957, of a heart attack. Mr. Trost was founder and 
co-owner of the Trost Sheet Metal Works. Inc. He is 
survived by his wife: two daughters: and three sons 
who were associated with their father in’ business. 


John. Joseph and James. 


#rank Lunatten 


PRANK Eynarren, Peoria. HL, long-time member of 
the Sheet Metal, Air Conditioning & Roofing Con- 
tractors’ Association of Illinois, died October 13. 1957. 
Mr. Eynatten was well known for his activities with 
the association, and had served as treasurer of the or 


eanization for many vears. 
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Write for cata- 
log and see your 
local jobber. 





INSULATION 
INSTALLATIONS 


FASTER — EASIER - COST LESS! 


‘ 
Anchors by M3 


ips @ ime and labor 
ic-Klips GOare time 
aie saving anchors ond 
fasteners for attaching wenger 
strapping, metal lath, wa 
fixtures, wiring and oe 
ved or flat metal or masonry sur - : 
si Stic-Klips @ feature no sur var 
ck fastening, no fire hazor 


saiatites oe a strong positive bond. 


Send for free illustrated folder. 


MANUFACTURING CO., INC. 
68 Regent Street 
Cambridge 40, Massachusetts 


Ask about the time and labor saving 5-Second application method. 








Curtain Wall Figures Strongly in ‘Chicago 


MrTAL CURTAIN WALLS for all types 
of buildings got a big boost during 
the week of October 28 when Chi 
cago set into motion its plan to be 
come the world’s first contemporary 
city. The 


of Chicago Dynamic and is primar- 


program f0es hy the tithe 


ily based upon architectural heritage 
and its favor for metal curtain wall 
buildings. Prominent in the program 
were architect Frank Lloyd Wright 


and poet Carl Sandburg 


Discuss Various Types 


White, Inc... designers of the new 
Morton Salt Co. building. said this 
about metal curtain wall panels: 
“They can be erected with ease and 
with speed, they make possible more 
space within the enclosure and they 


are relatively maintenance-free.” 


More Work for Contractors 


What Mr. 


that it also means a great deal more 


Charn didn't say was 


work for sheet metal contractors be 


cause erection of metal curtain wall 


Dynamic’ Program 


sheet was fed into special machines 
that shaped and finished the panel 
and its interlocking edges in seven 
operations. Because the sheet metal 
was supplied from a coil, the panels 
were formed in a continuous length 
and sheared to customer spec iftea 


tions as the panel shape emerged. 


Visitors Are Impressed 


Decorative strips. mullions. and 


small joining clamps were fabricated 


in a 45 ton powered press brake by 


panels is in the jurisdiction of the sheet metal journeymen. The speed 


Various types of metal sheathed sheet metal trade. 


During the curtain wall workshop 


the various forms of panels available, 


of fabrication and high quality work 


buildings were discussed at a day 


manship obviously impressed — the 
Milton Male. United States 
methods used for hanging and join Steel Co.. who handled the demon 
architects described six new ing, and new methods of 


long workshop on the subject of cur audience. 


tain wall panels. Six of the city’s 
leading 


sealing strations, pointed out that all of the 


multi-story buildings now under con joints and maintaining the buildine 
struction that use metal curtain wall were 
Victor C. Charn 


Anderson. Probst and 


tools used in sheet metal shops are 


described in detail. Between needed to fabricate the essential 
panels throughout. sessions, the complete fabrication of parts of a metal curtain wall build 


of Graham. a panel was demonstrated. The metal ing 





FLANGES THE DUCT 
with Anvaning Speed | 


Less than 5 seconds on short 
and lighter pieces... 


ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 

If you don’t bave catalog K, send for it NOW. 


MILLER & DOING 


89 ADAMS STREET BROOKLYN, N. Y. 


FLOAT CONTROL VALVES 


for water level control in small space 


Slightly longer on bulkier pieces 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 

A complete drive cleating tool... 

no set-up time . . . no adjustments. 

Handy to take out to the job when 

not needed in the shop. Turns idle - 
time into production time. Flanges we 4 
any square duct up to 20 gauge. : Pa 


% 
Quickly pays for itself in time, * tyn oe 
material and labor savings. eck For humidifying units, pan fillers, air conditioners, coolers, 

— air washers. Write for catalog on whole line! 


PERFECT No. 51: 


5%" long, including copper float 2'/, 
DRIVE CLEATS x 1/,"deep. Valve body has '/ ” lock- 
nuts for mounting in 9/16" hole; or 
screw right into tapped opening. Pres- 
sures to 85 Ibs.; capacity: '/. gal. per 
minute at 50 Ibs. 











’ 
“* - 


No. 12 Smith's Cleat Bender 
”“ wide) .. $49.80* 

No. 18 Smith's Cleat Bender 
8” wide) .. $78.60* 
No. 24 Smith's Cleat Bender " P 
(24” wide) .. $140.00 fit the duct without 
the use of a screwdriver. 
TREMENDOUS SAVINGS 


in erection time and labor. 


ee 


1124 Elizabeth Avenue e 


wri F ATA 
*F.0.8. Waukegan, Illinois TE FOR C LOG 
Prices subject to change 


without notice 


MAI D-O’-MIST, Inc. r / 


3217 NORTH PULASKI ROAD 
CHICAGO 41, ILLINOIS 


Waukegan, Illinois 
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Rates for display space in the Service 


Section are $12.00 per inch per in- e 
sertion. One-inch minimum space ac- 
cepted. Closing date — twentieth of 


the month preceding issue. 




















x *k * 
SO SOFT RUBBER f 
KNEE PROTECTORS Cleat =f HANDY TOOLS AND EQUIPMENT 


EVERY ROOFER SHOULD Drive R — 
HAVE A PAIR. Stathers Quick Set Dividers 
PRICE $2.50. ore Fastest, most 9 2 
sort” the market. Two sizes for 
bef ee Toe Teeee. circles up to 36” and 48”. 
JOHNSON Removable steel points, or 
LADDER SHOE CO. New pencil. No center punch. 


EAU CLAIRE, WIS. Clip Punch 
For fastening slips or seams 


Hn on ducts. Will push a “half 
Classified Advertising —— agp a 
Rates for classified advertising are eg - pal _— ail oo tan out to fas- 
12 cents for each word, including or foot operation. Mounts *@" slip to the duct. 
heading and address. One inch $6.00. on bench, or on job with compiere LINE OF SHEET 
Count nine words for keyed ad — er bolts and METAL MACHINERY 
dress. Minimum $2.00. Closing date e 


20th of month preceding publication. REINER & CAMPBELL CC., Inc. Post Office Box 5035, Newark 5, N. J. 


























oA —— ae ——— SHEET METAL SAVE MONEY on REPAIR PARTS 


wg ey MACHINES & TOOLS OIL BURNERS 


Lockformer Machines Peer Spot Welders GAS BURNERS 
Chicago Hand Brakes Reed Power Rolls 
Chicago Press Brakes Wysong Sheors WATER HEATERS 
Pexto Power Shears Whitney Punches : ; ay" »bui : 
t Pexto Foot Shears Whitney Foot Presses Sid Harvey's rebuilt parts Stee 
Pexte Rotary Machines Pexto Mechanic's Tools an average of half of new ut 
i“ INE WANTED Pexto Slip Rolls Black & Decker Tools carry the same guarantee. 
Pexto Bar Folders BSett-Morr Bandsaws y 
Smith Cleat Benders Mearsholitown Presses ALL MAKES — ALL MODELS 
Sevage Nibblers Punches ond Dies 
Mipaten Pittsburgh Lock Hammers 


. Write on your letterhead for 
eo at ig rng ag SEND FOR CATALOG 


fully illustrated, 240 page catalog 


exa FREE — TO DEALERS ONLY 
CENTRAL-WEST MACHINERY CO. Dept. A 


i FOR SALE 335 S$. WESTERN AVE. CHICAGO 12, ILL. BA \\y YWARNEN wen 
PHONE: HAymerket 1-0900 VALLEN STREAM MEW voRK 

FOR SALE NAMEPLATES & NUMBERED 

VALVE TAGS manutfact f ( t t 

Free Catalog & sar Seton Nat te ¢ 


aetna | COMBUSTION CHAMBERS MON MOUTH 


FOR SALE IN PORTLAND, OREGON 


peg tree pyeitt HUMIDIFIERS 











Made in various 


* BACKWALLS capacities up to 


420,000 BIU/ 


Idea cation. W 


¢ HEATING ELEMENTS 


* 2300° INSULATING FIRE BRICK 
* VAPORIZER FINS 





_—— Write for descriptive 
ss literat re ® " 
Inquiries Invited ature, prices and discounts 


DRASTIC PRICE REDUCTION Effective contro of humidity 
tHe GEM cray rormine co. siilltniie: aniinitin: Meatless Gea canteen, 


COMMERCIAL PACKAGE nnneen, eure and greater customer satisfaction mean larger pr 


CLEVELAND HUMIDIFIER CO. 
AIR CONDITIONERS : ——— 7802 Wade Park Ave. Cleveland 3, Ohio 


Water Cooled — 2 - 3 - 5 HP. @ PROVEN OVER 5 YEARS BY 
Palm Beach OVER 1500 BETTER DEALERS 


100% CAC COMFORT WITHOUT DRAFTS a 

REGULATES BLOWER SPEEDS IN DIRECT PROPORTION 

WITH PLENUM TEMPERATURES 

PROVIDES UNMATCHED COMFORT AND EFFICIENCY 

MAKES UP MOMENT TO MOMENT HEAT LOSS WITH 

NO OVER-RIDE OR UNDER-RIDE 

Vz HOUR INSTALLATION 

$37.50 IN LESS THAN '/, DOZEN QUANTITIES 5 Year Guarantee 

30 DAY MONEY BACK GUARANTEE ORDER TODAY 
@ LONG RUNS — COLD ROOMS — SPLIT LEVELS 


NATIONAL MODULATION CO. 2730 N. HY. 61 St. PAUL 9, MINN. 
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ARE ENGINEERED FOR YOUR ADVANTAGE! 


One of the big benefits of using H&C Registers, Grilles and Diffusers is that H&C engineer- 
ing not only insures topnotch functioning of every item, but also completely eliminates any 
necessity of guesswork by the installer in figuring the job. They are all thoroughly engineered 
before they hit the market. Their performance is honestly established in H&C’s unmatched 
testing laboratory, and the engineering data concerning them, which appears in the H&C 
Catalog, is absolutely reliable. The result for men who use them is better installations, more 
customer satisfaction — more business. 


PACKAGED FOR YOUR CONVENIENCE 

All register items and most accessories are packed in individual car- 
tons for easy dispensing from jobber to dealer and complete protection 
to the point of installation ... shipped in strong fibre, easy-to-handle 
cases ...in quantities which are small enough to make it easy for the 
trade to buy in case lots. 


Ask your jobber for a copy of our new Catalog ‘'B’’. It's a reliable guide 
to the best registers, grilles and diffusers for all types of heating and 
cooling installations — domestic and commercial. 


wihere 


HART & COOLEY MANUFACTURING Co. 


500 EAST EIGHTH ST. © HOLLAND, MICHIGAN 
IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 





Push buttons...your customers buy them everyday; 


they’re consumer accepted...and now you can have 


res) 


heating-cooling control 


»- 





to power your sales with WHITE-RODGERS 
we PSE 


Shor 


- 


Automobiles ... appliances .\:yelectronic brains 

everywhere you look, push buttoms. Accepted . .. demanded; 

in every field they've shot sales upWard, and now 

White-Rodgers combines the Fashion Thermostat with a 

versatile new sub-base for PushButton heating-cooling control... 
a brilliant new sales feature for heating-cooling equipment 

in new homes... modernizations . . . replacements, Fits any 


heating-cooiing system. Write, wire, or call for details today! 


Fashion Thermostat, extremely narrow differential... 
anticipated for both heating and cooling 

exclusive dial-type adjustable heater to match primary 
control. Easy installation—no leveling required 


for MODERN COMFORT 


ST. LOUIS 6, MISSOURI TORONTO 8, CANADA 





